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Hartford Fire Group 
Assets $785,731,094; 
Premiums Show Gain 


Increase About $28,000,000 to 
$388,443,000; Surplus Drops to 
$285, 916, 000 in 1957 


UNDERWRITING ING LOSS SHOWN 


Investment Income Increases in 
Year; Net Gain From Operations 
$12, 934,731, or $5.17 a Share 








The Hartford Fire Insurance Co. and 
subsidiary companies report consolidated 
assets of $785,731,004 and surplus to pol- 
icyholders of $285,916,844 as of December 
31, 1957. These figures compare with 
$770,631,004 and $304,194,344, respective- 
ly, for 1956. Reserve for unearned pre- 
miums increased in 1957 to $250,667,749 
from $236,502,342 and the reserve for 
losses rose to $224,591,423 from $204,- 
747,335. 

Premiums written last year totaled 
$388,443,403 against $360,742,079 in 1956, 
and premiums earned for the two years 
were $374,337,996 and $354,623,398  re- 
spectively. There was an underwriting 
loss of $7,018,088 reported for 1957 as 
against an underwriting profit of $786,- 
052 in 1956, and $20,616,683 in 1955 


Investment Income 


Net investment income was $20,904,670 
for 1957 and $19,503,262 for 1956. Net 
gains from operations were $12,934,731, 
or $5.17 a share in 1957, and $15,816,997, 
or $6.33 a share in 1956. Companies in 
the group include the Hartford Fire, 
Hartford Accident and Indemnity, Hart- 
ford Live Stock, Citizens of New Jer- 
sey, New York Underwriters, Twin City 
Fire and London-Canada. 

President J. C. Hullett in the annual 


) ‘eport states that fire and allied lines 
Premiums written in 1957 totaled more 
# than $169,151,000, an increase of about 
$9,150,000. Casualty premiums rose to 
} $218,204.000, a gain of about $18,500,000. 
Rati is on losses and expenses are as 
lollows: incurred losses to earned pre- 
miums, 55.79% in 1957, 55.17% in 1956 
gf nd 5017% in 1955; incurred loss ex- 
Dense to earned premiums, 7% in 1957, 
647 in 1956 and 6.19% in 1955; incurred 
*xpenses to earned premiums, "39.09% in 
1957, 38.13% in 1956 and 37.54% in 1955; 
Meurred expenses to written premiums, 


(Continued on Page 30) 
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well-balanced 


ll-balanced company is, we believe, a company 


. .- whose financial position is strong 

... Whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

. .. whose policy contracts include all funda- 
mental coverages... 

... whose contributions to its industry have 
been recognized as outstanding 

... whose growth has been steady and uniform 


... Whose size is sufficiently large to assure 
confidence and prestige 


... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 


... Whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





Group Limits Formula 


Of 18 Months Salary 
Suggested By Dowell 


New York Life’s Executive Vice 
President Sees Group Properly 
Related to Salary 


FOLLOW RANK & FILE PLAN 











President Desmon of New York 
State Assn. Hails Proposal for 
Legislation Limit 





Dudley Dowell, executive vice president 
of New York Life, in a letter to Spencer 
L. McCarty, managing director of the 
New York State Assn. of Life Under- 
writers, proposes as a basis for Group 
Life amount limitelegislation in New 
York State, that the amount of Group 
be related td salary and also conform 
to the plan used for the rank and file of 
employes. He said he could find no 
fault with a design based on 18 months 
salary as a formula. 

Joseph N. Desmon, 
the State Association, approved Mr. 
Dowell’s suggested plan saying: “This 
represents an important milestone in 
our long battle to obtain amount limit 
legislation in New York State.” 


Dowell’s Views On Group Limits 
Mr. Dowell’s letter to Mr. McCarty 


in part follows: 

“The important point is that per- 
manent insurance and temporary insur- 
ance each has its distinctive role. Each 
should be kept in proper perspective. 

“From the social viewpoint, Group 
life insurance is temporary replacement 
of income at the death of the bread- 
winner. It seems to us, therefore, that 
the measure of adequate coverage is the 
level of the breadwinner’s earnings. That 
is true for both low incomes and high 
incomes, 

“Hence, Group life insurance is prop- 
erly designed in relation to salary. If 
a plan provides, say 18 months salary 
continuance for the rank and file, it 
properly should provide a similar rela- 
tive amount for executives. For instance, 
insurance of $7,500 for the $5,000 man 
is comparable to $45,000 for the $30,000 
man. We find no basic fault in such a 
design. 

“We are not favorably inclined toward 
plans which provide amounts for execu- 
tives out of line proportionately with 
those for the rank and file or toward 
plans for executives alone whether or 
not superimposed. 

“We feel that no plan should be under- 
written unless it is actuarially sound. 
Where a medical examination is required, 
it would appear that we are at the limits 
or beyond the limits of true Group 
insurance. 

“There are, of course, other aspects 
of this question of limits which might 
be mentioned—for example, the possible 
adverse effect of unreasonable limits 
on life insurance taxation, But, to our 


president of 


(Continued on Page 8) 
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Wasreny Avo SOUTHERN LIFE 
... achods the niin 


MILLIONS OF POLICYHOLDERS WITH MORE THAN 
FOUR BILLION DOLLARS OF INSURANCE IN FORCE 


Our foremost goal, as always, is to serve 
our policyholders and the public with 


dedicated purpose and sincerity. 


JE lee O Syfn-k 


PRESIDENT 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


A Mutual Company 
HOME OFFICE: CINCINNATI, OHIO 


SOUTHEASTERN DIVISION OFFICE MID-CONTINENT DIVISION OFFICE WESTERN DIVISION OFFICE 


Asheville, North Carolina St. Louis, Missouri Beverly Hills, California 
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Will Continue as a Director and Member of Executive and 
Insurance Committees; James F. Oates, Jr., Will Hold 
Post as Chairman as Well as Equitable President 


By CLarENcCE AXxMAN 


The Equitable Society announces the 
retirement of Ray D. Murphy, chairman 
of its board, and that James F. Oates, 
Ir, president and chief officer of the 
Society, has been elected to succeed him. 
\r, Oates will serve as both president 
and chairman of the board. Mr. Murphy 
has his 71st birthday on Saturday. 

Thus, after a brilliant career of half a 
century in life insurance, where in the 
arlier stages of his career he won great 
{istinction as an outstanding member of 
the scientific side of the business, he will 
enjoy a leisure which he has well won. 

In his annual report to the directors 
Chairman Oates called attention to what 
he called “the immeasurable contribu- 
tions Mr. Murphy has made to our 
country through the Equitable and 
through the entire insurance industry.” 
Continuing he said: “We are happy that 
he will remain as a director and a mem- 
ber of the executive and insurance com- 
mittees of the board. His devoted serv- 
ie during almost 45 years is without 
parallel in terms of value to our Society. 


Former President of LIAA and 


Actuarial Society 


Mr. Murphy was president of the Life 
Insurance Association of America in 1955. 
For nine years he was chairman of the 
actuarial advisory committee of the 
Veterans Administration concerning Na- 
tional Service Life Insurance. 

In 1938 Mr. Murphy was elected pres- 

ident of the Actuarial Society of Amer- 
ica. When that body merged with the 
Institute of Actuaries to form the So- 
ciety of Actuaries, he was a leading fig- 
ure in the consolidation and served on the 
first board of its governors. The papers 
he delivered before actuarial societies 
have had a wide reading throughout the 
world, He was president of the actuarial 
society when the International Congress 
i Actuaries convened in New York 
many years ago. 
_In 1939 he was one of a small group of 
insurance executives who effected the 
organization of the Institute of Life In- 
surance which under Holgar J. Johnson 
las developed into one of the top public 
relations organizations in the world. 

In 1949-50 he was chairman of the Life 
Insurance Association of America’s com- 
mittee on compulsory insurance. In that 
connection he appeared before two Con- 
sressional committees representing both 
the LIAA and ALC. 


Some Industry Activities 


Among other industry activities in 
Which he was engaged at various times 
were these: 

Irector and member of executive 
committee of Life Insurance Medical Re- 
search Fund; chairman of trustees of 
. 9. Huebner Foundation; trustee of 
National Fund for Medical Education ; 
tustee of YMCA Retirement and An- 
huity Fund for Congregational Ministers, 
board. chairman of New York Heart 
Association ; director of Harvard Alumni 
{sociation ; vice president of New York 
‘ate Chamber of Commerce. 


His Ancestry and Love of Music 


rom in Springfield, Mass., to which 
i erandiather had emigrated from Bel- 
ast, Northern Ireland, Ray Murphy has 
xeP and historic family roots in the 
a England area. His mother’s orig- 
ae porebear was William Bradford, a 
Ra er of the Pilgrim group which 
Sal ed to the New World on the May- 
of the in 1620. Bradford, who was one 
Chimes signers of the famous Mayflower 
dea st endorsed majority rule), was 
1621 p Governor of Plymouth Colony in 
pe and was a leader of those early 

ers for a quarter of a century. 

t. Murphy’s family, which included 


two brothers and two sisters, was ex- 
ceedingly fond of music. His mother was 
an accomplished pianist and his father 
a great lover of music. The family fre- 
quently gathered about the piano for in- 
formal concerts with all members par- 
ticipating. Ray’s voice was good enough 
to enable him, at a later date, to sing 
professionally in an Episcopal Church in 
Boston and to be a member of the 
Harvard Glee Club and Harvard Quar- 
tette. His late brother, Lambert, was a 
star at Metropolitan Opera House. s 


Student Under Many Notables at 
Harvard 


Mr. Murphy entered Harvard Univer- 
sity in 1904 which was at a period when 
Harvard had the most famous university 
professors in the nation. They included 
Charles Townsend Copeland, William 
James, Josiah Royce, Hugo Munsterberg, 
Barrett Wendell, George Lyman Kitt- 
redge, Julian L. Coolidge and William F. 
Osgood At Harvard he studied mathe- 
matics, particularly the theory of prob- 
ability, under Professor Coolidge. He 
became fascinated with English literature 


RD. Murphy Retires As Equitable Society Chairman 





RAY D. MURPHY 


subject, Professor Copeland. At Harvard 
Mr. Murphy held three scholarships and 
won his Phi Beta Kappa key. His class- 
mates numbered many who rose to high 


as well as with his teacher-hero in this stature in the life of the nation, one of 


them being Samuel Morrison, now his- 
torian of the United States Navy. 


Started With Massachusetts Mutual 


Upon leaving Harvard Mr. Murphy 
went with the Massachusetts Mutual Life 
as an actuarial clerk. In less than a year 
he became an Associate of Actuarial So- 
ciety of America. In 1910 he went with 
the Old Hartford Life as an actuary. 
When that company was sold to the Old 
Missouri State Life Mr. Murphy decided 
to remain in the East and Robert Hen- 
derson, then vice president and chief 
actuary of Equitable Society invited 
him to become his chief assistant. He 
was elected second vice president of 
Equitable and in 1930 vice president. 
When Chief Actuary Henderson retired 
in 1936 Mr. Murphy was elected vice 
president and actuary. He joined the 
board in 1947 and in 1950 his title was 
changed to executive vice president and 
actuary. Three years later he was 
elected president and later chairman. 

Mr. Murphy was a member of the 
Actuarial Society’s Council for two de- 
cades. From 1929 to 1932 he was its 
secretary. He served four years as vice 
president; was president in 1938 at the 
joint meeting of Actuarial Society of 
America and American Institute of Actu- 
aries which culminated later in the 
merger of the two societies. 

A long-time resident of Upper Mont- 
clair, N. J.. Mr. Murphy has been active 
in civic and church work there. His 
summer home is in Harwichport, Cape 
Cod. He is a member of Harvard clubs 
of New York, New Jersey and Boston; 
of the Upper Montclair Country Club 
and of the Links Club and of the Eco- 
nomic Club. 





Construction Starts In March On New 
Home Office Building Of U. S. Life 





Architect’s Sketch of New United States Life Home Office Building 


Construction of a skyscraper building 
to be known as the “United States Life 
Building” will start in March in the 
heart of the downtown financial and 
insurance district of New York City. The 
new building, 125 Maiden Lane, will be 
two blocks from the present home office 
location at 84 William Street and a 
similar distance from New York’s most 


impressive new real estate project, the 
$100 million Chase Manhattan Bank and 
Plaza. 

Announcement of the new building, a 
$10 million structure of 17 stories and 
air-conditioned, was made February 21 
by Arthur Collins and Wylie F. L. 
Tuttle of Collins Tuttle & Co., Inc., proj- 
ect manager for the structure and co- 
owner with National Properties, Inc., 


Samuel W. Banowit, president. 
Has Leased 100,000 Square Feet 

It was pointed out that in one of the 
rare instances where a company has 
committed itself to space in a building 
before construction has begun, the 
United States Life has simultaneously 
leased approximately 100,000 square feet 
of office area in the building, more than 
406% of the total, for its own occupancy, 
at an aggregate rental of approximately 
$11,000,000. 

Under the terms of the 21-year lease 
the United States Life will occupy all 
of the third, fifth, sixth and ninth floors 
and half of the fourth and eighth floors. 
Provision has also been made for the 
company to take additional space for 
future expansion needs. 

The lease was negotiated by Edward 
J. Crawford, Jr., executive vice president 
of the Charles F. Noyes Co., Inc., as 
broker. 

Another unusual aspect of the trans- 
action was that it included purchase of 
the 20,000 square foot site by National 
Properties, Inc., from the Continental 


Casualty of Chicago, through Collins 
Tuttle, as broker. . , 
As part of the transaction, Collins 


Tuttle also obtained a commitment for 
permanent financing in the form of a 
$6,750,000 bond issue and arranged for 
the Chase Manhattan Bank and Under- 
writers Trust Company to advance in- 
terim construction funds. 


To Contain 250,000 Square Feet 


As designed by Sylvan and Robert 
Bien, architects, the building will con- 
tain 250,000 square feet of rentable office 
space above the street level, with indi- 
vidual floors ranging in size from 19,000 
to 10,000 square feet. 

Major features will include a_ high 
velocity induction air-conditioning sys- 
tem, latest-type high-speed electron- 
ically controlled elevators, acoustical 
ceilings, and a number of other recent 
developments in office building design 
and construction. In keeping with the 
conservative tastes of the insurance com- 
panies for which the building was spe- 
cifically designed, the facade will feature 
limestone and brick in the classic tradi- 
tion. 

Sears & Kopf are the engineers, and 
the Diesel Construction Co., Inc., will be 
general contractor. 

Negotiations are now underway with 
two other insurance companies for the 
remainder of the office space in the 

(Continued on Page 8) | 











Page 4 














February 28, 1958 








Metropolitan Assets $1 5.536 Billion 


I-ssurance in Force of $79.859 Billion Gained 9.6%; Company 


Now Has 41 Million Policyholders; Ordinary Issue 58.4% 
Greater Than ’56; Net Earned Interest 3.46% 


Payments by the Metropolitan Life 
to policyholders and_ beneficiaries last 
year amounted to $1,513,000,000, Fred>ric 
W. Ecker, president, announced on Feb- 
ruary 26. It was the first year that 
these payments passed the one and a half 
million dollar mark, and the fifth in a 
row in which they exceeded a billion. 

The payment total, which is at the 
rate of $6,000,000 for each business day, 
exceeded the previous year’s by $182,- 
000,000. 

Mr. Ecker, making public other as- 
pects of the Metropolitan’s 1957 opera- 
tions at a press conference in the com- 
pany’s home office on Madison Square, 
described the year’s record as “the best 
from an over-all view of any year in 
our history.” The company, in 1958, 
celebrates its 90th anniversary. 

9.6% Increase in Outstanding Insurance 

Life insurance in force at the end of 
1957 amounted to $79,859,000,000. This 


is the largest amount in force in any 
company. It represents an increase of 
$6,976,000,000 — 9.6% — over the corre- 


sponding 1956 insurance in force. 

The total issue during the year 
reached a new company high of $8.579 
billion which was $1.392 billion more than 
in 1956. Notwithstanding some falling 
off in the issue of Group insurance and 
weekly premium industrial insurance 
from the previous year the issue of all 
forms of life insurance was 19.4% 
greater, and that of regular Ordinary 
58.4% greater than in 1956. 

At year’s end, approximately 41 mil- 
lion persons in the United States and 
Canada had some form of Metropolitan 
coverage. This is an increase of 1,000,000 
over the 1956 total. As had been the 
case for a number of years, one person 
in five of the combined populations of 
the two countries was insured in Met- 
ropolitan. 

The payments to policyholders and 
beneficiaries were made up of $481,000,- 
000 in death claim payments and $1,- 
032,000,000 in payments to living policy- 
holders. This latter included dividends 
to policyholders of $300,000,000, another 
all-time company high. 

The life insurance in force at the 
year’s end was composed of $48,889,000,- 


000 of individual insurance and $30,- 
970,000,000 of Group insurance. 
Persons covered for weekly and 


monthly loss of time benefits under ac- 
cident and sickness policies numbered 
3,200,000, and those with hospital, surgi- 
cal and medical expense coverage num- 
bered 6,800,000, an increase of 400,000 
over the preceding year. Benefit pay- 
ments for all forms of accident and 
sickness insurance for 1957 were $298,- 
198,000; in 1956 they amounted to $259,- 
566,000. 
Assets of $15.536 Billion 

The Metropolitan’s assets, held in sup- 
port of its contracts with its policy- 
holders, stood at $15,536 billion at the 
end of the year, an increase for the year 
of $751 million. 

The obligations on December 31. 1957, 
were $14.602 billion,of which $12,995,000,- 
000 was the statutory reserve, determined 
according to legal requirements, to as- 
sure future payments to policyholders. 
Surplus held as a safeguard against un- 
foreseen contingencies was $934 million 
about 6.4% of obligations. 

3.46% Net Interest Return 

The year-end balance sheet showed 
53% of the Metropolitan’s assets invested 
in corporate securities, 8% in United 
States and Canadian government obliga- 
tions, 27% in city and farm mortgages, 
4% in housing and other real estate, 4% 
in policy loans, and 4% in cash and other 
assets. 

Some further details of Metropolitan’s 
_1957 operations follow: 

‘The rate of interest earned on the 


Pach Bros 
FREDERIC W. ECKER 


company’s investments continued the up- 
ward trend of recent years. Before Fed- 
eral income taxes, but after deducting 
investment expenses, the interest yield 
was 3.75% on the total invested assets 
and cash on hand, as compared with 
3.67% in 1956. Federal income tax re- 
duced the return last year to 3.46% 
as compared with 3.39% in 1956. 

New long-term investments in 1957 
amounted to $1,315 billion at an average 
yield, after investment expense but be- 
fore Federal income tax, of 4.47%. The 
comparable rate for 1956 was 4.12%. 

Mortgage Loans 

“As in past years, our mortgage invest- 
ment program encouraged home owner- 
ship,” Mr. Ecker commented. “In 1957 
we made 36,856 city mortgage loans, the 
vast majority of which were home mort- 
gages. The total invested last year in 
city mortgages was $507,800,000. At the 
year end, investment in city mortgages 
and real estate acquired for investment 
was $4,044,900,000.” 

The total investment in farm mort- 
gages at the end of 1957 was $293,400,000, 
which compared with $264,500,000 at the 
end of the preceding year. 


53,000 in Organization 


Mortality in 1957 among the policy- 
holders was slightly higher than during 
the preceding year. This increase re- 
sulted principally from the outbreak of 
Asian influenza late last year, which 
took its greatest toll at the older ages, 
both directly and because of its impact 
upon persons suffering from heart and 
other chronic ailments. 

At year’s end, the Metropolitan organi- 
zation throughout the United States and 
Canada numbered 53,000. There were 
over 26,000 field representatives asso- 
ciated with more than 1,000 offices 
throughout the two countries. 


Ecker Says Competition Improves 
Coverages 

At a press conference in the com- 
pany’s home office at One Madison Ave- 
nue President Ecker said: 

“The amount of life insurance in force 
with the Metropolitan Life and other 
United States and Canadian companies 
is a stabilizing factor of incalculable 
strength in the economic and social fah- 
ric of our countries. The amount of life 
insurance in force in the United States 
and Canada at close of 1957 is estimated 
by the Institute of Life Insurance as 
totalling $490 billion. 

“Perhaps the most favorable aspect 





of the business during 1957 was the 
keen competition that existed among the 
hundreds of companies. An area of this 
competition is the continued striving to 
improve the coverages that are offered 
the public. Recent examples are the de- 
velopment and subsequent liberalization 
of the whole family life insurance plan 
and the extension of medical and hos- 
pital expense insurance to persons in the 
later years of life.” 


Ecker Answers Questions 


The following were among the prin- 
cipal questions asked of President Ecker 
at the press conference and his answers: 

Do you want to comment on the 
money market situation and whether a 
change is in sight? 

A. I do not want to enter such a field 
of prophecy. 

Q. Do you think that the country will 
recover from the recession it is experi- 
encing ? 

A. It always has recovered from re- 
cessions and from depressions as well. 

Q. Is it your opinion that Metropoli- 
tan Life will be as successful in making 
sales this year as last year? 

A. I do. Official reports are that in 
the combined writing of life insurance 
in January, 1958, large gains were made 
over January, 1957, by the companies. 

©. Has Metropolitan changed its po- 
sition against making substantial invest- 
ments in common stocks? 

A. No, it hasn’t. 

Q. How then do you account for the 
fact that it has $16 million of A.T. & T. 
stock out of the Metropolitan’s $18 mil- 
lion of common stock ownership ? 

A. Our A.T.&T. stock ownership came 
as a result of conversion of A.T.&T. 
bonds. 


The Family Policy 


Q. How much did the Metropolitan 
write of Family policy with rider last 
year? 

A. The amount was $2.4 billion. 

Q. Why did it take the company so 
long to enter the Family policy field? 

A. As far as we are concerned the 
suggestion was made by one of our offi- 
cers a number of years ago that we 
write a policy of this kind, but at that 
time we did not think it was opportune 
to do so. Since then conditions have 
changed. 

Q. What do you think of the menace 
of companies writing some of those spe- 
cial policies which have had so much 
publicity recently ? 


A. I see no menace in these contracts. 
The only menace I see is in Variable 
Annuities. We have taken a position 
against life insurance companies writing 
them because if the common stocks take 
a big dip in market value a lot of peo- 
ple will be hurt. If they want that kind 
of investment let them go to Wall 
Street. When they buy a straight life 
insurance contract they know what they 
will be getting when its proceeds are 
needed in an emergency or what their 
family or business will get irrespective 
of what the state of the economy or 
the stock market is. Remember the 
situation in 1929 when so many people 
said: “This is a new era.” You know 
what finally happened in the era. 


Inflation 


Q. Do you find it increasingly difficult 
to make loans to concerns in the busi- 
ness field or on real estate? 


A. We have no trouble in investing 
our money and we are almost fully com- 
m‘tted on loans for this year and sub- 
stantially for next year. 

Q. Well, what about inflation? Ts it 
not a serious situation that a man puts 
a certain number of dollars into buying 
a_ life insurance contract and when he 
dies some years later he is paid in very 
much depreciated dollars? ; 


A. No one knows exactly what will 

the value of a dollar some years 
hence». But every family knows what the 
Dremium dollar return amounts to if the 
head of the family is killed by an auto- 
mobile a short time after the policy is 
delivered. He may be killed in a period 
of inflation, but when you measure the 


he 


LIAMA Meeting Program 


“Markets and Profits” and “The My. 
tiple Agencies Concept” will be high. 
lighted during the first day’s session of 
LIAMA’s agency management confer. 
ence March 17-19 at Chicago’s Edge. 
water Beach Hotel. Committee Chair- 
man Norman T. Carson, executive vice 
president for Central Standard, will de. 
liver the keynote address Monday morn. 
ing. 

Harry H. Stewart, president of West 
Coast Life, will discuss markets and 
profits. Multiple agencies, a new con- 
cept that is working successfully for 
General American, will be explained by 
Frank Vesser, vice president of that 
company. 

Workshops will be conducted Monday 
afternoon. Max S. Bell, vice president 
of Continental American, will moderate 
the discussion on getting value from 
agency department records. The work: 
shop session on convention practices will 
be moderated by Kenneth W. Cring, vice 
president and superintendent of agen- 
cies, Pacific National. Brice F. McEuen, 
vice president and agency director for 
Lamar Life, will conduct the session con- 
cerned with making a company agency 
minded. ; 

Tuesday morning R. W. Donaldson, 
vice president and manager of agencies 
for Pilot Life, will speak on “No More 
Debit Balances.” Multiple line selling 
will be discussed by Dean W. Mitchell, 
manager for Iowa Life. 

“The Management Training Scene” 
will be handled by Thomas Luck, direc- 
tor of management education for the 
American College and Charles K. Reid, 
II, associate director of company rela- 
tions for LIAMA. Robert B. Proctor, 
superintendent of agencies for Connect- 
ticut Mutual, has as his speech title 
“Programming vs. Program Selling.” 

Workshops will again be conducted 
Tuesday afternoon. Supervising agencies 
through agency visits will be moderated 
by J. D. Anderson, agency vice presi- 
dent of Guarantee Mutual. Kenneth 
Mullins, vice president of Washington 
National will handle the workshop on 
agent financing and the agency develop- 
ment program will be discussed in the 
workshop moderated by Charles H 
Heyl, vice president and director of 
agencies, Bankers of Nebraska. 















damage done to the dollar by inflation 





with the dollars received in event of 
such a death what does the inflation 
really amount to as far as this man’s 


family is concerned ? 
Group Insurance Will Grow 


Q. Is Group insurance going back 
Is it less popular than it was? Is tha 
the explanation of a drop in Grou 
insurance last year? Do you see an! 
long-term trend indicating it will de 
crease ? 

A. Group insurance will continue t 
grow in popularity as groups of peopl 
heretofore not insured by Group becom: 
clients. It is difficult to put a finger o! 
the exact reason why Group sales fluc 
tuate. Some organizations of large stat 
ure, for instance, have temporarily with 
held their order for Group insurance 
because they want to make sure that tht 
opportune time for them to buy it ha 
been reached because of economic cor: 
ditions they may be facing. 

Editor’s Note: At this period of the 
conference one of the officers of tht 
company said to the reporters: “Som 
other companies have included in thei 
new Group Life issue figures the amoutl 
of reinsurance ceded to them undef 
Group risks which have been split 
Therefore, our decline in Group Liff 
new issue appears more severe tha 
other companies because we do not in 
clude reinsurance ceded to us. Last yea! 
was an especially heavy year in rein 
surace due to the telephone case bus! 
ness. Hence, the picture is influenced 
considerably by these split risks. Th¢ 
Group business is always a volatile on 
and when employment levels are stabil 
ized many programs, temporarily post 
noned, will be undertaken in the nea 
future.” 
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The Prudential’s life insurance sales 
jor the year 1957 climbed 36% to reach a 
new high of $11.296 billion. This amount, 
President Carrol M. Shanks said Mon- 
jay in discussing the annual report was 
dassified as follows: ; 

Ordinary insurance sales, including 
ales of the company’s Employe Security 
Program for small businesses, rose to 
77 billion compared to $5.2 billion in 

50. 
et mthly debit sales rose 80% to $1.641 
hi'ion. Weekly debit continued its down- 
ward trend, dropping from $243 million 
to $145 million. m 

Group life sales of $1.810 billion, the 
second highest in the company’s history, 
were $158 million off from the record 
year of The Prudential in 1956. 


Assets $13.919 Billion 


The total amount of insurance in force 
at end of 1957 was $65.122 billion divided 
as follows: 

Ordinary, $31.175 billion; Group, $17.- 
83 billion; weekly, $7.045 _ billion; 
monthly debit, $9.219 billion. : 

Assets rose to $13.919 billion, an in- 
crease of $657 million over 1957. Num- 
ber of policyholders at end of the year 
was approximately 34 million. At a press 
conference President Shanks said cur- 
rently there are 35 million policyholders. 

Payments to policyholders and bene- 
fciaries totaled $1.3 billion, an increase 
of more than $170 million over the pre- 
vious year’s payments. 

Net Earnings of 3.58% 


Investments made during 1957 in busi- 
ness, industry, housing and agriculture 
aggregated $1.4 billion, bringing the 
company’s total investment in these 
fields to over $11 billion. : 

The rate of investment earnings, be- 
fore Federal income taxes, rose from an 
average of 3.76% in 1956 to 3.88% in 
1957. Federal income taxes of $38 million 
resulted in net earnings of 3.58%, com- 
pared with 3.47% for the previous year. 
The 1957 earnings rate was the highest 
attained in the past 20 years. 

Number of persons covered by Pru- 
dential’s individual Sickness and Acci- 
dent policies rose to 1,250,000. Annual 
premiums from the 1957 sales on these 


policies amounted to $25.7 million, an 
increase of $1.7 million. 
Group Accident and Health — sales 


gained too. Annual premiums from 1957 
sales amounted to $23.7 million, com- 
pared with $22 million for the preceding 
12 months. 

During 1957 Prudential took the sev- 
enth major step in its widespread de- 
centralization program by announcing it 
would establish a Northeastern Home 
Office as part of its 3l-acre Prudential 
Center development in the heart of 
downtown Boston. It has other regional 
headquarters at Chicago, Houston, Los 
Angeles, Minneapolis, Jacksonville, and 
Toronto, Canada. 


Classification Assets 


The classification of assets at end of 
December 31, 1957, follows: 


U. S Government bonds and bills 
Canadian Government bonds 
Other bonds and stocks 
Mortgage loans on real estate 
Real Estate (including Home Offices) 
Loans on policies 
Cash in banks and in office 
Net premiums secured by policy reserves 


Interest and rents due and accrued, deposits in connection 


with investments, etc. 


TOTAL 


Mr. Shanks Answers Queries 


After announcing the figures during a 
Press conference Monday, Mr. Shanks 
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Prudential ’57 Siti $11.296 Billion 


Ordinary Sales Amounted to $7.7 Billion; Insurance In Force 
$65.122 Billion; Assets Increased $657 Million To 
$13.919 Billion; Net Earned Interest 3.58% 





CARROL M. SHANKS 


was asked some questions which with 
his answers were substantially as fol- 
lows: 

Q. How do you acéount for the large 
increase in the company’s sales record? 

A. While it represents more than two 
and a half times the amount of insurance 
which we sold just five years ago and 
almost four times the amount sold a 
decade ago, we must view, these sales 
realistically. Today’s dollar does not 
provide the same degree of financial 
security as that of five years ago, much 
less ten years ago. The company’s 
growth is due in a large measure to its 
progress of decentralization, increased 
emphasis on sales and management 
training and development of new prod- 
ucts designed to meet the needs of the 
public. 

Future of Group 


Q. Some people believe that Group 
sales have reached their peak and are start- 
ing to move in the other direction? Is that 
your opinion? 

A. No, it is not. I think the fact that 
we did not write so much Group as 
during our record year of 1956 is due to 
some factors which merit an explana- 
tion. The sales situation reflects the un- 
evenness apparent in the placing of large 
Group cases. There is a considerable 
amount of switching. Conditions under 
which Group coverage is patterned in a 
corporation continue to differ and Group 
is being extended in a number of differ- 
ent forms. There is still a verv large 
field for Group and that field will grow. 

Q. Do you think the present recession 
will grow more serious and is there any- 
thing encouraging in the outlook which you 
can specifically tell us? 

A. I think the economy will take an 
upward turn although exactly when I do 


$ 912,130,354 
5,337,319,373 
6,074,441,297 

308,925,069 
444,476,066 
164,252,122 
354,100,330 


181,788,403 
$13,919, 133,014 


not know. While large inventories have 
been responsible for the laying off of 
thousands of employes, it is my opinion 
that when the inventories reach too low 


President’s Trophy Awards 
For Aetna General Agents 


Ten general agents of Aetna Life 
have been named to receive the Presi- 
dent’s Trophy for outstanding achieve- 
ment during 1957. 

They are: G. B. Chapman & Co. of 
Cleveland; Richard P. Fuchs, Denver; 
Mann & Fields, Jacksonville; Richard 
M. Fee, Minneapolis; Arthur H. Bikoff, 
New York City; L. Kent Babcock, Jr., 
Philadelphia; George C. Fraser, Sagi- 
naw, Mich.; Earl D. Twyman, San An- 
tonic; Walter W. Smith, St. Louis; and 
Hill, Carson & Associates, Toledo. 

The trophy is awarded annually to 
Aetna Life general agencies with su- 
perior production and agency manage- 
ment records for the preceding year and 
wll be presented to the winners at a 
meeting of the company’s general agents 
in Palm Beach, Fla., in April. 

In announcing the award, Robert B. 
Coolidge, Aetna Life vice president, said 
the trophy was “appropriate recognition 
of the high standards of life insurance 
service performed by these agencies and 
their respresentatives.” 

Those receiving the trophy have been 
invited to serve a one-year term on the 
Aetna Life General Agents’ Advisory 
Council, which serves as an advisory 
body on agency management matters. 





EQUITABLE UNIT MANAGERS 
Equitable Life Assurance Society has 
announced the naming of seven new 
unit managers. The appointees, their 
headquarters and agency affiliations are: 
J. Leonard Burger, Uniontown, Pa. 
(John D Kennon, Pittsburgh); Harold 
W. McKevitt, Jr., Richmond, Calif., 
and Varnell O. Padgett, Oakland (both 
Samuel W. Coombs, CLU, Oakland); 
William J Miranda, Cheyenne (Luke F. 
Cowan, Cheyenne); Donald M. Pank- 
hard. Bellevue, Wash. (R. W. Berlin, 
eattle); Melvin Tasley, Chicago (Mur- 
rav R. Riskin, Chicago), and John T. 
Webber, Boston (Laurens F. Bruno, 
3oston). 





a level the manufacturers themselves 
will begin a readjustment and speed up 


again. No manufacturer wants to be 
unable to fill orders. 
QO. Has The Prudential gone in -for 


buying stocks in a big way? 


A. No. We are not making heavy 
purchases, but are buying in special situ- 
ations which we feel make such owner- 
ship of stocks a_ satisfactory invest- 
ment. The percentage of stocks in our 
portfolio is about 1.4% of assets. While 
stocks may continue to decline we be- 
lieve many of them are “good buys” for 
people who are not purchasing them for 
speculative purposes. 


_Q. 'Has not the popularity of Family 
msurance got considerable to do with the 
1957 sales growth of The Prudential? 


A. It was one of the important fac- 
tors, but there have been others which 
have increased the sale of insurance. The 
fact that Family policies were only one 
factor is shown in Massachusetts where 
despite the lack of Family policies there, 
last year The Prudential increased its 
writings about 30%. 


Q. How much of The Prudential’s paid- 
for last year was in Family insurance poli- 
cies? 


A. For the year 1957 The Prudential 
sales of these policies amounted to a 
total of $3.5 billion. Taking into account 
the sales in latter part of 1956, when The 
Prudential started writing these con- 
tracts, the total of the Family policies 
issued amounted at beginning of 1958 to 
more than $5 billion. 


O. Do you feel that the New Jersey 
I-gislature will enact legislation permitting 
insurance companies to sell Variable An- 
nuities? Will it do so in present session 
although it has not enacted such a measure 
in past two sessions? 


A. I am hopeful that it 
such legislation. 


will enact 


Vehlow and: Kerr Elected 
Officers by Federal Life 


Two new officers were elected by 
Federal Life’s board of directors at their 
first meeting of the year in Chicago. 
They are Robert W. Vehlow, named 
assistant superintendent of agencies, and 
William -D. Kerr who assumes the post 
of assistant actuary. All present officers 
of the company, Chairman L. D. Cava- 
naugh announced, were reelected. 

Mr. Vehlow, who has been serving as 
field supervisor, lives in Milwaukee and 
commutes daily to Federal’s new home 
office at 6100 North Cicero Avenue, Chi- 
cago. He is a former agent of the O. C. 
Plashal Agency in Milwaukee. 


Mr. Kerr joined the Federal in its 
actuarial department in May, 1956, hav- 
ing previously been connected with Con- 
tinental Assurance in the same depart- 
ment. He is a graduate of the University 
of Nebraska. 





Dublin Gives 3 Awards 


Dr. Louis I. Dublin, health and welfare 
consultant to the Institute of Life Insur- 
ance, was the connecting link last month 
in three separate ceremonies honoring 
the Life Underwriters Associations of 
Jonesboro, Ark., Omaha, Neb., and 
Dallas, Tex., for performing an outstand- 
ing public service in their respective 
communities in 1957. In each case, Dr. 
Dublin presented a bronze plaque to the 
local association in recognition of top 
achievement within its size category in 
the first annual public service award 
competition sponsored jointly by the 
Institute and the National Association of 
Life Underwriters. In the small associa- 
tion category, Jonesboro was cited for 
its sponsorship of the Craighead County 
Heart Fund. Omaha won the award in 
the medium size category for its training 
program for United Fund Volunteers. 
Among the big associations, Dallas was 
singled out for its contribution to the 
success of the Dallas County Cancer 
Crusade. 





$2.202 Billion In Force at 
End of 1957 for Life Co. of Va. 


The Life Insurance Company of Vir- 
ginia’s insurance in force increased to 
$2,202,815,037 and assets were increased 
by $26,686,034, president Charles A. 
Taylor announced in the company’s 87th 
annual report to stockholders. 

During 1957 the net gain of insurance 
in force was $112,443,144. Contingency 
reserves were $28,490,556. Sales of new 
insurance by Ordinary and weekly pre- 
mium divisions during last year totaled 
$506,558,252. 

Income’ from premiums in 1957 totaled 


$60,835,937, an increase of $2,127,235 over 


the: prééeding year. Income from all 
sources was $77,200,634. Payments and 
credits to policyowners and beneficiaries 
were $53,016,726. New investments and 
re-investments totaled $46,747,997 during 
the year. 

The company is now operating through 
148 sales offices with 3,095 representa- 
tives and employes. 





Speicher Award for Dr. Black 
Dr. Kenneth Black, Jr., CLU, chair- 
man, insurance department, School of 
Business Administration, Georgia State 
College, has been awarded the 1958 Paul 
Speicher CLU Institute Scholarship. 

Dr. Black is co-author, with Dr. S. S. 
Huebner, president emeritus, American 
College of Life Underwriters, of two 
books, “Life Insurance” and “Property 
Insurance”; and has written a number 
of other books and articles. 

The Paul Speicher CLU Institute 
Scholarship is awarded annually to a 
full-time teacher of insurance, who is 
also a CLU. in memory of the late Mr. 
Sneicher who when he died was presi- 
dent of Insurance Research and Re- 
view Service, Inc., Indianapolis. 
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Joy M. Luidens Resigns 
From Chicago Assn. 


WAS SECRETARY-MANAGER 


Helped Build Organization to 2,300 
Members; Succeeded by Kathryn 
Garrabrandt 


Joy M. Luidens has resigned as sec- 
retary-manager of Chicago Association 
of Life Underwriters after being with 
the organization for 29 years and making 
She is 





succeeded by 


a great record. 





JOY M. LUIDENS 


Kathryn Garrabrandt who has been as- 
sistant secretary for 22 years. 

Miss Luidens, whose warm, friendly 
personality, has built up a nation-wide 
acquaintance, was born in_ Holland, 
Mich., educated in its public schools and 
studied music at Hope College, in that 
city. As a girl she began working for 
Holland Shoe Co., a manufacturer, soon 


KATHRYN GARRABRANDT 


becoming head of the payroll depart- 
ment. She traveied for the firm through- 
out the country installing cost account- 
ing systems, moved to Chicago where she 
learned shorthand and sang in churches. 

Joining Chicago Association of Life 
Underwriters she became secretary to 
the late Walt Tower, then its managing 
director. When he died in 1936 she 
was advanced to secretary. When she 
joined the Association it had about 500 
members and now has 2,300. Its public 
relations activity has attracted atten- 


tion throughout the country. The Asso- 
ciation has many divisions, all of which 





Occidental Gets Big 
American Legion Group 


COVERS 2.7 MILLION MEMBERS 


California Company Carrier for U. S., 
Canada and Overseas Posts; U. S. 
Life Gets Remainder 


Los Angeles, Feb. 25—Climaxing more 
than a year of investigations and study 
by its insurance committee, the Ameri- 
can Legion announced in Washington, 
D. C., February 23 that it plans to offer 
a voluntary Group life insurance pro- 
gram to its more than 2.7 million mem- 
bers throughout the world. 

The plan will be made available to 
members through age 69, with benefits 
ranging from $4,000 to $250, the amount 
depending upon the member’s age at 
time of death. 

Occidental Life of California has been 
selected as the carrier in all U. S. states 
and territories where it operates, and in 
Canada, as well as on 
The United States Life has been named 
the insurer for the balance of the case. 

Benefits Covered 


Enrollments will be by local posts and 
when a minimum of 75% of the eligible 
members of a post who are actively em- 
ployed enroll, they will be accepted'‘auto- 
matically. Otherwise acceptance is de- 
termined by special underwriting rules. 

Death benefits through age 34 are 
$4,000; through age 44, $2,250; through 
age 54, $1,100; through age 59, $600; 
through age 64, $400, and through age 69, 
$250. 

Insured members attaining age 70 
cease payment of premiums and insur- 
ance terminates. 

In making the announcement, Ameri- 
can Legion officials stated that the plan 
is not designed to replace members’ 
present life insurance coverage. Their 
goal is to make available additional in- 
surance protection at a low cost as a 
service to their members. They pointed 
out that an extremely large number of 
veterans have dropped their National 
Service Life Insurance, a step that many 
of them have come to regret. 


overseas posts. 


President Brower’s Statement 


According to President Horace W. 
Brower, Occidental submitted several 
plans to the insurance committee of the 
legion at their request. The company, 
with more than $3 billion of Group in- 
surance in force at the end of 1957, has 
had considerable experience in this field, 
including nearly 20 vears as the joint 
underwriter of the California Veterans 
Home Protection Plan covering some 
75,000 California veterans. The California 
Veterans Plan provides both life and 
disability benefits to help veterans and 
their families pay the remaining debts 
on homes and farms purchased through 
the veterans welfare bureau. 





are on their toes. Sales congresses are 
crowded; top men in the industry speak 
at its luncheons; often there is standing 
room only at panel sessions covering a 
wide range of topics. Some agencies 
have a 100% membership, and there are 
meetings under Association auspices in 
the suburbs. The warm, friendly per- 
sonalities of Miss Luidens and of Mrs. 
Garrabrandt have helped much. 

In making Chicago so insurance so- 
cially conscious the Chicago Associa- 
tion’s executive staff has played a prom- 
inent role. 

The new secretary-manager, Mrs, Gar- 
rabrandt, for three years attended the 
Institute for Trade Association Execu- 
tives sponsored by American Society of 
Association Executives at Northwestern 
University. She is a member of Metro- 
politan Business and Professional Club 
of which she is finance chairman and is 
an amateur camera fan. 

Miss Luidens expects to enter the 
Social Service field. 








Lincoln National Life 
Names 3 General Agents 


HARROLD AND COOKE RETIRE 


E. B. Bingham at Fort Waste: John 
Bradshaw at Lafayette and W. H. 


Schwartz at Lincoln 


Three general agency appointments 
and the retirement of two general agen- 
cy officials have been announced by 


Cecil F. ‘Cross, vice president and direc- 
tor of agency of Lincoln National Life. 


EUGENE B. BINGHAM 


The appointees and their agency loca- 
tions are Eugene B. Bingham, CLU, 
Fort Wayne; John Bradshaw, Lafay- 
ette; and W. H. Schwartz, Lincoln. Ver- 
lin J. Harrold and Harold T. Cooke, 
general agent and educational supervisor 
respectively, of Lincoln National’s north- 
ern Indiana agency in Fort Wayne, are 
retiring from management responsibili- 
ties. 

Mr. Bingham has been named general 
agent in Fort Wayne and northern Indi- 





W. H. SCHWARTZ 


ana succeeding Mr. Harrold. The for- 
mer northern Indiana agency will be 
known as the Home Office Agency. A 
native of Gary, W. Va., Mr. Bingham 
entered the life insurance field in 1952 as 
an agent in Charlotte, N. C. He later at- 
tended the Southern Methodist Uni- 
versity Institute of Insurance Market- 
ing and upon graduation in 1954, joined 
the staff of the Purdue University Life 
Insurance Marketing Institute as an in- 
structor and assistant director. 

Mr. Bingham joined Lincoln National 


— 


in 1956 as general agent in Lafayette. 
In addition to his duties as general 
agent, Mr. Bingham has maintained an 
outstanding personal sales record. He 
received his CLU degree in 1956, is 
graduate of Davidson College, and dur- 
ing World War II and the Korean 
War served with the Naval Air Corps, 
Mr. Bradshaw, a 12-year veteran of 
the insurance business, ‘first joined Lin- 
coln National in 1937 following gradua- 
toin from the Air Corps Advance Fly- 
ing School at Kelly Field, Texas. He 
is a graduate of Purdue University. 
Following service with the Air Corps 





JOHN BRADSHAW 


during World War II, when he served 
on the staff of General Hap Arnold and 
received the Air Medal, Mr. Bradshaw 
returned to civilian life and the insur- 
ance business. His insurance career was 
again interrupted by the outbreak of 
Korean hostilities, during which he 
served 21 months as an Air Corps group 
commander. 

Upon leaving active military duty, he 
accepted reserve status and recently at- 
tained the rank of brigadier general. He 
received his CLU designation in 195], 
is a member of NALU and a life mem- 
ber of the Indiana Life Insurance Lead- 
ers Club. 

Mr. Schwartz, a native of Madison, 
Wis., entered the insurance field in 1950 
following graduation from the Univer- 
sity of Wisconsin. After three years as 
an agent in Madison, he became a su- 
pervisor. Later, entering home office 
work with another company, he served 
as supervisor of agencies and superin- 
tendent of agencies. 


Mr. Harrold has 


been 


agency through that period. 


Mr. Harrold joined Lincoln National 


as publicity director in 1920. Two years 
later he was made assistant 


general agent for the home 


agency of Lincoln National 


resolutions committee. 


Mr. Cooke, who as “Pip” Cooke wash 
one of the football “greats” of the Uni-f 


versity of Nebraska, joined Lincoln Na- 
tional sales organization in 1923. Dur- 
ing his many years as agency supervisor 
he has become widely known in north- 
eastern Indiana. 


Waylett Directs Group Sales 

_W. L. Waylett, superintendent of 
Group sales since 1955, has been ap- 
pointed as superintendent of agencies 
and Group sales by North American Life 
of Toronto. 








head of thef 
company’s northern Indiana agency inf 
Fort Wayne since 1931 with Mr. Cooke} 
acting as education supervisor in theft 


superin-f 
tendent of agencies, and in 1931 namedf 
office re-— 
gion. Under his leadership, the northernf 
Indiana agency has become the largestf 
with moree 
than $75,000,000 insurance in force. Hef 
has held important NALU posts and is 
currently serving as a member of thet 
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q TREVOR D. WEISS 


was a successful women’s wear 
merchant before he joined our 
Chicago-Geist Agency. 
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1 1957 sales $958,600 
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‘GRAHAM H. BLAKE }> 
formerly an automobile sales- 
man, was only 22 when he 
entered the life insurance busi- 
ness with our agency at Barre, 
Vermont. 

1957 sales $805,350 





q PHILIP G. GALLANT 
an attorney, practiced _inter- 
national law with the U. S. Air 
Force in Paris for three years 
before becoming a member of 
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Steinbach Now 2nd V. P. 
Security Mutual— Group 


BEGAN HIS CAREER IN _ 1932 
Shetterly Appointed Associate Counsel 
of Company; Was in Navy During 
World War II 





Security Mutual Life of Binghamton, 
N. Y., announces that George W. Stein- 
bach has been made second vice presi- 
dent in charge of Group insurance and 
that James O. Shetterly is appointed as- 
sociate counsel. 

Mr. Steinbach in 1932 started his ca- 





Arthur Johnson 
GEORGE W. STEINBACH 


reer with Metropolitan Life in New 
York City as a mail boy. In 1935 he be- 
came service and sales representative in 
the Group department and then became 
a field representative of the same de- 
partment in Chicago. In 1942 he was in 
the Army, and was a first lieutenant 
prior to his separation in 1945. Upon 
returning to Chicago and his former as- 
sociation, he was called to the home 
office as assistant to the sales vice 
president. In 1951 he became director 
of Group sales and a company officer of 
the Massachusetts Mutual Life, a po- 
sition he held until 1957. 

Mr. Steinbach was born in Middle- 
bury, Vermont, and attended Columbia 
University. Formerly active in the 
Springfield Chamber of Commerce, he is 
a member of the Bellport Bay Yacht 
Club, Bellport, Long Island. Mr. and 
Mrs. Steinbach and their two children, 
Robert B. and Gayle Ann now reside in 
Bluepoint, Long Island. 

Career of Mr. Shetterly 


Mr. Shetterly started his insurance 
career with Security Mutual Life in 
December, 1949. In 1951 he was pro- 
moted to assistant counsel, and in 1954 
associate counsel. In 1955 he was trans- 
ferred from the legal department to 
Group department to direct home office 
administrative work of this department 
during a transitional period and was 
designated Group executive. Born in 
Corning, N. Y., he attended the Corning 
Free Academy. Next, he studied at 
University of Rochester where he got 
an A.B. degree in sociology. Going to 
University of Michigan Law School he 
was graduated with an LL.B. degree; 
was soon admitted to Bar of State of 
New York and practiced law in Roch- 
ester. During World War II he was in 
Naval Aviation from which he was sepa- 
rated as a lieutenant. He is now a 
lieutenant commander in United States 
Naval Reserve. He belongs to Bingham- 
ton Chamber of Commerce, Broome 
County Bar Association, Association of 
Life Insurance Counsel and the Dial 
Club. 

Mr. and Mrs. Shetterly have four 
children: Mary Jane, James, Jr., Daniel 
and Sarah. 


Canada Life Business 
Showed Record Gains 


NEW BUSINESS $441 MILLION 





President Gill Reports Assets at $592,- 
216,000; Net Earned Interest 
Rate 4.66% 





Canada Life in 1957 had new life in- 
surance amounting to $401 million which 
with new annuities of $40 million made 
a total new business of $441 million, 
President E. C. Gill reported at the 
annual meeting in Toronto. Setting new 
records for the company, it is an in- 
crease of $36 million over 1956 and is 
more than 40% higher than the new 
business two years ago. 

There was a substantial gain in new 
Group life insurance which totalled $131 
million and another record was set up 
for Group accident and sickness busi- 
ness with gross annual premium income 
at more than $4.5 million. 

Business in force totalled $3,119,170,- 
000, excluding ceded reinsurance, made 
up of $2,696,417,000 life insurance and 
$422,753,000 annuities. Total income of 
the company from all sources was $100,- 
268,000. 

Assets reached the total of $592,216,- 
000. Payments to policyholders and 
beneficiaries was $42,577,000 of which 
$27,261,000 or 64% was paid to living 
policyholders, 





WILLIAM R. CLARK DIES 


William R. Clark, fire insurance su- 
pervisor of the Texas State Board of In- 
surance, died last week in Austin. He 
joined the Board of Insurance in 1941 as 
a fire rater and later served as assistant 
actuary and actuary in the fire division. 
In 1949 he was head of the inland ma- 
rine division and after reorganization of 
the state board in 1957 he was named 
fire insurance supervisor. He began his 
insurance career with the Texas insur- 
ance checking office. 








(a) Incentive 
(b) Profit Share 


3. Company: 








Are You Big Enough 
To Fill This Job? 


1. Area Superintendent—250 mile radius of New 
York City—complete charge. 


2. Salary—5 figures, plus 


(1) Over Two Billion in force 

(2) Over 75 years old 

(3) Assets over 350 Million 

(4) A full line of competitive policies 
(5) Does not write in New York 


Send full information, plus photo, first letter. 
All replies in absolute confidence. 


2587, The Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Equitable Society Survey of 
Common Stock Yields 


At Prudential press conference this 
week when annual figures were an- 
nounced President Shanks in answering 
questions from reporters about what 
Prudential is doing in buying common 
stocks jestingly commented on a request 
he had made of an aide to check on a 
report that the Equitable was substan- 
tially increasing its common stock hold- 
ings. He said the aide reported: “I un- 
derstand they are buying, but it’s im- 
possible to get the Society on the ’phone 
as all of Wall Street seems to be calling 


them and trying to sell.” 

After the conference The Eastern Un- 
derwriter asked Equitable for more light 
on the subject. The Society said that for 
months it has been making a study of 
common stock yields, noting also what 
has happened to such stocks in the mar- 
ket from day to day. It is likewise 
locking. into reasons for market fluctua- 
tions in such stocks. 

“The Society is buying common stocks 
strictly on a yield basis,” said a rep- 
resentative. “It is only interested in 


these stocks provided they can give us 
a yield on a basis of comparison with 
or better than we would receive in pur- 
chase of bonds.” 
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ACCIDENT & HEALTH 
EXECUTIVE SPECIAL AGENT 
$10,000 


Fifty year old company, housed in 
desirable southern area. 

Employer's specifications: age 
range 30-40, college graduate, seven- 
ten years INDIVIDUAL A. & H. 
production experience, preferably work- 
ing out of home or large branch 
office. Willingness to travel reasonable 
amount of time. 
Duties: Special home office field assign- 
ments with branch office managers. 


EMPLOYER PAYS SERVICE CHARGE & 
MOVING EXPENSES. ALL NEGIOTATIONS 
HANDLED CONFIDENTIALLY. 


Write for HOW WE OPERATE no obii- 
gation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














America Fore Not Sure It 
Should Enter Life Field 


Just before the February 19 annual 
meeting of stockholders of Continental 
Insurance Co. and Fidelity Phenix In- 
surance Co, adjourned, one of the stock- 
holders asked.J. Victor Herd, chairman 
and president of the Group who was 
presiding, if the organization contem- 
plated entering the life insurance field. 

Response of Mr. Herd: “I knew that 
question would come up. Our position is 
this: we have had the situation under 
review, are studying it carefully but we 
are not yet convinced that this field 
should be entered by us.” 


U. S. Life Home Office 


(Continued from Page 3) 








building, Mr. Tuttle stated. 

Joseph G. Abramson, attorney, repre- 
sented the owner in the multiple trans- 
action, and Herman M, Glassner, attor- 
ney, of the firm of Carb, Luria, Glassner 
& Cook, acted for the United States 
Life. Ebasco Services, Inc., acted as 
interior design consultant in the leasing 
negotiations. 

Mr. Banowit has completed construc- 
tion of three office buildings in Beverly 
Hills, California, and currently has two | 
additional structures under way there. 
National Properties, Inc., also has two f 
office buildings under construction If 
Chicago 





Group Limits 
(Continued from Page 1) 


mind, the major consideration is simply 
this: The public interest will not be 
served if people think they can rely on 
temporary insurance to do what pet- 
manent insurance does. The old adage 
was never more apt than here—there }s 
a place for each, and each should be 1 
its place. To help people think clearly 
about this is not merely a personal serv- 
ice, but a public service, of the first 
order. 
“It seems to me that even in situations 
where executives may have sizable 
amounts of Group insurance, an impor 
tant need for Ordinary insurance invatl 
ably exists. This is the place where 4 
well-trained agent can effectively bring 
to bear his knowledge of business an 
personal insurance programming.” 
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Modern Products: Across-the- 
board personal insurance serv- 
ice: full range of life plans, A 
& S disability income policies, 
and 2 new contracts — Major 
Medical Expense and basic hos- 
pital and surgical insurance with 
deductible feature. 





Manpower Support: Complete 
manpower kit gives general 
agents the help they need to find 
and recruit qualified men. 


Part of Midland’s home office force that works in close harmony with an ever-expanding field organization 


supporting the selling force with the 


strength of many “helping hands’”’ 


PLUS VALUES FOR THE MIDLAND FIELD FORCE 


Ss) 
«a 


Selling Aids: Merchandising help 
from approach through to close. 
Includes direct mail service and 
action-getting sales plans, headed 
by award-winning ‘Full Circle 
of: Security” programming system. 





Training Program: Comprehen- 
sive training program to help 
good men become good salesmen, 


There is a direct, unbroken line of communication and cooperation 
between the Midland Mutual home office staff and the people who 
manage and sell in the field. Each member of this team plays an 
important role. The job of home office personnel is providing support 
and solid aid to the general agents and agents. 

The benefits of this team effort are many: friendship and under- 
standing between home office and field; unusually attractive con- 
tracts and financing plans for general agents and agents; fast, 
dependable’ service for policyowners and representatives; a wide 
range of salable Life and Accident and Sickness policies; effective 
manpower development; practical, potent selling aids. 

As a Midlander, you can enjoy all these benefits. Find out more 
by writing Charles E. Sherer, CLU, Vice President and Director of 
Agencies. 


ve MIDLAND MOTOAL 
LIFE INSURANCE COMPANY 5, 


Dept. 2, Columbus 16, Ohio : i 






Serving Personal Security Needs Since 1906 ar 
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Trangmar Chairman of 
Amer. College Exam Board 





EARL R. TRANGMAR 


Earl R. Trangmar, third vice president, 
Metropolitan Life, is the new chairman 
of American College of Life Underwrit- 
ers examination board. Appointment was 
made by trustee chairman Julian S. My- 
rick to fill vacancy caused by death of 
James Elton Bragg. 

For many years Mr. Trangmar has 
been responsible for Metropolitan’s sales 
promotion services and was associated 
with Cecil J. North, now executive vice 
president, in important assignments re- 
lating to Metropolitan’s inter-company 
relations in agency matters. With Amer- 
ican College he is also on joint commit- 
tee of public relations of the college and 
American Society of CLU. 

Mr. Trangmar was instrumental in 
establishment of The Co-operative Fund 
for Underwriter Training and is secre- 
tary of the fund. He was active in 
earliest days of Institute of Life Insur- 
ance, having been its first secretary. A 
native of Michigan, Mr. Trangmar is a 
graduate of Michigan State College and 
for three years was president of its New 
York alumni association. 


Wash. National Showed 
Marked Progress in 1957 


Washington National of Evanston, III. 
continued to show marked progress in 
1957, its financial figures for the year 
reveal. Chairman R. J. Wetterlund an- 
nounces that new paid-for life insurance 
totaled $349,676,018 while the company’s 
life insurance in force increased $137,- 
283,383 to a total of $1,626,556,626 at the 
end of 1957: 

Total premium income for the year 
amounted to $76,150,347. Of this, $41,- 
262,340 represents accident and sickness 
premiums and $34,888,007 in life insur- 
ance premiums. 

Assets continued to mount with the 
addition of $19,490,797, bringing total 
assets to $249,112,357, an increase of 8% 
over 1956. 

For each $100 of liabilities, the com- 
pany now has $129.17 of assets. The 
contingency reserve, capital stock and 
unassigned surplus funds aggregate $56,- 
258,753, an increase of 8%. 

Cash benefits paid to policyholders and 


beneficiaries during 1957 amounted to 
$35,642,518, an increase of 11%. 
Agency field operations — Industrial, 


Group and Ordinary—continue to be ex- 
panded in anticipation of the company’s 
expected future growth, Mr. Wetterlund 
reported, A number of new agencies and 
branch offices were opened during the 
year and additional facilities will be 
established during 1958, 


Occidental Life of N. C. 
Reports Record Sales 


A report of record insurance sales in 
1957 was given to stockholders of the 
Occidental Life North Carolina at 
their recent annual meeting in Raleigh. 
President W. H. Trentman, told the 
group that the company’s gain in insur- 
ance-in-force last year 15% over 
that of 1956. This was the largest an- 
nual increase in the company’s history, 
he said. Mr. Trentman also reported 
that the company made a gain in oper- 
ations for 1957. increased policyholder 
reserves by $2,707,000 and paid out to 
policyholders over two million dollars. 

In other business, stockho!ders elected 
Lewis R. Holding, president of the First 
Citizens Bank and Trust Company, a 
new director of the company. Malcolm 
C. Penny, underwriting assistant, was 
promoted to assistant secretary. Mr. 
Penny joined Occidental in 1927 and has 
been a member of the company’s under- 
writing department since 1948. 

The new director is a native of Smith- 
field, N. C., and president of First Citi- 
zens Bank since September of last year. 
In addition to other civic and business 
interests, he is a director of the North 
Carolina Bankers Association. 


of 


Was 


Bankers National Life 


Reports Record Increases 
Reporting on a successful 1957, Ralph 
R. Lounsbury, chairman of the board and 
president of Bankers National Life, 
Montclair, N. J., said at a recent meet- 
ing of the board of directors that: 
“Business is good with Bankers Na- 
tional, and we plan to make it even 
better.” In his message to stockholders 
and policyowners accompanying the an- 
nual statement, Mr. Lounsbury noted that 
insurance in force during 1957 increased 
from $397 million to more than $480 
million. Admitted assets of the company 
increased from $62 million to more than 
$67 million. The total of capital, con- 
tingency reserve and unassigned surplus 
rose from approximately $5,600,000 to 
more than $6,400,000. 

These figures represent all time highs 
for the company, which observed its 
30th anniversary during 1957. 

Total payments to policvowners and 
beneficiaries again exceeded the $5,000,- 
090 mark, and again the proportion go- 
ing to living policyowners was nearly 
50% greater than the amount paid to 
beneficiaries on account of death. 





% 


GROUP 





of Group coverage. 





THEY’ 
THEIR HATS OFF 


RE TAKING 


TO OUR 
LIFE PLANS 


Because: 


e Brokers tell us that our rates are 
MORE than competitive. 


Two optional disability clauses are 
available: (1) Extended Death Benefit 
and (2) Installment Disability Benefit. 


Our rate reductions for size are sub- 
stantial. 
graded from 5% to 20%. In ad- 
dition there is a graded discount 
whenever the average policy is 


$2,000 or larger. 


The volume discount is 


Our proposals are tailor-made for each client. Don't 
forget that we sell not only Group Life but all other forms 


Call us for further information. 


Phone: MArket 2-5990 
LIFE AGENCY OF NEW JERSEY, INC. 


10 Commerce Court, Newark 2, N. J. 








—- 





Inquire about our Plan of 


LIFETIME SERVICE FEES 


After the 10th Policy Year 
Call 


1. ARTHUR YANOFF 


202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 





General Agent 
Eastern Life Insurance Co. of New York 
HOME OFFICE: New York, N. Y. 














Joins Mutual Of New York 





Wide World Photos, Inc. 
WILLIAM J. NEILAN 


William J. Neilan ‘has joined Mutual of 


New York’s sales department as ad- 
vanced underwriting specialist. Mr. 


Neilan will assist Paul Brower, director 
of advanced underwriting, in the devel- 
opment and servicing of business and 
partnership insurance and related tax 
coverages. The 33-year-old Long Island 
man is a graduate of St. John’s Schools 
of Commerce and Law, a member of the 
New York Bar, of New York County 
Lawyers Association and Phi Delta Phi 
(the Legal Fraternity). He was _ pre- 
viously associated with the law firm of 
Kelley, Drye, Newhall and Maginnes 
and had earlier insurance experience as 
an investigator. 


Insurance Administration 


Co. Management School | 


The School of Insurance Administra- 
tion will give its fourth seminar in life 
company management at Lake Placid 


Club, Lake Placid, N. Y., beginning May | 
18 and ending June 13, 1958. The fac- § 
ulty will be drawn from leading univer- | 
cities and the industry itself. Among ex- | 


ecutives who will participate as faculty 


members in the 1958 seminar are Charles | 


F. Andolsek, vice president, Equitable 
Society; Doane Arnold, vice president, 
New England Life; Grant L. Hill, vice 
president, Northwestern Mutual; 
Bruce Palmer, president, Mutual Bene- 
fit; and Sterling T. Tooker, vice presi- 
dent, Travelers. Director of the school 
is Dr. J. Owen Stalson. 

The seminar is open to men _ now 
active in administrative posts in Amet- 
ican and Canadian life company home 
offices. There are no formal require- 
ments for admission, but it is expecte( 
that applicants will be qualified by edt 
cation and experience to benefit from 
the program offered. 
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R. S. Finley, Jack Hyneman 
Promoted by Wash. National 





Eugene L. Ray 
ROBERT S. FINLEY 


Promotions for two Washington Na- 
tional Insurance Co. associates—Robert 
§. Finley and Jack Hyneman—are an- 
nounced by the company. 

Mr. Finley 
second vice president and placed in com- 
plete charge of all home office A. & S. 
units with the exception of weekly pre- 
mium, Group and He will 
continue in charge of the home office 


has been promoted to 


newspaper. 


association-franchise division. 

A 20-vear Washington National vet- 

eran, Mr. Finley started his career with 
the company as a Blue Devil (Group 
department field representative) — after 
graduation from Northwestern Univer- 
sity. Before coming to the home office 
in 1947, he had served as Group super- 
visor of the southern territory and as 
Group supervisor for Pennsylvania. In 
1950, he was promoted to assistant sec- 
retary in the Group department, and in 
1952 was made manager of the franchise 
division, He was advanced to third vice 
president in 1953. Mr. Finley also served 
twice as chairman of the company’s 
Junior Management Council. 
_ Mr. Hyneman, who began his Wash- 
ington National career in 1951, has been 
made assistant manager of the associa- 
tion-franchise division. For three years 
he worked in the A. & S. claim division, 
and then transferred to the franchise 
division. His duties include preparing 
quotations, assisting in the over-all oper- 
ation of the division and association- 
Iranchise field work. 





J. C. Lehr, Retired Chairman 
Of The Maccabees, Dead 


John C. Lehr, retired chairman of the 
board of trustees of The Maccabees, 
died in Mercy Hospital in Monroe, 
Mich. recently. In 1952, Mr. Lehr was 
appointed to fill the unexpired term of 
the late John P. Stock who was presi- 
dent of The Maccabees. He was named 
chairman of the board of trustees in 
1957. Prior to his appointment as pres- 
ident he was state manager for the State 
of Michigan and a member of the Na- 
tional Board of Trustees. 

Mr. Lehr’s activities with The Macca- 
bees date back to 1904, at which time 
le became great auditor for the Knights 
of the Modern Maccabees. He served in 
this position until 1908, when he became 
4 member of the executive committee, 
serving until 1924 when he was made 
Breat record keeper of Michigan for 23 
vars. He was appointed manager for 


Michigan in 1947, 





Franklin Names Differding 


Paul M. Differding has been appointed 
regional manager in Louisville for Frank- 
lin Life of Springfield, Ill. After six 
years in the banking field Mr. Differding 
entered the life insurance business in 
1952 with Bankers Life & Casualty in 
Springfield, Mo. He advanced to super- 
visor and district manager positions in 
Little Rock and Camden, Ark., and in 
1956 was promoted to branch manager of 
the state of Kentucky with headquar- 
ters in Louisville. 


PROMOTE J. M. SHAW, JR. 

James M. Shaw, Jr., has been named 
acting director of Occidental Life of 
California’s home office Group training 
and education section. Mr, Shaw joined 
the company in 1954 as a Group service 
representative and subsequently served 
as assistant to the director, and as as- 


sistant director, school Group sales. He 
was named to his present position from 
assistant director, Group training and 
education. 


Caughman Made G. A. of 


Canada Life in San Francisco 


Canada Life has appointed John E. 
Caughman San 


Francisco. 


as a general agent in 


Mr. Caughman has had a number of 
years of valuable experience in the brok- 
erage field, and is well known to mem- 
bers of the life insurance fraternity on 
the West Coast. 














HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


That’s the kind you get when your business 
persists and your commissions don’t. These 
blues start when your renewals end. 


We abolished 11th year blues for brokers 
placing business with Occidental when we 
announced our new brokerage contracts pro- 
viding renewals after the 10th year on busi- 
ness produced after January 1, 1958. 


Today you can look forward to-Lifetime Re- 
newals (5% for nine years and 3% thereafter 
on most policies) if you write as much as 
$500 of premiums a year — in Occidental, 
of course. 


Details are few — requirements simple. In- 
quire now. And kiss goodbye to the 11th 
year blues on your 1958 and subsequent 
years’ business! 


A Star in the West...7x* 


llth Year Blues? 






















"WE PAY LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 
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Equitable Society Had 
Its Best Year In 57 


TOTAL SALES OVER $3 BILLION 





Chairman and President James F. Oates, 
Jr. Reports Society Will Increase 
Investments in Common Stock 





For the first time in Equitable Soci- 
ety’s 98-year history insurance premiums 
and annuity considerations amounted to 
more than a billion dollars last year, the 
total of $1,021,515,000 representing an in- 
crease of almost 5% over 1956, it was 
reported by President James F. Oates, 
Jr, who this week was also elected 
chairman of the board succeeding Ray 
D. Murphy who has retired. 

Gross investment income in 1957 was 
$356,117,000. After deductions for Fed- 
eral income tax, real estate taxes, de- 
preciation and investment expenses, the 
net investment income amounted to 
$279,068,000, an increase of 62% over 
1956. Payments to policyholders and bene- 
ficiaries, including dividends, amounted 
to $734,399,000, a 10.5% increase over the 
previous year. Living policyholders re- 
ceived more than 70% of the year’s to- 
tal payments. 

During 1957, individual life insurance 
sales amounted to $1,665,000,000, a hun- 
dred million dollar gain over the previous 
year. Group life insurance sales exceed- 
ed $1,500,000,000 for the first time in the 
Society’s experience, a gain of more than 
$327,000,000 over the previous record 
high attained in 1956. Total life insur- 
ance in force increased by 10.8% and at 
the year’s end amounted to $30,311, 516,- 
000, exclusive of Group life insurance 
reinsured in other carriers. Of the total 
now in force, almost $17% billion is 
Group life insurance. 


Interest Earnings 


The net rate earned on all of the So- 
ciety’s assets, after investment expenses 
and charges but before Federal income 


tax, increased from 3.51% in 1956 to 
3.62% in 1957. The net return, after 
taxes, in 1956 was 3.24%, and in 1957 it 
was 3.30% 


The amount applied to dividends for 
1957 was $166,973,000, an increase of 6.3% 
over the previous year. 

Equitable Society is thinking of in- 
creasing its investments in common 
stocks, Mr. Oates’ report to the board 
noted. He pointed out that in recent 
years “It has come to be recognized in 
the laws regulating the life insurance 
business as well as among persons hav- 
ing responsibilities for management, that 
limited amount of investment in common 
stocks may well serve the interests of 
policyholders by reducing the net cost of 
their insurance protection. During re- 
cent months the finance committee and 
the Society’s investment officers have 
devoted a good deal of thought to in- 
creasing their investments in common 
stock. They have reached the conclu- 
sion that purchases by the Society of 
equities which meet high standards of 
quality and which are within the quan- 
tity limitations imposed by the New 
York Insurance Law will be regarded 
favorably when there is reasonable as- 
surance that the yields obtainable from 
such investments are attractive, having 
in mind the greater risk, as compared 
with the yields then available from fixed 
income securities.” 





Promote F. J. Farrington 


Frank J. Farrington has been pro- 
moted to home office field development 
supervisor by Union Mutual Life, ac- 
cording to an announcement by John R. 
Carnochan, vice president in charge of 
agencies. 

Mr. Farrington, who became associ- 
ated with Union Mutual in 1956, gradu- 
ated from Bowdoin College with an A.B. 
degree in Government, in 1953. Upon 
graduation, he went on active duty as a 
first lieutenant with the Marine Corps 
and served 2% years in Japan and Ha- 
waii before being discharged. 





Sam P. Davis Sets Records 
For Phoenix Mutual Life 





SAM P. DAVIS 
The Lincoln Agency of Phoenix Mu- 
tual Life, 60 East 42nd Street, New 
York, of which Sam P. Davis is man- 


ager, broke the company’s former agen- 
cy records in 1957 with these figures: 

Paid volume $23 million; paid pre- 
miums, $807,000; average policy, $31,035; 


average premium per policy, $1,070.40. 
In December, 1957, the agency sub- 


mitted $8,238,000. Submitted business in 
January, 1958, was $2,454,000. Paid pre- 
miums for the first two months of 
this year exceeded $200,000. 

The Sam P. 
sists of 25 full-time agents and no bro- 


kers. 


Davis organization con- 


Associates Life Expands 
Associates Life, Indianapolis, has been 
admitted to Michigan and Kentucky, the 
first states outside Indiana in which it 
has sought authorization, The company 
was formed by a merger of Associates 

Life and Associates Income in 1956. 
During 1957, the company increased 
Ordinary 55% and individual A. & S. 
premiums, 60%. Group life increased 
35% and Group A. & S.,, 65%. Total 
gross premium income was $555,000, an 
increase of 70% over 1956, Average 
gross yield on investments was 3.72%. 
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ienced pension 
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York 38, N. Y. 











PENSION TRUST SPECIALIST 


Major midwest company seeks exper- 
trust 
group) capable of training agents, and 
preparing fully insured or combination 
presentations for actual cases. Key home 
office position, good salary, for selected 
applicant. Excellent home office environ- 


All communications strictly confiden- 
Address Box 2595, The Eastern 
93 Nassau Street, 


United States Life’s 

New Sales Set Record 
PRESIDENT BELKNAP’S REPORT 
Record Production of Individual A. & H. 


Premiums; Dascit Agency Repeats 
as Company Leader 








Direct sales of $206 million set new 
records for United States Life, according 
to a report by President Raymond H. 
Belknap. Last year marked the first 
year in the company’s history in which 
Ordinary sales of $113,917,000 exceeded 
$100,000,000; sales of Group insurance 
rose 33% to $101,665,000. Record produc- 
tion of individual accident and _ health 
premiums was reported with a volume 
of $3,785,000. 

President Belknap also stated that the 
increase in production by all sales divi- 
sions contributed to a year end total of 
$1,150,317,140 of insurance in force. The 
gain in insurance in force, excluding 
reinsurance, was the largest in the com- 
pany’s history. Celebration of the billion 
dollar milestone was held last March. 

Net gain from insurance operations 
rose from $923,003 in 1956 to a new high 
of $1,527,114 in 1957. Earnings from in- 
vestments before income taxes rose to 
3.98% after deduction of investment ex- 
pense. 

Leading Agencies 

Dascit Agency, Inc., New York City, 
repeated as the company’s leading agen- 
cy in Ordinary life volume with total 
sales of more than $14,750,000, an in- 
crease of 20%. 

Other leading agencies were the W. 
F. Ryan, Life Agency, Cleveland, in the 
midwest and Charles C. Zahorik Agency, 
Alhambra, Calif., on the west coast. The 
Havana branch office led overseas agen- 
cies in Ordinary life production. 

White & Winston, Inc., also of New 
York City, won top honors again in 
Group life sales with a volume of al- 
most $34,000,000. 

In an analysis of major gains, United 
States Life revealed large gains by 
newer developments in the far west, 
the midwest and also overseas. 

Year in Review 

Last year was also one of significant 
progress and expansion for United 
States Life. A participation level Term 
rider and a life paid-up at age 90 high 
cash value plan were the most note- 
worthy introductions in the Ordinary di- 
vision. A model Group life plan with 
20/40 limits highlighted the company’s 
expansion in the small Group field. The 
A. & H. division announced a key man 
salary continuance plan. 
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United i: Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











Advance Stephens, Bergen, 
Lewis, Sullivan and Lyons 


The appointments of E. James Ste- 
phens, CLU, as director of training; 
James J. Bergen, Edwin A. Lewis, and 
Edward B. Sullivan, Jr., as associate di- 
rectors of training; and Frank W. Hiller 
and Andrew J. Lyons as assistant direc- 
tors of training have been announced 
by the Massachusetts Mutual Life. Mr, 
Sullivan will assist Mr. Stephens with 
advanced training, and Messrs. Bergen, 
Lewis, Hiller, and Lyons will aid in basic 
and intermediate training plans and pro- 
cedures. 

3orn in Springfield, Mr. Stephens was 
graduated from Deerfield Academy, 
holds a Bachelor’s degree from Dart- 
mouth College and a Master’s degree 
from the Amos Tuck School of Business 
Administration. He joined Massachu- 
setts Mutual in 1937. He was appointed 
an agency assistant in 1949, manager of 
pension trust sales in 1951, and super- 
intendent of advanced underwriting sales 
in 1956. 

Mr. Bergen, born in 
eraduate of St. Augustine’s Academy 
in New York City, completed special 
courses in life insurance, taxes, and 
business law at New York University. 
entering life insurance in 1924 he joined 
Massachusetts Mutual in 1948, was ap- 
pointed training supervisor in 1949 and 
assistant director of training in 1953. 

Mr. Lewis, born in Kansas, was grad- 
uated from the University of Kansas 
and, following World War IT service as 
an Army Air Corps pilot, took post- 
graduate studies at his alma mater. In 
1947 he became an agent in Lawrence, 
Kans. and joined the Massachusetts 
Mutual as a training —_ int in 1956. 

A native of Albany, N , Mr. Sulli- 
van, an alumnus of haces University 
and Boston University School of Law, 
was an Army Air Corps officer during 
World War II. He practiced law prior 
to entering life insurance in 1952. He 
joined Massachusetts Mutual in 1956 as 
assistant superintendent of advanced un- 
derwriting sales. 

Mr. Hiller, born in New Jersey and a 
graduate of Lafayette College, was a 
pitcher for 12 years in organized base- 
ball, including five years in the major 
= agues as a member of the New York 

Yankees, Chicago Cubs, Cincinnati Reds 
and New York Giants. During off-sea- 
sons, he was a junior accountant for a 
New York City firm of certified public 
accountants for six years, and later was 
in management at a large department 
store in Kansas City, Mo. and _ sold 
insurance. Following his retirement 
from baseball Mr. Hiller entered life 
insurance. He came to the Massachu- 
setts Mutual as a training assistant in 
1956. 

Mr. Lyons was educated in his native 
city of Montpelier, Vt., and entered life 
insurance in 1939. After more than four 
years of World War IT service with the 
Army Air Corps, he had sales and ad- 
ministrative experience with another 
company before joining Massachusetts 
Mutual in January, 1957, as assistant st- 
perintendent of advanced underwriting 
sales. He was formerly secretary-treas- 
urer of Springfield General Agents and 
Managers Association. 


Brooklyn and a 
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How to be younger 
than your years 


When you meet a grandfather like this who’s still “‘young;’ 
vigorous and active . . . even though he’s nearly 65 . . . you're 
likely to exclaim, “‘He certainly doesn’t look his age!’ 


The truth is he’s what he should be...and what most of us 
could be when retirement draws near. Better still, anyone who 
has reached this age in good health can usually look forward 
to many more useful years. 

Although there is no definite point at which one slips into 
old age, some of us may begin to feel the “wear and tear” of 
life around age 40 to 45. 


So, the time to start taking care of your health is before you 
get along in years. A thorough check-up every year is the surest 
way to uncover any chronic disorder, such as high blood 
pressure or arthritis, at its start. 


Even if your retirement may be 20 to 25 years ahead, here 
are some things you should do: 


1. Keep your mind open to new ideas. If you always 
have something to do tomorrow . . . something you want to 
do... your mind will be alert, active. Working with and for 
others—in community, church, fraternal organizations—can 
also be a deep and lasting source of satisfaction at any age. 


2. Select your foods carefully. Your diet should provide 
proteins for body upkeep and repair, carbohydrates for energy 
and foods that supply protective vitamins and minerals. 


3. Control your weight. Overweight makes your heart, 
kidneys, lungs, liver and arteries work harder all the time. 
Overweight also tends to increase your chances of developing 
diseases of these organs. 


4. Try to keep your emotions on an even keel. It is un- 
healthy to keep emotional tensions “bottled up.”’ Instead we 
should look for ways to work them out. For some of us just 
talking over problems with a friend or advisor helps to clear 
the air. 


5. Plan early for your financial security. Get competent 
advice about your future finances—to avoid “‘money worries” 
during retirement. 











COPYRIGHT 1958—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEw York 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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2,300 Attend Dinner 
To Ernest M. Hopkins 


HONORED BY DARTMOUTH MEN 











Was Head of That College and 
National of Vermont; C. J 
Zimmerman’s Talk 
The recent dinner here to Ernest 
Martin Hopkins, former president of 
National Life of Vermont and for many 
years president of Dartmouth College, 
was the most outstanding Dartmouth 


affair which has ever taken place outside 
of Hanover, N. H., home of the college. 
In the main ballroom of Waldorf-Astoria 
more than 2,300 alumni, their wives and 
friends, had gathered to celebrate Mr. 
Hopkins’ 80th birthday. 

Many from the insurance field were 
present, They included Deane C. Davis, 
president of National of Vermont; L. 
Douglas Meredith, executive vice pres- 
ident; and Clyde R. Welman, vice pres- 
ident in charge of agencies. Among other 
insurance executives attending were 
Leland J. Kalmbach, president, Massa- 
chusetts Mutual; and Frank L. Harring- 
ton, president, Paul Revere Life, a very 
loyal Dartmouth man who holds a key 
position in the Dartmouth 200th Anni- 
versary Development Program, Also, 
present were numerous other insurance 
men as the New York Dartmouth alumni 
is well represented in both home office 
and field levels in this city. 


Chairman of Hopkins dinner commit- 
tee was Nelson A. Rockefeller, a Dart- 
mouth alumnus and former trustee. 


Speakers included President John Sloan 
Dickey of Dartmouth; Sherman Adams, 
assistant to President Eisenhower, and a 
member of the ’20 class; and Charles J. 
Zimmerman, president of Connecticut 
Mutual Life, who has been chairman of 
Dartmouth Development Committee and 
of the Capital Gifts Campaign. 


Some Zimmerman Comments 


“Tt is to the everlasting credit of Dart- 
mouth that the college in 1954 appointed 
a trustees planning committee in order 
to study every facet of Dartmouth’s 
operation. The purpose of this study was 
to insure that Dartmouth would be pre- 
eminent in all respects when the College 
celebrated its 200th Anniversary in 1969. 

“One of the great needs of our gener- 
ation is to insure an adequate supply of 
well educated persons. At a time when 
one of the grave questions confronting 
us is whether we will succeed in launch- 
ing man into space or fail by blasting 
mankind into space, there is a need not 
only for men of scientific knowledge and 
know-how, but there is an even greater 
need for the well-rounded well-educated 
man. 

“The Dartmouth alumni and friends of 
the College must now make the choice 
as to whether they will continue to sup- 
port privately endowed liberal arts col- 
leges as Dartmouth or whether such 
institutions will have to turn to govern- 
ment for support, with all the disadvan- 
tages which that implies.” 


Capital Gifts Campaign 


Mr. Zimmerman was able to announce 
at the dinner that the Capital Gifts Cam- 
paign was making tremendous progress 
and that less than 200 friends and alum- 
ni had already contributed and pledged 
over $4,200,000 toward our $17,000,000 
objective. He also announced that John 
D. Rockefeller, Jr., a great friend of Mr. 
Hopkins and father of Nelson A. Rocke- 
feller, had given the college a million dol- 
lars toward building the Hopkins Center, 
which is one of the components of the 
Capital Gifts Campaign. This center is 
being built and named in honor of Mr. 
Hopkins. The architect is Wallace K. 
Harrison, who was the architect for the 
United Nations, and who also attended 
the dinner. 

In addition to Dartmouth alumni, mem- 
bers of the boards of directors of a 
number of organizations on which Mr. 


Hopkins serves, such as the Brown 
Company, were in attendance. 
President Eisenhower sent a warm 


personal message to Mr. Hopkins which 
was read by Sherman Adams. 





CURT M. ROSENBERG 
Mutual of New York has appointed 
Curt M. Rosenberg, formerly manager 
at Hackensack, N. J. to be manager at 
Newark where he succeeds John J. 
Mahon, appointed director of field serv- 
ices. 
The 
Rowen manager 


also appointed Stanley 
at Beverly Hills, Calif., 
Koenigsberger who be- 


company 


succeeding P. F. 
comes brokerage supervisor. 





Baruch Accounting School 


A course in life insurance accounting 
is being given in the Bernard M. Baruch 
School of Business and Public Adminis- 
City College, 17 Lexington 
Avenue, New York. The course is con- 
cucted by Edward J. Mallon, controller 
of Guardian Life. Included in the course 
are these subjects: 

Government supervision ; terminology ; 
accounting for premiums; accounting for 
commissions; agency accounting; divi- 
dend for accounting ; policy liabilities; 
claim payments; settlement options and 
annuities; investments; policy loans, 
mortgage investments; real estate; se- 
curity valuation reserve, expenses for 
accounting; reinsurgnce; accident and 
health insurance; group insurance; state- 
ments required by law; internal state- 
ments; federal income tax; controller’s 
function; audit. 


tration at 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 


O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Management Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 











RICHARD N. LEWIS ELECTED 





Named President of Life Underwriter 
Training Council, Succeeding 
Chester T. Wardwell 
Richard N. Lewis, CLU, vice president 
and agency director of Great National 
Life, Dallas, was elected president of the 
Life Underwriter Training Council, at 
the tenth annual meeting of the LUTC 
board of trustees held recently in Wash- 
ington, D. C. Mr. Lewis was presented 
with the presidential gavel by retiring 
president Chester T. Wardwell, CLU, 
associate general agent for Connecticut 

Mutual in Peoria, II]. 

Succeeding Mr. Lewis as vice president 
of the Council is Trustee Henry 
Kirsch, CLU, agent for Aetna Life in 
Shrev eport, La. Re-elected for the com- 
ing year in their present offices were 
Secretary Benjamin N. Woodson, CLU, 
president, American General Life; Treas- 
urer Maxwell L. Hoffman, associate 
managing director, NALU, and Assistant 
Treasurer Edmund _L. Zalinski, CLU, 
executive vice president, Life Insurance 
Company of North America. 


Re-elected to the board of trustees 
were Horace W. Brower, president, 
Occidental Life of California, Los An- 


geles and Harold J. Cummings, president, 
Minnesota Mutual, St. Paul. Newly 
elected trustees are Alexander Hutchin- 


son, CLU, 2nd vice president, Metro- 
politan, New York City; Lester x. 
Rosen, CLU, agent, Union Central Life, 


Memphis; and Vernon E. White, agent, 
Northwestern Mutual, Albuquerque. 

President Lewis joined the Dallas 
agency of Great National Life as an 
agent in 1937. He became state super- 
visor for his company in 1939, and con- 
tinued as such until 1942 when he was 
appointed manager of the Austin agen- 
cy. From this post, Mr. Lewis went to 
the home office of Great National as 
vice president and agency director, the 
position he now holds. 





WUTUALYZ LIFE 


FRANK McCAFFREY 








INSURANCE COMPANY 
SOSTON, wasascuneE@Ts 


Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S 
Signature 25 Policy 
with very high First Year cash values 
issued at ages 15 to 70 


Call us for Full Sn formation 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 








Joins Ohio National Life 





CROSBY 


CHARLES T. 


Ohio National Life of Cincinnati ‘has 
Charles T. Crosby 
Worth, Texas area, it 
Agency Vice President 


appointed general 
agent for the Ft. 


is announced by 








Grant Westgate. 

A native of Gilmer, Texas, Mr. Crosby 
graduated from Baylor University. He 
served in the U. S. Army and was dis- 
charged with the rank of captain, Mr. 
Crosby was associated with American 
General for the past nine years. 





LAA Committee Chairmen 


The chairmen and vice chairmen of 
the 1957-58 standing committees of the 
Life Insurance Advertisers Association 
are as follows: 

Advertising research, Richard S. Hagg- 
man, Northwestern Mutual, Henry R. 
Geyelin, oe a public relations, | 
Donald E. Lynch, Mutual Benefit, Loflin | 
E. Harwood, Southwestern Life ; sales ji 
promotion research, Frank T. Culp, Jr, | 
Guarantee Mutual, Albert N. Beardshear, 
American United; press, Henry E. Arns- 


dorf, The Prudential, Richard A. Chat- 
field, Continental Assurance; eastern 
round table, Goldie Dietel, ‘Equitable 


Society, Francis L. Cooper, New York 
Life; north-central round table, Robert 
L. Fontaine, Continental Assurance, F, 
J. O’Brien, Franklin Life; southern 
round table, Jay C. Leavell, Guaranty 
Savings, Clarence E. Bishop, Jr., Protec- 
tive Life; western round table, Harry 
K. Gilliland, The Prudential, H. Dixon 
Trueblood, Occidental of California; 
nominating Henry M. Kennedy, The 
Prudential, Al B. Richardson, Life of 
Georgia; educational, Warren F. Reubet, 
Connecticut Mutual, Herbert J. Kramer, 
The Travelers; membership, Joseph M. 
Locke, Gulf Life, John P. White, Lincoln 
National ; twenty- — anniversary, Rus- 
sell L. Blanchard, I Paul Revere, Royden 
C. Berger, Connecticut Mutual; exhibits 
policy, Robert M. MacGregor, Phoenix 
Mutual, Francis L. Cooper, New York 
Life. 
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David A. Carr Observes 
His 25th Anniversary 


STARTED OFF IN BRONX, N. Y. 





His Midtown General Agency Has 
Achieved National Leadership of Con- 
tinental Assurance for Last 3 Years 





David A. Carr, general agent of Con- 
tinental Assurance Co. in mid-town New 
York, whose agency for the past three 
consecutive years has achieved national 
leadership among all agencies of the 
company, marks his 25th anniversary in 
the business in 1958 and, at the same 
time, is starting his 10th year as a Con- 
tinental general agent. 

Since 1949 when Mr. Carr established 
his own agency the paid-for production 
of the office has steadily increased, 
reaching its highest point last year when 
the Ordinary paid-for totaled $17,250,000. 
In addition, the agency ranked in 1957 
among Continental’s leaders in Group 
life and non-cancellable A. & H. produc- 
tion. The average size premium, he re- 
ports, was $34 per thousand and the 
average size policy $18,000. In all, the 
Carr Agency has built up in nine years’ 
time a total Ordinary paid-for of $93,- 
000,000, 


Young Man From the Bronx 
Makes Good 


Behind this record of achievement is 
the story of a young man from the 
Bronx, ambitious to make a name for 
himself in the insurance business, who 
started his career as an office boy in 
the Joseph Leitner Agency on East 
149th Street, New York. His introduc- 
tion to the business was on the fire and 
casualty side. The Leitner Agency rep- 
resented Continental Casualty as general 
agent so when that company decided to 
enter its life running mate in New York 
State, one of the first agency appoint- 
ments was the Leitner Agency. 

Dave Carr was assigned to run the 
then new life insurance department, and 
it was a “scratch” operation. Actually 
he had to feel his way along by trial 
and error, learning about the life end 
of the business as he told the story to 
insurance brokers. In the agency’s first 
year the paid-for life business was 
$1,500,000 and at the end of the third 
year the department under Mr. Carr's 
management showed the respectable vol- 
ume of $4,000,000 paid-for. 

sy this time he had reached the con- 
clusion that the better versed he be- 
came in life insurance techniques and 
knowledge, the faster he would progress. 
So he took the training course provided 
by Continental Assurance’s home office 
as well as the LUTC course. He also 
decided to concentrate all of his efforts 
on development of brokerage business, 
recognizing that this constituted an un- 
tapped market, ripe for development. 


Ready for His Own Agency in 1949 


Tt was natural for Dave Carr to carry 
his thinking one step further . . . to 
open his own agency just as soon as 
Possible. Having devoted 15 years to 
handling the general insurance problems 
of brokers in the Bronx, and having 
acquired a first hand understanding of 
Continental’s modus operandi in both 
the property and life insuurance fields, 
he felt confident in late 1948 that he was 
ready to open his own agency. 

He resigned from the Leitner Agency 
where he was vice president and was 
appointed a general agent of Continen- 
tal Assurance. Starting in a modest of- 
fice at 1780 Broadway, he was fortunate 
to acquire the services of Michael A. 
Wilton at the very start. Mr. Wilton, 
Named vice president of the agency, 
had spent the previous 17 years in 
developing fire and casualty business, 
thus his background was almost identical 
to that of Mr. Carr. The two hit it 
of well, each complementing the other. 
In their first full year (1949) the agen- 
‘ys paid-for was $4,000,000. 

n the years that followed the Carr 
‘gency advanced steadily. By the end 
ol the fourth year the production had 


Leland M. Kaiser Press 
Conferences Held On Coast 


Insurance Securities Trust Fund and 
its sponsor company, Insurance Securi- 
ties Incorporated, are now in their 20th 
year. In recognition of that fact and of 
the growing interest in insurance secur- 
ities Leland M. Kaiser, head of the 
organization, held press conferences last 
week in Los Angeles and San Francisco. 

At the conferences last week the Trust 
Fund’s annual report for 1957 was re- 
leased. Net assets of the Trust Fund at 
end of the year were $223,877,122. Profit 
of $1,765,795 was realized during the 
year. During 1957 purchases of insurance 
stocks aggregated approximately $30 mil- 
lion. Insurance stocks sold aggregated 
$4.244 million. 

Mr. Kaiser declared this Trust Fund 
was the largest of the 104 such Funds 
in the country. He said it was first in 
the dividend reinvestment field and sec- 
ond in the installment program. 

Mr. Kaiser said the trend in insurance 
stocks now is upward and mentioned the 
fact that officials of large companies have 
visited the organization to discuss in- 
vestment matters. 





reached $9,500,000, jumping to $12,000,- 
(00 in 1954 and to $17,250,000 in 1957. All 
of this business was obtained from in- 
surance brokers. A total of 800 of them 
are doing business today with the 
agency. 


Acquires Sientz and Barton 


Mr. Carr considers as one of his best 
decisions the acquisition of S. Robert 
Sientz, a lawyer by training, who be- 
came secretary ofthe agency corpora- 
tion in January, 1955, and who is also 
assistant to the general agent. He has 
a background of 12 years’ experience 
on an estate planning level, and is thus 
qualified to help brokers and_ their 
clients with estate and tax problems as 
they apply to life insurance. 

Another fortunate move, Mr. Carr 
says, was when he obtained the services 
2% years ago of William H. Barton as 
brokerage manager. Mr. Barton is a 
veteran of 23 years in the life end of 
the business, and Carr Agency was the 
one he selected among the many which 
sought his services when he decided to 
make a change. The clerical staff of 
the agency today consists of five girls. 

Mr. Carr’s forte is to delegate au- 
thority and then to concentrate his own 
efforts on business-getting. Perhaps the 
secret of his success is that he does not 
attach emotional importance to any one 
particular problem. Thus, if a_ case 
should be lost (and this doesn’t happen 
very often) he can philosophically dis- 
miss it from his mind and start working 
toward the next deal. 

In the Continental Assurance organi- 
zation known as GAMA (the general 
agents and managers association) he is 
a past president and popular figure. In 
association work he served in 1956 as a 
director of the Life Managers Associa- 
tion and a term as treasurer of the Mid- 
Town Managers Association. Much of 
his leisure time is devoted to charitable 
organizations such as the Young Men’s 
Philanthropic League of New York (400 
members) in which he is a member of 
the board of directors. He is also life 
insurance co-chairman of the United 
Jewish Appeal. 

Having played in an orchestra early 
in his career, Dave Carr still keeps up 


with his music and also enjoys the 
theater, good books and collects paint- 
ings. He also excels at _ friendship 
making. 


Optimistic that 1958 will be his agen- 
cy’s biggest year, he reports that the 
January paid-for was $2,500,000, a good 
beginning. 





Penna. Would Tax Proceeds 


Harrisburg—A proposal has been made 
that Pennsylvania tax the proceeds of 
life insurance policies as a source of 
new revenue. Direct heirs would pay 
2%, collateral heirs 15%. 


New York Life Sales 
In 757 At New High 


AT TOTAL OF _ $3,246,374,015 





Chairman Josephs and President Myers 
Report Assets at New High of More 
Than $6,424,807,259 





New York Life’s sales of individual life 
insurance last year reached an all-time 
high of $2.5 billion and combined sales 
of individual and Group life insurance 
also were the highest in the company’s 
history, totaling $3,246,374,015, an in- 
crease of 30%, it was reported Tuesday 
by Devereux C. Josephs, chairman, and 
Clarence J. Myers, president. 

Assets of the company reached a new 
year-end high of $6,424,807,259, an in- 
crease of $185,363,977 over December 31, 
1956. Of this total, $3.8 billion was in- 
vested in bonds and stocks, $1.9 billion in 
mortgage loans and $700 million in other 
assets. Net yield on mean assets in 
1957, after investment expenses but be- 
fore Federal income taxes, was 3.64%, 
compared with 3.55% in 1956. 


Policy Size Increases 


Records were established in 1957 for 
life insurance in force, which rose to 
$19,134,281,124, and in the setting aside 
of more than $106,000,000 for regular 
dividends to policy owners in 1958, ac- 
cording to the report. 

A new record was also achieved in the 
average size individual life insurance 
policy sold by the company in 1957, 
which was $8,121. This compared with 
an average size policy of $7,022 in 1956 
and a 1953 figure of $4,740. 

Total premium income from accident 
and sickness insurance in 1957 amounted 
to $51,460,730, compared with $39,600,- 
206 in 1956. 

New investments bv New York Life in 
1957 amounted to $439 195,095 New mort- 
gage loans amounted to $207.024,796 in 
1957. Other new long term investments 
were $179,826,187 in bonds, $37,353,595 
in real estate, and $14,890,517 in pre- 
ferred and common stocks. 


Sees Outlook Promising 


Discussing the outlook the 
said: 

“As we look beyond the immediate 
present to the years ahead it is apparent 
that our economy is dynamic and ex- 
panding, and that there will be enhanced 
opportunities for life insurance to be of 
service. Because of. the high birth rate 
in recent years an’increasing number of 
young people will be reaching maturity 
and establishing new families of their 
own. Also, with more people living 
longer, the number of older people in 
our population will continue to increase. 
Both of these trends point to a larger 
need for life insurance, for family pro- 
tection and retirement income. 

“More than that, a larger population 
will need more services and production 
facilities. To provide them will require 
capital, and an important source of such 
funds are the investments that can be 
made by the life insurance companies. 

“The New York Life naturally keeps 
its eye éver on the future. For example, 
the company has a research division in 
the actuarial department which makes 
continuing studies of mortality and other 
claim experience, policies and their pro- 
visions, the personal insurance require- 
ments of the public, and other trends 
affecting the kind, type and cost of the 
insurance protection we offer the public.” 

The report closed with a mention that 
in 1958 New York Life marks the cen- 
tennial of its operations in Canada. In- 
dividual insurance sales in 1957 in Can- 
ada amounted to $59,723,697 an increase 
of 44% while Group sales were $14,415,- 
286. Insurance in force is $243,153,597. 


report 





PRUDENTIAL NAMES WINER 

Harry J. Winer, CLU, has been ap- 
pointed manager of The Prudential’s 
Hartford district office. Mr. Winer 
joined Prudential as an agent in 1937 at 
New Haven. He has been a staff man- 
ager in Poughkeepsie, N. Y., for the 
past three years. 
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INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Ave., New York 16, N. Y 


GENERAL AGENCY FRANCHISES AVAILABLE 


Write: 


“Here’s a 


prospects.” 


MURRAY APRIL 


Director of Agencies 


/ Company that’s 

constantly bringing 
out new policies and 
_ plans that help the 
field force seil difficult 


A prominent New Jersey 
life insurance authority, 
Mr. Vidaver also says: 

“The people in every 

department of Eastern’s 
Home Office are so 
friendly and so help- 

ful that you feel 
they’re part of your 
own organiza-, 
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Sales Ideas Galore at 
. Freed’s Mid-Winter Meet 


FRANKLIN LIFE GATHERING 





Speakers Includ2 Vice President F. J. 
O’Brien and Two MDRT Members— 
J. L. Marion and Ralph E. O’Brien 


By Wattace L. Capp 


The severe snow storm of Saturday, 
February 15, did not dampen either the 
the attendance at the 
educational meeting 


enthusiasm or 
annual mid-winter 
for Franklin Life agents conducted un- 
der the Claude L. Freed, 
eastern regional sales director. The 
afternoon meeting was held in the War- 
wich Hotel, Philadelphia, followed by a 
banquet in nearby Franklin Museum. 
Representing the home office was Fran- 
cis J]. O’Brien, vice president and direc- 
tor of sales promotion, who not only 
spoke in both the afternoon and evening 
but disp‘ayed his fine singing talents at 
the banquet. 

Mr. Freed selected two million dollar 
producers of the Franklin as his guest 
speakers for the occasion— Joseph L. 
Marion, manager in Marietta, Ga., and 
Ralph E. O’Brien, agent in Indianapolis. 
30th gave outstanding talks on their 
methods of selling life insurance. At the 
same time attention was centered on two 
MDRT members of the Freed organiza- 
tion—Charles Getz of Lancaster, Pa., 
now a life member of MDRT, and Jo- 
seph Wasserman, Jersey City, who has 
topped the million mark in sales for 1956 
and 1957. They received justified con- 
gratulations. 

Franklin’s eastern division which Mr. 
Freed directs (the territory includes 
eastern Pennsylvania, New Jersey and 
Delaware) paid for $26,196,110 last year 
and ranked second among all divisions 
of the company. Its January paid-for 
was nearly $3,000,000. 


O’Brien Points to 1957 as Record Year 


William D. Clement, Jr., general agent 
in Collingswood, N. J., presided at the 
afternoon meeting, happy to point to 
1957 as “another record year for us and 
for the company.” He called on Vice 
President O’Brien to give some of the 
outstanding records made by Franklin 
Life last year. Mr. O’Brien responded 
by pointing to over $700,000,000 in new 
Ordinary business and total insurance in 
force at the year-end of $2,801,439,878. 


direction of 


“The expectation,” he said in quoting 
from President Chas. E. Becker’s an- 


nual report, “is that we will attain our 
third billion of insurance shortly after 
mid-year ... less than three years after 
attainment of our second billion.” 

Mr. O’Brien also noted that Franklin’s 
assets reached a new high of $419,610,- 
911, a gain of $42,836,056, and that is 
outstanding insurance was increased by 
$412,860,464 or 17%. The speaker then 
said that “our new family protector 
plan, put on the market early last year, 
has met with wide public acceptance.” 
He sees a tremendous market for this 
policy, and added that “it is one sure 
way of salvaging a sale that has perhaps 
been lost.” 

Mr. O’Brien congratulated the Freed 
organization for achieving second place 
in family protector sales last year. 


Motivation Ideas Galore From Marion 


“Motivation” was the theme of Joseph 
Marion’s talk. He frankly said that some 
of his biggest sales have been the result 
of using effectively ideas obtained from 
other successful agents and managers, 
among them being Claude Freed, Fran- 
cis O’Brien, F. J. Budinger, CLU, re- 
gional sales director of the Franklin 
in Chicago; Max Siegler, million dollar 


writer in Outremont, Quebec; Keith 
Smith and James Tisdale. 
Mr. Marion said that Mr. Budinger 


convinced him in 1950 that a prospect 
could be motivated by telling him simple 
stories with a heart appeal. This has 
worked so well for Mr. Marion that his 
income with the Franklin quintupled 
aiter hearing Mr. Budinger talk at a 








CLAUDE L. FREED 


sales meeting. In his first try at moti- 
vation he closed a $20,000 sale with 
high school principal who had no life 


insurance. This is the story of that 
case: 

“Getting down to the close af this 
case, I wasn’t making much headway 


until the prospect’s little girl came into 
theroom. Sitting her on my lap, I told 
the man and wife why another friend 
of mine had bought insurance. He had 
returned home from a trip to find his 
wife sitting on the back porch with their 
child in her arms. As she _ greeted 
her husband she said the baby was sick 
but she didn’t know whether she could 
afford to spend $5 for a doctor. The 
man told me as he signed for the plan 
that he didn’t want his wife ever to sit 
despondently on the porch wondering 


FRANCIS J. O’BRIEN 


whether or not she had money enough 
to send for the doctor.” 

Mr. Marion said this simple story 
brought tears into the eyes of the school 
principal. All he said was “Joe, how 
soon can I take the physical so as to put 
this plan in force?” The sale was closed, 
a combination of PPIP and family in- 
come. Three years later he had a stroke 
and is uninsurable today. However, as 
the speaker pointed out, family income 
can be converted into a permanent plan. 

From Max Siegler an “airplane 
ticket” story was obtained. “As you 
reach the close of your sale,” said Mr. 
Marion, “simply take an airplane, train 
or bus ticket out of your pocket. Then 
ask your prospect if he has ever read 
the fine print on the back of the ticket. 
It clearly states that the plane, train or 
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Agency service throughout North America 
with branch offices in 100 key centers from 
coast to coast. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE OF CANADA 


Head Office — Montreal 








bus line, whichever it may be, can put 
a passenger off at any terminal or refuse 
to carry him further. 

“Isn’t that the same contract we all 
have with our Lord? He can pick up 
the unused portion of our ticket at any 
time. Today is that only day you are 
assured—tomorrow may never come, 
So let’s see if you can qualify now.” 

Not a Mistake to Sav2 Money! 

The “motivation closer” obtained from 
Franklin’s Vice President O’Brien cen- 
ers around the question: “Do you think 
it is a mistake to save money?” Mr, 
Marion used it when having lunch with 
a prospect who was difficult to close, 
“After outlining our plan I took an ap- 
plication out of my brief case, slid it 
over to him, and simply asked, ‘is it a 
mistake to save money?’ He said ‘no’ 


and I said: ‘Sign here, and we'll step 
cross the street to the doctor’s of- 
fice,’ ”’ 

The speaker then remarked that one 


of his favorite closers involves dividend 
check. He delivers the majority of these 
checks personally and he tells the policy 
owner: “This is your share of the profit 
of our company. It entitles you to a re- 
view of your plan.” 

Using this approach, Mr. Marion 
closed the largest sale he has made to 
date. Here’s the story: “I delivered a 
$6.60 dividend check to an old customer 
who had a $1,500 policy with a mortgage 
rider. I gave him the review to which 
he was entitled, then asked about his 
company and his friends. When I said 
I would like to meet his boss he gladly 
introduced me. Just to make a_ long 
story short, the boss was interested in 
purchasing a personal savings and _ in- 
vestment program. Then he decided to 
insure three important key men in his 
organization. He ended up by buying 
the savings-investment plan for all his 
employes to the tune of 10% of their 
annual salaries. The first year’s annual 
premium was approximately $40,000.” 

Helpful Attitude Pays Dividends 


Mr. Marion in closing said he likes to 


return to his old customers and _ offer 
help. He will ask them if they have 
made their wills. Then he will say: 


“Can I help you plan your insurance bet- 
ter for your family” or “help you with 
your inheritance tax?” Recently he was 
called in by a wealthy elderly man who 
wanted his policies reviewed. He had 
met with an accident two vears previous 
but did not make use of his hospital or 
i time accident insurance. “Even 
though his company had a 90-day clause 
in the policy,” said Mr. Marion, “TI de- 
cided to take the matter up with them 
in an effort to collect for this man on a 
two-year-old claim. In getting him to fill 
out the necessary forms I had to see him 
several times. On one such visit I met 
his son, about 40 years of age. He ex- 
pressed appreciation for what I was do- 
ing for his father, and said: ‘Could I 
talk to you about a $75,000 policy which 
I would like to have so,as to pay off 
my debts in case of death?’” 

It took Mr. Marion just about five 
minutes to close that sale, inc!uding 
completion of the medical examination! 


Ralph O’Brien Basketball Star 


loss of 








Ralph O’Brien, consistently a MDRT f 
qualifier since he entered the business f 
four years ago, was introduced by Mr.f 
Clement as an All American basketball f 


player in 1950 who played three and a 
half years with the Indianapolis “Olym- 
pians” in the National Basketball As- 
sociation. Over the years he made 2 
great many friends, both among players 
and officials, and many of them _ have 
bought life iusurance from him. Al- 
though Mr. O’Brien, whose nickname 1S 
“Buckshot”, does not now play in any 
league he attends games regularly and 
plays occasionally. “It’s in the blood,” 
he said. 

Taking the theme, “How to Make 
Money,” he said that even though money 
doesn’t grow on trees he has had his 
own “money tree” since joining the 
Franklin over four years ago. One 0! 
the most important “limbs” on this tree 
is “prospects” and in speaking of them 
Mr. O’Brien said: “If he can breathe 
then he’s a seeable prospect. I set 4 

(Continued on Page 17) 
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Dividend Declared by 
Bankers National Life 


The board of directors of Bankers 
National Life, Montclair, N. J., declared 
4 dividend of ten cents per share on the 
capital stock of the company, payable 
March 14 to stockholders of record at 
the close of business on March 7. 





Freed Agency 


(Continued from Page 16) 


goal to see 10 to 12 people a day with 
at least three of whom I inter- 
views. Last year I sold about 300 cases. 
This calls for a lot of pavement pound- 


have 


ing, evening and week-end calling. 1 
love it? 

Like Mr. Marion the speaker said he 
puts the “dividend approach” to con- 
stant use. “I tell people that if the divi- 
dend is left with the company it will 
enable them to increase their insur- 
ance.” 

He also uses the “age change file” 
which he highly recommends as an ef- 
fective aid in making sales. 

Mr. O’Brien further said he strives to 
maintain a good mental attitude, to use 
the positive approach at all times. He 
reconunended full use of initiative, im- 
agination and enthusiasm plus a “burn- 
ing desire” to sell. “We're in this busi- 
we like it and want to 
make money,” he emphasized. “At the 
same time we are rendering a service to 
people, providing peace of mind _ for 
them and their families. Actually there 
is no secret formula in making a suc- 
cess. It’s just work and intelligent p!an- 
ning, plus that burning desire to sell life 
insurance to a lot of people.” 


F. J. O’Brien Stars at Banquet 


] 
DECAUSC 


The Franklin Life people enjoyed the 
novelty of dining that evening under the 
large statue of Benjemin Franklin which 
dominates the main lobby of the Frank- 
lin Museum in Philadelphia. Claude 
Freed as toastmaster introduced William 
Jackson, executive vice president of the 
Franklin Institute; Joseph Silver, re- 
gional director of the Franklin from 
Washington, D. C., and other guests. 
Then it came Vice President O’Brien’s 
turn to give his heart-to-heart talk to 
the wives of the assembled agents. He 
did a splendid job. The ladies loved it 
when he said: 

“The wife must be a super-diplomat. 
She must be receptive when her agent 
husband talks about the day’s work; she 
must be optimistic when he is pessi- 
mistic, and at all times she must be a 
helpmate.” He went on: 

“You may think your husband is a 
Prima donna. He really isn’t. He’s just 
Sensitive. Keep in mind that the average 
suaried man has a 9 to 5 job. It isn’t 
that way in life insurance! Actually 
your husband lives in a negative atmos- 
phere. Out of ten people he calls upon 
nine \ill say ‘no’, It takes a lot of 
starch to stand up to that. Then when 
he does get the name on the dotted line 
he worries because the case may not be 
acceptable. If it is turned down all his 
work is for naught.” 

Summing up Mr. O’Brien offered 11 
Suggestions as follows: “(1) Don’t be 
dlraid to praise your husband when it is 
Justified. (2) Don’t tell him what a great 
guy Joe Blow is. (3) Don’t criticize him 
100 easily. Hold it down to a minimum. 
(4) Don't be reluctant to display affection, 
barticularly if he is in low spirits. (5) 
Jon’t insist that he work at night. But 
when he does, never be suspicious as to 
where he is. (6) Don’t begrudge him 
an occasional evening out. (7) Don’t 
‘titicize the home office; that’s his privi- 
ege. (8) When he comes home to din- 
ner serve him his favorite dishes. (9) 
Get him to take pride in his nersonal 
appearance. (10) Don’t spend his earn- 
ngs until he has made them. Finally, 
‘cep cheerful and you will keep him that 
Way. Remember, that your confidence 
and trust in him will make your husband 
‘much better salesman.” 


Gehringer and Dick Figure 
In Prudential Changes 


Appointment of Edward L. Gehringer 
to manager of its Worcester, Mass., 
agency has been announced by The 
Prudential Insurance Co. He succeeds 
Frederick E. Dick, who ‘has been ap- 
pointed district Group manager and will 
head Group insurance operations in the 
Rhode Island area. Mr. Dick will oper- 
ate from an office in Providence under 
the direction of Prudential’s Boston 
Group insurance office. 


Northern Life Gains 


Addressing the 52nd annual meeting 
of stockholders and trustees of the 
Northern Life, Seattle, President D. M. 
Morgan stated that 1957 had been a 
year of continued growth. Mr. Morgan 
further commented upon the favorable 
mortality rate of 1957 as an indication 
of the good health being enjoyed by 
the nation’s policyholders. ' 

The condensed annual statement, dis 
tributed at the meeting, showed the 
Northern Life’s income had increased 
to $16,400,000. Its assets had grown to 
$89,900,000, and its insurance in force 
had climbed to $342,936,000.. Capital and 
surplus funds had grown to $12,519,000. 








of group coverages. 


Administration Dept. 
All replies strictly confidential. 


93 Nassau Street 





GROUP SALES MANAGER 


A well-established eastern company writing all lines of group insur- 
ance as well as ordinary life and A&H insurance needs a capable 
home office group sales manager. 


To qualify you must have proven sales and sales management ability 
as well as a thorough knowledge of the technical aspects of all lines 


Responsibilities — supervise present field sales force, plan and 


execute expansion program, sales service, and liaison with Group 


Reply to Box 2592 
THE EASTERN UNDERWRITER 


New York 38. 








BROOKLYN AGENCY MOVES 


The Brooklyn Agency of State Mutual 
Life Assurance Company of America 
has moved to new quarters at 189 Mon- 
tague Street. The move to larger quar- 
ters was necessitated by the increased 
volume of sales by this agency, it was 
announced by Albert A. Hans, manager. 
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Announcing — 


in Force in Less Than 5 Years 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 
An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 












































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance} Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 | 
: ae 228,300 | 156,400 69,387 202,200 133,200 73,110 
15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 























ALL GUARANTEES 

(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 








anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fla. 






JAMES G. RANNI, PRESIDENT 


Made Erie General Agent 





ROBERT E. SHREVE 


Security Mutual Life of Binghamton, 
N. Y. has appointed Robert E. Shreve 
as general agent for Erie, Penn. The 
agency, known as Shreve Associates, is 
located at 109 East 9th Street, Erie. 

Mr. Shreve is a native of Erie and 
received his formal education there. He 
has completed various insurance indus- 
try study courses, and courses in com- 
panies with whom he has been pre- 
viously associated. He is active in com- 
munity affairs and is a member of the 
Loyal Order of Moose and of Erie’s 
Calabrese Club. 





Los Angeles’ Fast Pace 
Los Angeles—Los Angeles agencies of 
life insurance companies have been in 
the forefront with their companies for 


the year 1957, as has been shown by 
these interesting facts: “Bob” Woods 
general agency of Massachusetts Mu- 
tual, not satisfied with a record year, 
started 1958 with a production of $6,- 
103,148, excluding Group and annuities, 
in January; then John Edmundson, 
Union Central, jumped from fifth place 
and Henry Belden CLU, hopped into 
ninth place; Bob Ogden won the Pres- 
ident’s trophy in Division II of Lincoln 
National; Maurice Levine of General 
American Life won the Paid Premium 
Plaque for first year premiums; Jim 
Stoessel’s National Life of Vermont 
agencies ranked fourth; Ray Havert’s 
John Hancock agency stood No. 1 in 
Ordinary increase of all agencies; Hank 
Fuerstel and John Berglas, Lincoln Na- 
tional’s general agency, won the Pres- 
ident’s trophy for 1957 in paid production 
from new men and finished second in 
paid-for production for the entire 
country. 
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Confederation Life 
Reports Large Gain 


EARNED INTEREST RATE 4.66% 





President Macdonald, Commenting on 
New Policies, Sees Need to Return 
To Fundamentals 





Toronto—Excellent progress in growth 
and strength was reported for Confer- 
eration Life by President J. K. Mac- 
donald, at the 86th annual meeting Tues- 
day. Life insurance in force increased 
by $188,594,478 to a total of $1,953,938,014. 
Individual and Group annuity contracts 
were equivalent to an additional $285,- 
739,824. 

Commenting on the year’s decline in 
housing construction in Canada, Mr. 
Macdonald said insurance companies had 
continued to lend for housing, as well as 
to municipalities, industry and_ public 
utilities. He noted that “the mortgage 
investments of life insurance companies 
last year represented the largest single 
category of investment. Over 50% of 
the companies’ new funds went into 
mortgage loans.” 

During 1957 Confederation Life policy 
payments totalled $36,266,797. Living pol- 
icyowners received 73% or $26,496,054 
and beneficiaries $9,770,743. Matured en- 
dowments totalled $4,156,951 and annuity 
benefits $2,286,472, with disability benefits 
$6,638,088. Dividends to participating pol- 
icyowners totalled $3,648,708. 

Sales of $261,466,572 represented an 
increase of $27,744,761, with individual 
policies rising by $15,263,128 and Group 
policies by $12,481,633. Annual premiums 
for Group sickness and accident contracts 
increased by $1,516,621 to $7,899,407. In 
all, the company now serves more than 
1,250,000 individuals in many countries. 

The overall interest rate on invested 
assets was 4.66% before investment ex- 


penses and that on new investments 
5.64%. New mortgage loans of some 


$13,000,000 resulted in an increase of 
nearly $5,500,000 after repayments of 
$7,500,000. It was noted that “the amount 
of interest and principal payments in de- 
fault is the lowest in our history, being 
practically infinitesimal.” Bond and stock 
transactions totalled more than $100,- 
000,000, with a capital gain of $1,800,000. 
Of this, $1,200,000 was used to write down 
book values. 

Commenting on a trend toward “new 
types of contracts with a variety of 
clauses providing for an unusual number 
of eventualities,” Mr. Macdonald con- 
cluded: “We believe it is time to remind 
ourselves of the basic purpose of life in- 
surance, namely to provide protection for 
the home and family, to enable them to 
carry on, come-what-may, and to take 
care of the breadwinner in his later 
years. Despite the many and subtle de- 
mands upon the pay cheque of today, 
the provision of life insurance protection 
should still be almost the first.” 





Gulf Life Increases 


During 1957, insurance in force in- 
creased $87,103,280 to reach a total of 
$1,093,310,454, stockholders of Gulf Life, 
Jacksonville, Florida, were told at the 
recent 47th annual meeting. President 
M. S. Niehaus reported that assets in- 
creased $13,595,048 to total $160,012,076 
at the end of the year. The company 
earned on investments 4.02%, the ‘highest 
rate in several years, up from 3.95% in 
1956. 

All members of the board of directors 
were re-elected by the stockholders and 
the board renamed all officers. Mr. 
Niehaus was chosen new chairman of the 
executive and finance committees. 





BLUMENFELD A GRANDFATHER 

Julius Blumenfeld, associated with Life 
Associates in downtown New York, re- 
cently became a grandfather for the 
second time. The new-born is Neil Law- 
rence Goldberg, whose father is Dr. Paul 
Goldberg, son-in-law of Mr. Blumenfeld, 
who is research chemist for Sylvania 
Electric Co. This is the second child 
for the Goldbergs. 


LIAMA Com. Chairmen Appointed 


Committee chairmen of Life Insurance 
Agency Management Association for 
1958 have been appointed by Frank B. 
Maher, president of LIAMA, and vice 


president of John Hancock. They are: 

Annual meeting—Eber M. Spence, vice presi- 
dent and director of agencies, American United. 

Associate member companies—K. G. McNab, 
vice president and chief agency officer, Manu- 
facturers; vice chairman, Fritz G. Lindley, vice 
president, Latin American department. 

Audit—William B. Stannard, vice president in 
charge of agencies, Occidental of California. 

Canadian companies—Marcel A, Gay, director 
of agencies, Alliance Mutual Life. 

Compensation—Willard H. Griffin, superin- 
tendent of agencies, Northwestern Mutual; vice 
chairman, Herbert C. Skiff, vice president, 
Phoenix Mutual. 

Education and training—Karl Kreder, second 
v.ce president, Metropolitan; vice chairman, 
Clifford L. Morse, agency vice president, Phoenix 
Mutual. 





Subcommittee chairmen: 


Management training (Ordinary companies) 
—C, Metzger, vice president, Equitable 
Society. 

Combination company training—Paul J. Wil- 
liamson, assistant vice president, Life of Vir- 
ginia., 

Accident and sickness training—Glenn O. 


Mulvey, director of accident and _ sickness 
sales, Mutual Of New York. 
Agent training—Hollis L. Manly, Jr., di- 


rector of training, Amicable. 
Advanced sales—Albert H. Curtis, II, di- 
rector of field training, New England Life. 
Training aids—Howard H. Conley, assistant 
vice president, New York Life. 


Membership—Charles_ H. Schaaff, executive 
vice president for insurance, Massachusetts 
Mutual. 


Nominating—Grant L. Hill, vice president and 
director of agencies, Northwestern Mutual. 

Personal and property insurance—Dean W. 
Jeffers, vice president—sales, Nationwide. 

Public relations—A. W. Tompkins, executive 
vice president—agency, State Farm. 

Quality business—C. C, Johnson, agency super- 
visor, public relations, London Life. 

Relations with universities—Robert P. Stieglitz, 
assistant vice president, New York Life. 

Research advisory—R. Radcliffe Massey, vice 
president, John Hancock; vice chairman, Ford 
Munnerlyn, vice president and agency director, 
American General. 


Subcommittee chairmen: 

Technical—H. P. Dickerson, 
marketing research, Nationwide. 

Distribution cost—Charles F. B. Richardson, 
associate actuary, Mutual Of New York; vice 
chairman, Wallis Boileau, Jr., second vice 
president, Penn Mutual. 

Market—George T. Conklin, Jr., financial 
vice president, Guardian of America. 

Selection—Jose L. Hirsh, vice president, 
Sun of America. 

Training and morale—H. Fred Monley, di- 
rector of field training, Prudential. 
Four of LIAMA committees 


director of 


elect 


chairmen at their spring conferences. 
Serving until the 1958 spring meeting 
are these chairmen: 

Accident _and sickness—W. G. Alpaugh, Jr., 
president, Inter-Ocean. 

_Agency management conference—Norman T. 
— executive vice president, Central Stand- 
ard, 

_Agency officers round table—Sayre MacLeod, 
vice president, Prudential. 

_Combination companies—Glen J. Spahn, second 
vice president, Metropolitan. 


Joint committees with other associa- 
tions include: 

_ Advisory Council on Life Underwriter educa- 
tion and training—Elmer L, Nicholson, superin- 
tendent of agencies, Connecticut General; vice 
chairman, Paul Norton, vice president, New 
York Life. 

Agency Management Training Advisory—C. B. 
Metzger, vice president, Equitable Society. 

Bank premium payment plans—Robert J. Tay- 
lor, vice president, United Benefit. 

_ Life Underwriter Training Council—Richard 
N. Lewis, vice president and agency director, 
Great National. 


Committees of the board of directors 
have the following chairmen: 
' Finance—William B. Stannard, vice president 
in charge of agencies, Occidental of California. 
Ways and means—Glen J. Spahn, second vice 
president, Metropolitan. 


Western & Southern Life 
Makes Home Office Changes 


Eugene W. Bates, vice president, 
Western & Southern Life, Cincinnati, 
has been appointed director of actuarial 
operations and over-all charge of the 
company’s Ordinary and weekly pre- 
mium actuarial divisions. William C. 
Safford, president, also announced that 
Clifford H. Folz, a vice president, was 
made director of regional operations and 
given over-all charge of the southeastern 
division. This includes operations in 
Asheville, N. C., the mid-continent divi- 
sion in St. Louis, southwestern division 
in Galveston and the western division, 
Beverly Hills. 

Harry I. Bloom was named comptrol- 
ler of the company to head up general 
accounting, cost accounting and other 
accounting responsibilities. 

William R. Burns, an associate ac- 
tuary, was named director of the weekly 
premium actuarial division. 





DEPARTMENT OF DEFENSE CITATION for “outstanding cooperation with 
the Armed Forces Reserve” was conferred upon Metropolitan Life by Rear Admiral 
Chester C. Wood, Commandant of the Third Naval District, and accepted in behalf 
of the company by Frederic W. Ecker, president. Pictured (left to right) are Cecil 
J. North, Metropolitan executive vice president; Lieutenant Commander Elsie U. 
White, USNR, of Metropolitan’s advertising department; Major General Raymond 
E. Bell, Commanding General of the Second United States Army Corps Reserve; 
Mr. Ecker; and Admiral Wood. 


Richard E. Pille Addresses 
New York CLU Chapter 


An important management problem, of 
concern to both home office and field, 
has arisen in the life insurance business, 
directly the result of the past 25 “boom” 
years, Richard E. Pille, president of Se- 
curity Mutual Life of Binghamton, said 
in addressing the monthly meeting this 
week of the New York CLU Chapter 
at the New York University Club. 

“Boom growth and the resulting in- 
crease in size has hurt persons-to-person 
communications,” Mr. Pille said. “Among 
the consequences are: more printed 
words, more ‘canned’ words, more one- 
way communication, less local on-the-job 
training and direction, less need selling, 
less programming, less of the service 
concept.” 

This is of particular concern today, 
according to the president of Security 
Mutual, because of the levelling off in 
the economy. This highlights the situa- 
tion and at the same time opens the way 
to correcting some of the conditions 
that may have turned in the wrong 
direction, he said. 

Among the suggestions made by Mr. 
Pille for meeting the situation were: 
closer company-agency relations, more 
agency visits, greater effort to keep 
responsibilities at the local level, greater 
self-reliance on the part of agent and 
general agent, more need selling, more 
programming, less “gimmick” and _ price 
selling, more emphasis on permanent 
insurance, greater “client attitude,” ex- 
panded policyholder service. 





GAMC Management Program 


The management program to be pre- 
sented by the General Agents & Man- 
agers Conference at the NALU mid-year 
meeting in Birmingham, March 235, will 
be devoted entirely to “ideas” according 
to Coy G. Eklund, CLU, manager, Equi- 
table Society, Detroit, and chairman of 
GAMC’s program committee. 

“We'll have top quality management 
speakers talking on ideas on recruiting 
men, building men, and keeping men; 





ideas that motivate men; ideas on how 
to run a successful agency with today’s 
management problems; and ideas on 
what the future holds for field manage- 
ment and how to cope with the future 
trends,” Mr. Eklund pointed out. 

The five speakers appearing on our 
program offer a combined life insurance 
experience of 126 years in the field. 
Speakers appearing on the GAMC pro- 
gram are: 

Stanford Y. Smith, CLU, director of 
manpower development and _ sales pro- 
motion for Liberty National, Birming-§ 
ham, will set the stage for the entire 
GAMC management program in_ hisf 
lead-off speech, “Ideas to Share.” Heff 
will discuss the value of sharing ideas} 
within the agency, within the company.— 
within your association, and with our 




















public. : 
Lester S. Becker, general agent, Lin- 
coln National, St. Louis, whose talk, 





“A ‘Score’ of Ideas,” will cover the re- 
sults of all phases of agency operation 
over 20 years. He will give facts, figures, 
profits and losses, and the conclusions 
that can be drawn from them in the 
light of present-day agency management 
problems. 

E. P. Horne, Great Southern manager 
in Houston, will give specific ideas om 
how he motivates his agency force when 
he speaks on “Ideas That Motivate.’ 

“The Big Idea” will be discussed by 
Edwin R. Jeter, CLU, field vice presi 
dent, Southern department, Equitable 
Society, Rock Hill, S. C., at the tradi- 
tional GAMC luncheon. Mr. Jeter. wil 
discuss ideas on recruiting, building 
career men, and keeping good men. 

C. Carney Smith, CLU, general agent 
Mutual Benefit, Washington, D. ©. will 
take a look at the problems management 
will be faced with in the future and will 
present ideas on how to meet the chal- 
lenge when he talks on “Ideas for the 
Future.” 
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Conn. Mutual Announces 
1957 Production Gains 


REPORT OF C. J. ZIMMERMAN 





New Life Insurance Over $460 Million; 
Insurance in Force More Than 
$3,679,789,000 





Another year of new records is out- 
ined in the 112th annual report of Con- 
necticut Mutual Life, issued by Charles 
[F Zimmerman, president. Addressed to 
the company’s 485,000 policyholders, the 
1957 report cites new highs in almost 
every phase of operation, including 
henefit payments, new business and in- 
surance in force. 

During the past year Connecticut Mu- 
tual wrote more than $460 million in 
new life insurance, up $30 million over 
the previous high set in 1956. Current 
policyholders adding to their life insur- 
ance Ownership accounted for 40% of 
this new business. 


Record in Force Increase 


A record increase of $282 million 
boosted total life insurance in force to 
$3,679,789,000. These figures do not in- 
clude additional protection issued under 
nearly 500,000 supplementary agreements 
such as family income. 

Total income for the year was $213 
million, of which 57% was premium in- 
come. Earnings from investments ac- 
counted for $56 million, or 26% of the 
total, while the balance came from policy 
proceeds, dividends and other funds left 
with the company. 

For every income dollar, the report 
shows 52.6¢ used for benefit payments, 
32.1¢ added to reserves to provide future 
benefits and 15.3¢ used to pay taxes and 
operating expenses. The report  illus- 
trates the importance of investment 
earnings by showing that for each dollar 
received from policyholders, just short of 
$1.15 was either credited to them or 
added to funds for their benefit. 


Benefit Payments 


During 1957, $57 million went in bene- 
fits to living policyholders, including $26 
million in policy dividends. Death bene- 
fits amounted to $21 million, while $34 
million went to policyholders. and bene- 
ficiaries from funds previously left with 
the company. 


“All the benefits of life insurance 
cannot be measured in dollars and 
cents,’ Mr. Zimmerman commented. 


“One of the greatest benefits is a policy- 
holder’s feeling of security, springing 
from the knowledge that his family is 
protected, his savings are growing, his 
credit is being strengthened, his invest- 
ment is safe, and that he is paying for 
property which can maintain his home, 
himself and his wife when he reaches 
retirement age.” 

Nearly $173 million in new investments 
were made in 1957, at an average gross 
rate of return of 5.04%. The net rate 
on the company’s entire invested assets 
after taxes rose during the year from 





NALU BUILDING SITE 





Agreement Signed for Exchange of 
Properties With the Government In 
Washington, D. C. 

Charles E. Cleeton, general agent Oc- 
cidental Life of California, Los Angeles, 
chairman of the building committee of 
the National Association of Life Under- 
writers, announces that an agreement 
has been signed for exchange of proper- 
ties with the government, thus paving 
the way for start of construction of 
NALU’s $1,000,000 headquarters building 
in Washington, D. C. 

“This is the culmination of several 
years of negotiations with the govern- 
ment and will result in NALU acquiring 
not only a much larger site for construc- 
tion but a more beautiful one as well,” 
Mr. Cleeton said. 

“The new site is in the center of the 
northerly half of Square 62 and faces 
C Street between 22nd and 23rd stfeets 
directly across the street from the pro- 


posed new State Department building 
which will be one of the largest and 
most beautiful buildings in Washington. 
The entire site, under agreements be- 
tween NALU and the government, will 
be landscaped to provide a‘ magnificent 
setting for NALU’s building. 

“A contract will be let soon for im- 
mediate demolition of existing structures 
on the property acquired and actual 
construction will follow as rapidly as 
possible.” 

Mr. Cleeton issued the announcement 
through NALU headquarters in Wash- 
ington. 





3.59% to 3.76%. 

Mortality was reported continuing “at 
a favorable level” in 1957. There were 
2,881 death claims, with cancer and dis- 
eases of the heart and arteries again re- 
ported the leading causes of death. 


Expenses and Taxes 


Expenses in both home and field offi- 
ces in 1957 totaled $26 million, with the 
increase laid primarily to the inflation- 
ary trend. 

Regarding the $6%4 million in taxes 
incurred by the company during the 
vear, Mr. Zimmerman commented, 
“There is an impression in some quar- 
ters that life insurance is not heavily 
taxed, whereas as a matter of. fact, 
funds going into life insurance are taxed 
more heavily than any other form of 
thrift and savings.” 

Legislators, he declared, “Should take 
into consideration that, in effect, a tax 
on life insurance is a tax on many mil- 


lions of individual policy yholders, most 
of whom have low incomes.’ 
Of the $173 million in new invest- 


ments, $93 million went into bonds, $60 
million into mortgages, $3% million into 
stocks, $1 million into real estate and 
$15 mi'lion into policy loans. 
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7 A Symbol 


Our roots go deep 
into the life of 
New England 


INCORPORATED 1891 


BOSTON MUTUAL LIFE INSURANCE COMPANY 
BOSTON 16, MASSACHUSETTS 


of Security 





Berkshire Life Had 
3.84% Gross Interest 


NEW INSURANCE = $61,000,000 





President W. Rankin Furey Presents 
Annual Report; Assets More Than 
$182,148,000; Record Payments 





Among increases in 1957 business of 
Berkshire Life reported at the annual 
meeting was record sales of $61,162,557 
new insurance, an increase of almost 11% 

President W. Rankin Furey, CLU, in- 
troduced the company’s 106th annual re- 
port, unique in that it resembles, in 
shape, size and appearance, a_ check 
book. Feeling that annual reports can 
be attractive and interesting when re- 
lated to a product or service, Berkshire 
chose the check book theme because it 
depicts the delivery of money which is 
the guarantee of the life insurance con- 
tract. ; 

In covering the highlights of the re- 
port, Mr. Furey said that during 1957 
3erkshire had paid out $4,274,674 in 
death benefits, $5,389,063 in benefits to 
living policyowners, and $1,992,428 in 
dividends to policyowners. Presenting 
other 1957 highlights, Hamilton M. Red- 
man, vice president and treasurer, re- 
minded policyowners and directors that 
during 1957 the company had created a 
record high dividend and interest for- 
mula for 1958 that will result in a payout 
of more than $450,000 over the previous 
year. Company assets were reported by 
Mr. Redman at an all-time high of 
$182,148,988 and surplus funds have in- 
creased to $10,069,675. Through invest- 
ments, Mr. Redman said, the earned 
interest rate rose from 3.75% to 3.84% 
and total income from investments was 
$7,043,882. 

George D. Covell, CLU, Berkshire’s 
agency vice president, then gave a re- 
port on the company’s 1957 sales activity. 
The record sales of more than $61, 000,000, 
he said, sent Berkshire’s in-force soaring 
to a new high of $552,505,193, and re- 
sulted in an all-time high premium in- 


come of $17,357,723. 





Espinola R. I. Vice President 


Manuel J. Espinola has been elected 
resident vice president in Rhode Island 
for Resolute Insurance Co. and Resolute 
Credit Life Insurance Co., Hartford. He 
has been a special agent with Resolute 
Insurance Group since June, 1956, and 
will continue to service the companies’ 
increasing insurance volume in Rhode 
Island and Southeastern Massachusetts. 

Before joining Resolute, Mr. Espinola 
Was an assistant manager for Auto 
Owners Finance Co. in Providence, and 
for many years was with Universal 
C. I. T. Credit Corporation. 


The Resolute Insurance Group special- - 


izes in physical damage and credit life 
insurance for consumer credit institu- 
tions, 











THANKS TO YOU 


for our best year in 1957 


$12,036,000.00 


Top Quality Paid For 


An increase from $500,000 to $2,000,- 
000 every year in our ten years in 
New York. If you didn't get part of 
this, why not start now — call us for 
real B.okerage service. 
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BROKERS HEAR DR. REEDER 





Talks on Underwriting Trends at Teare 
Agency Forum in N. Y.; First Son 
for “Bud” Teare Born Same Day 


The H. Malcolm Teare agency, gen- 
eral agents, Continental Assurance in 
uptown New York, held another of its 


luncheon forum meetings for insurance 
brokers on February 19 at Hotel Bilt- 
more, New York, with Dr. Clifton L. 
Reeder, medical director of the Continen- 
tal, as guest speaker. He was introduced 
by Don Reap, vice president of the 
agency, in the absence of Malcolm M. 
“Bud” Teare, president. 

Mr. Teare would have been present 
but he was called to the hospital where 
his wife gave birth that afternoon to 
their first child, Christopher Malcolm. 
He phoned the good news over to the 
Biltmore meeting. 

Dr. Reeder, who spoke on “1958 Un- 
derwriting Trends,” made a good im- 
pression on the brokers. Among other 
things he told about the steps leading 
up to Continental’s recent action in 
liberalizing its blood pressure scales. He 
also pointed to the favorable effect on 
mortality produced by new _ surgical 
methods, wonder drugs, and medical 
research discoveries. 

Some 35 brokers were guests of the 
Teare Agency, many of them represent- 
ing leading brokerage houses in the city. 





Connecticut General Life 


Field Brokerage Changes 

Connecticut General Life announced 

six appointments in its field brokerage 
organization. 

Named brokerage consultants are 
Charles Rothman, John E. Vestal and 
John R. Voogd, all with the Cleveland 
brokerage agency; Elmer F. Layden, 
Jr. and Charles Smeeth, both with the 
Chicago brokerage agency; and Mark 
T. Vokey with the Boston brokerage 
office. 

They will work with independent gen- 
eral insurance men and their clients in 
all phases of personal and business in- 
surance planning. 
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MORGAN O. DOOLITTLE, 
President 


INCREASE YOUR MARKET 


JOIN EMPIRE'S FAMILY OF GENERAL AGENTS 
STREAMLINED LIFE PORTFOLIO: 


1. Lower Premiums for larger policies, Family coverage, 
Mortgage coverage, Term and Term riders, Juvenile 
and Retirement Income! 


GROUP COVERAGES! 
Large or small, Life, Hospital or A. & H. 


HOSPITAL, ACCIDENT and HEALTH! 
Commercial, Guaranteed Renewable to age 65, Senior 
Age Hospital to age 80. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 
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RAY D. MURPHY 


From the standpoint of exerting large 
influence on the insurance business and 
helping point out expansion channels the 
insurance should 
follow in his Ray D. 
has long been identified with such leader- 
ship. Now after several decades of wise 
counsel in many directions Mr. Murphy 
has retired as Equitable 


navigation of which 


opinion, Murphy 


chairman of 


Life Assurance Society. 
While the outward visualization of his 


such 
Insurance Association 
Actuarial Society of 
of Society of 


leadership has been in posts as 
president of Life 
of America and 
America, a predecessor 
Actuaries, it was really in 


of inter-insurance 


deliberations 
company committees 
where had the 
effective impact. Especially has this been 


his counsel has most 
true in the scientific side of the business 


where the policy of the institution of 


life insurance has been outlined, re- 


viewed and presented for consideration. 


In many committees having to do with 


a long program of activities touching 
other phases of the business than strictly 
actuarial, such as accident and sickness, 


he has also been a prominent factor. 
Some of these activities, such as appear- 
before Congressional committees 
connection with 
kinds affiliated with life 
be found chronicled in an 
Murphy’s retirement 


issue of The 


ances 
and in associations of 
various insur- 
will 
about Mr. 
elsewhere 


ance, 
article 
found 
Eastern Underwriter. 


in this 


In his rise to the top echelon position 
Equitable he early became an 
important factor in its administration. 
An able and clear-cut speaker whose 
talks were made more effective as they 
were delivered with the good humor 
which is part of his personality; a man 
of considerable physical and mental en- 
ergy, Mr. Murphy has been sympathetic 
with progressive measures, could early 
sense and help pave the way for their 
adoption by the Society, and he won the 
respect of the field as well as the home 
office. 


of the 


GROUP INSURANCE 
FORUM 


HIAA’S 


The dynamic, fast moving kaleidoscopic 
Group insurance picture was ably pre- 
A. & H. indus- 
Despite the 


sented by leaders of the / 
try last week in Chicago. 
severe weather conditions in all parts of 
the country about 440 attended the an- 
nual Group Insurance Forum of Health 
Insurance Association of America and 
felt well repaid for their efforts at the 
end of three days of general meetings 
workshop sessions. 


chairman of HIAA’s 


who is vice 


and 


C. Manton Eddy, 
Group insurance committee, 
president-secretary of Connecticut Gen- 
was the forum’s keynoter. He 
Group insurance—its fas- 


eral Life, 
explained why 
cination and its activitv—has challenged 
the best brains of the insurance business. 
“We have made much progress and we 
can make more,” Mr. Eddy said in pin- 
pointing the industry’s cooperative atti- 
tude hos- 
pitals, 


with the medical profession, 


labor and management. 


A lot of ground was covered at HIAA’s 


ambitious meeting: what is happening in 


Washington, an intimate closeup’ by 
General Manager Robert R. Neal; 
Health Insurance Council activities, 
highspotted by Howard A. Moreen, 
Aetna Life; the place of dentistry in 
health insurance, carefully treated by 
William H. Stuek, Travelers, and Dr. 
Rudolph H. Friedrich, American Dental 
Association; what labor is thinking— 


Jerome Pollack of UAW-AFL-CIO. Also 
a panel of experts on major medical 
expense insurance trends and a _ panel 
on future trends in health insurance costs 
were well prepared. All received close 
attention of a quality audience. 


Not overlooked was the superb job 
that private industry done in the 
administration of the Medicare program 
in cooperation with the Department of 
Defense at Washington. The address of 
John J. Wrabetz of Mutual of Omaha 
on the first year’s operation of this pro- 
gram was a revelation. Discussion of 
public relations and sales promotion re- 


has 





L. GREENO 


FOLLETT 
Rochester, N. Y., 


and real estate 


Follett L. Greeno, 
well-known insurance 
agent, was honored by stockholders of 
Excelsior Insurance Co. of New York 
at their annual meeting in Syracuse on 
the occasion of his 25th anniversary as a 
director of the company. Mr. Greeno, 
president of the F. L. Greeno & Co., 
Inc., a long-established firm, has been 
active in association work throughout 
his life, having served as president of 
the Rochester Board of Underwriters 
as well as the larger New York State 
Association. He has also been presi- 
dent of the Rochester Real Estate Board 
and held that office in the New York 
State Real Estate Board. Appointed an 
agent-stockholder of the Excelsior in 
1931, Mr. Greeno became a director in 
1933 and has also served as a vice pres- 
ident of the Excelsior. 

1 ok * 


William F. Hines has returned to the 
Security-Connecticut Companies as spe- 
cial agent for the Hartford and eastern 
Connecticut area. His office will be at 
the home office building in New Haven. 
A graduate of Dedham High School 
and Boston University, Mr. Hines has 
completed insurance courses given by 
the National Association of Insurance 
Agents. He joined Security originally in 
1955 following several vears with the At- 
las Assurance as special agent in North 
Carolina. 

x * * 

Christopher Sorenson, Jr., has been 
named superintendent of the loss depart- 
ment of the Springfield Companies, 
Springfield, Mass. Mr. Sorenson was 
graduated from Northampton Commercial 
College and thas completed the Insur- 
ance Institute of America courses. He 
joined the Springfield in 1945, was ap- 
pointed assistant superintendent of the 
loss department in 1951, superintendent 
of the automobile department in 1954, 
and associate superintendent of the loss 
department in 1955 

* oo x 


J. K. Williams has been appointed 
general counsel and secretary of Na- 
tional Life of Canada. A member of 


Ontario bar he has been with the com- 
Dany since 1947 and has been secretary 
for the past six years. 





sponsibilities of the industry climaxed 
a notable gathering, general chairman of 
which was John W. Crews, vice presi- 
dent, Benefit Association of Railway 
Employees, who is chairman of HIAA’s 
Group forum subcommittee. 





Leroy J. Burlingame, Milwaukee at- 
torney of the firm of Burlingame, Gibbs 
& Roper, has been elected to the finance 
committee of the board of trustees of 
Northwestern Mutual Life. The com- 
mittee supervises the investment of 
Northwestern’s $3,724.4 million in assets, 
Appointment of Mr. Burlingame, who 
has been a trustee of the company since 
1952, fills the vacancy created by the 
recent death of Harold S. Falk. 


* * * 
Robert H. Porter, manager of the De- 
troit agency, Union Central Life, was 


recently elected president of the Omic ‘ron 


Literary Association, the local alumni 
association for the University of Mich- 
igan chapter of Delta Kappa Epsilon 


Fraternity. He is also serving on the 
board of directors of Cranbrook School, 
Bloomfield Hills, a nationally known 
private school for boys. He is an alum- 
nus of the school. 
x ok Ok 

Ben H. Carpenter, executive vice pres- 
ident of Southland Life of Dallas, has 
been named “most outstanding young 
man” by the Dallas Junior Chamber of 
Commerce receiving its Distinguished 
Service Award. Mr. Carpenter, 33, is 
also president of the Crockett Co., real 
estate investment firm, and of Trinity 
Valley Cattle Co., and Beeftex Cattle 
Co. and vice president and director of 
Community General Stores. He is also 
president of the National Real Estate 
Development Corp., is president of the 
Trinity River Authority, vice president 
of the Trinity Improvement Assn. and 
the National Congress for Rivers and 
Harbors. As executive vice president 
of Southland Life he is in charge of its 
multi-million-dollar Southland Center 


building project. 
* 





Mr. and Mrs. Joshua B. Glasser 


Joshua B. Glasser, general agent, Con- 
tinental Assurance, Chicago, and Mrs. 
(iasser are shown in accompanying pic- 


ture while about to fly to Israel. He is 
general chairman of Combined Jewish 
Appeal of Metropolitan Chicago. Senior 


partner in Joshua B. Glasser Associates, 
he is past president of Chicago Life 
Insurance Council and a director of IIli- 
nois Life Underwriters Association. A 
native of Ireland who came to Chicago 
in 1928, his trip to Israel will be to study 
the welfare and vocational training for 
the 200,000 dependent Jews in Israel. The 
campaign goal is for $10 million. 
ic ok 

George C. Pohlmeyer, president of the 
Hooven-Pohlmeyer Co., Dayton, Ohio, 
insurance agency, was honored by the 
Insurance Women’s Club of Dayton at 
a dinner in the Biltmore Hotel, He is 
celebrating 40 years in the insurance 
business, 

x ok Ok 

Arthur R. Kapner, Connecticut Mutual 
Life, has been named “Civic Salesman 
of the Year” by the Greater Albany 
Chamber of Commerce in the Chamber’s 
recent membership campaign. 
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JOINED AMERICA FORE 
WHEN 16 


Career of Nicholas Dekker, Executive 
Vice President, Continental, Fidelity 
Phenix, Niagara and Fidelity & 
Casualty 

One of the luckiest days in the life of 
Nicholas Dekker 
of 16 he got off an 
Loop district of 


was when at the age 
railroad 
train in the Chicago, 
walked into the Western department of 
Insurance Co. and obtained 
a job paying him $30 a month. From 
that position he started the climb which 


elevated 


Continental 


resulted in his becoming executive vice 
president of Continental Insurance Co., 
Fidelity Insurance Co., Niagara 
Insurance Co. and Fidelity & Casualty 
Co., all America Fore 
Insurance Group which recently changed 
America Fore Loyalty In- 
America Fore 
Loyalty Group 


Phenix 


members of the 


its name to 
surance after 


bought 


Group 
control of The 
afew months ago. 
Dekker has 


explained to 


Some reasons 


why Mr. 
been so successful were 
the writer this week by Ernest Henne, 
vice president and manager of the 
Group's Western department and who 
soon is retiring to private life. 

When young Dekker started working 
at Western department its manager was 
Fred W. Koeckert who later became vice 
president of America Fore in home office 
and then for some years was U. S. man- 
ager of Commercial Union-Ocean Group. 
Nick Dekker’s job at the start was 
fling dai.y reports and handling mail 
matter for one of the district examiners 

Hugo W. Larue who sometime after 
this became secretary of Western de- 
partment and when he retired a few 
years ago had been with that department 
32 years. Mr. Dekker was advanced to 
assistant examiner and before he was 
trausferred to the field had done some 
work of one kind or another in all of the 
districts of the Western department. 

When Mr. Dekker reached the age of 
21 he started his career in the field 
a special agent in Minnesota with Min- 
neapolis headquarters. In the territory 
Were some of the most successful agen- 
cies in the country. They included Marsh 


& McLennan, C. W. Sexton & Co, 
Strickland, Doolittle & -~ which 
mersed with the Kenney =o Pauls 
William B. Joyce & Co, I cota yr el 
heimer & Co., which later merged with 
Sexton Agency; and Prindle, Jones & 
Co., Duluth, 

Although Mr. Dekker was pretty 
o ig for the job of special agent he 
had one considerable advantage: some 


of 7 agencies were pretty old and many 
had represented Continental for a long 
time. That was particularly true of 
Gagenheimer & Co. who had been ap- 
pointed by the Continental decades be- 














special hit it Off 
In visiting agen- 


The 


youthful 
quickly and splendidly, 
cies he conveyed the impression that he 


fore. 


could be helpful and his quiet manner 
also reflected self-confidence based on 
knowing ability of the organization be- 
hind him in the long experience in 
handling agency problems. 

Minnesota was primarily an agricul- 
tural state with some manufacturing 
establishments in Minneapolis and St. 
Paul, the latter-also becoming a railroad 
center. Duluth had its shipping and 
wholesale business. Being a field man in 
Minnesota in the period when Mr. Dek- 
ker was traveling there—1921-26—was no 
sinecure. Most of the traveling was done 
by train as automobiles were just com- 
ing in. Mr. Dekker still shivers when he 
remembers some of the snow storms and 
drifts he encountered, accompanied by 
sharp, icy Northern winds. On several 
occasions he was snowbound for several 
days . 

Mr. Dekker next was appointed state 
agent in Kansas, headquarters in Topeka, 
for American Eagle and First American, 
then members of America Fore Group, 
the territory also including Jackson 
County, Missouri—Kansas City. 

In 1928 the organization went on a 
joint basis in its field operations. Mov- 
ing to Wichita, Mr. Dekker’s territory 
became half the state of Kansas for 
Continental, Fidelity Phenix, American 
Eagle, First American and later the Ni- 
agara. 

Mr. Dekker returned to Minnesota in 
1933—this time as state agent. It was 
not a cheerful period for field men or 
anybody else in business as the Roose- 
velt bank inoiiday had been premulgated. 
Most every one in business was strugg- 
ling against adverse economic tides. 
Every time a manufacturer or merchant 
or bank got into difficulties the insurance 
agent had trouble collecting premiums 
because everyone was short of cash. 

It was the record which State Agent 
Dekker made in Minnesota at this time 
which confirmed the opinion of Ernest 
Henne that the former was an exception- 
ally able field man. That overall record, 
in making of appointments, getting along 
with people, competent inspections and 
other field duties also included a han- 
dling of agency balances so competently 
that Continental did not lose a dollar in 
such balances anywhere in his territory 
during the depression. 

Mr. Dekker continued in Minneapolis 
until 1948 when America Fore assigned 
him to work in the Western department 
on the executive staff of vice president 
and Western manager Ernest Henne. 
Title given him was executive assistant. 
Two years later he became an officer of 
the company, with supervision over Min- 
nesota, Wisconsin, Tennessee and IIli- 
nois, with exception of Cook County, 
always a separate division. 

In 1951 Mr. Dekker was invited by 
J. Victor Herd and Frank A. Christen- 
sen to enter the home office where he 
was advanced to secretary of the com- 
pany in charge of Business Interruption 
—Use and Occupancy Insurance— his 
jurisdiction being the United States and 


Canada. This gave him for the first 
time the overall exposure to the insur- 
ance business in two nations. It also 
furnished the opportunity of becoming 
acquainted not only with many of the 
leading local agencies but also to meet 
executives of a large number of corpora- 
tions and other business organizations; 


to learn about their business; and to 
become familiar with their technical 
problems. 


One of the most interesting Business 
Interruption lines was that of Columbia 
Broadcasting Co., and since that time the 
America Fore has written a large num- 
ber of Business Interruption lines on 
individual broadcasting stations. Writing 
of this insurance is under the fire ex- 
tended coverage contract. 

Early in 1954 Mr. Dekker was trans- 
ferred to San Francisco at which time 
lhe was elected vice president of Amer- 
ica Fore Companies. A few months be- 
fore leaving New York for his coast 
assignment he had attended a number of 
insurance committee meetings as repre- 
sentative of Chairman Herd. In 1956 
Mr. Dekker succeeded Clyde Edmund- 
son when the latter retired as Pacific 
Coast manager of the America Fore fire 
companies and of Fidelity & Casualty. 
Naturally, Mr. Dekker had some contact 
with casu:z iulty business while discussing 
their affairs with agencies in the fields 
he traveled as a state or special agent 
as some of their problems were in regard 
to casualty insurance. This was particu- 
larly true of Minnesota days of the de- 
pression. However, it was on the Pacific 
Coast where he had his first exposure 
to all of the casualty insurance picture. 

When Mr. Dekker arrived on the 
Coast it was during one of the most 
strenuous competitive periods that has 
confronted insurance companies. Much 
of that competition was with respect to 
block policies—Al!l Risk insurance. That 
he was successful there was demon- 
strated by his election as vice president 
of Pacific Fire Rating Bureau. Also 
while on the coast he was a director of 
National Automobile Club and was on 
advisory committee of General Adjust- 
ment Bureau, Factcry Insurance Asso- 
ciation and Underwriters Salvage Cor- 
poration. 

On the Pacific Coast at the time 
America Fore Group had approximately 
800 employes. It has an impressive build- 
ing seven stories tall in which there are 
100,000 square feet of floor space. Cur- 
rently, vice president of the Group and 
in charge of Pacific Coast operations is 
William Matchett, who before going to 
San Francisco had considerable experi- 
ence in the Western department. 

In 1957 Mr. Dekker came to the home 
office and was elected executive vice 
president of Aasdsien Fore companies. In 
June of that year Frank A. Christensen, 
former chairman and president of Amer- 
ica Fore, resigned from all the boards of 
directors of America Fore and Mr. Dek- 
ker succeeded him as a member of those 
boards. 

Mr. Dekker is a member of the law 
committee of National Board of Fire 
Underwriters and on other committees. 

He belongs to Union League Club, 
New York, and Wykagyle Country Club, 
New Rochelle, N. Y. 

Mrs. Dekker was Dora Ramskill. They 
met when he was a field man in Kansas 
and she was with Kansas Inspection 
3ureau of Topeka. Their son Alan has a 
Master’s degree in business from Dart- 
mouth College’s Amos Tuck School of 
Business Administration and is now a 
second lieutenant in the Air Force where 
he is undergoing pilot training. 

Mr. and Mrs. Dekker live in Manhat- 
ton House on the upper East Side of 
New York. 

ae a ee 


Burglary Alarm Century Old 
The first burglary alarm installed in 
the United States was that of Edwin 
Holmes, partner in a notions store in 
3oston in February, 1858. That was part 
of the electric protective system which 
currently guards banks, jewelrv stores 
and other places which attract attention 
of thieves as a profitable place to rob. 

In its article about this first alarm 
New York Times gives credit to Augus- 


Executive Vice President 








NICHOLAS DEKKER 





tus R. Pope of Somerville, Mass., as the 
inventor. His alarm device was patented 
in 1857. Times describes it as a combi- 
nation of wires attached to windows and 
doors that connected with a magneto 
which rang a bell in the owner’s bed- 
room if a door or window opened during 
the night. In case of a bank or store 


the bel! clanged in the street to summon 
the roundsman and frighten away the 
burglar. Patent on the alarm was pur- 


chased by Holmes. He gave up his no- 
tions store, and moved to 194 Broadway, 
New York City. 

“By 1872,” the Times said, “Holmes 
set up the first central office where all 
the alarms rang and whence private, 
armed, uniformed guards rushed to the 
scene. 

“Today the Holmes Electric Protective 
Co., largest in the world, has 16,000 
customers and says it catches 100 burg- 
lars a year. It scares off many thousands 
of smarter burglars.” 


* * * 


Honored by Eisenhower 


Alyce Rastede, registered nurse, Wood- 
men of the World Life, Omaha, has 
been invited by President Eisenhower 
to attend the President’s 10th Anniver- 
sary Conference on Occupational Safety 
to be held in Washington, D. C. March 
25-27, 1958. 

Around the theme—“Safety Conserves 
Manpower Builds the 
Future” Conference will 
methods of safeguarding against emerg- 
ing technological hazards of the Space 
Age. The next decade will face a 
relative shortage of men in the prime 
working ages and great increases in 
older and younger workers and women. 
To the well-known hazards will be added 
those resulting from wider use of nuclear 
new chemicals, and space flight 
both in research and in_ production. 
Commemorating its tenth anniversary, 
this Conference will assess past progress 
and problems as guides to the safety 
challenge of the future. 

Despite progress made in safety over 
the past generation there were still 14,- 
300 deaths and nearly two million in- 
iuries caused by on-the-job accidents in 
1956. 

The President will greet the exnected 
3,000 to 4,000 delegates and Secretary of 
Labor James P. Mitchel! wil address 
them as will other leading figures of 
industrv and labor. Speakers and work- 
shops will deal with several very impor- 
tant aspects of the safety problem. 
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Fireman’s Fund Cos. 
Cut Underwriting Loss 


GAIN 





INVESTMENT EARNINGS 


President Crafts Says Assets Increase 
to $457,831,000; Premiums Written 
by Classes 








Fireman’s Fund Insurance Co. and its 
affiliates had net adjusted earnings of 
18¢ per share in 1957, compared with a 
loss of $2.27 per share in 1956, James F. 
Crafts, president, announces. 

“While underwriting results showed 
improvement,” said Mr. Crafts, “the ris- 
ing loss cycle which first manifested it- 
self in late 1955 continues to impair 
operations in the industry. In 1957 Fire- 
man’s Fund’s underwriting loss was 





JAMES F. CRAFTS 


$12,862,000 as against $22,251,000 in 1956.” 
Investment earnings for 1957, exclud- 
ing realized capital gains, were up 6% 
over 1956 and totaled $11,484,000, leaving 
an operating deficit of $1,378,000. In 1956 
the operating loss was $11,397,000. The 
earnings of 18¢ a share exclude the gain 
on sales of investments but include al- 
lowance for a 35% equity in the increase 
in unearned premium reserve. The fig- 
ure does not reflect income tax refunds 
aggregating $7,160,000 recoverable by 
the company as a result of underwriting 
losses sustained in the last two years. 

Said Mr. Crafts: “For the first time in 
many years our volume of premiums 
written did not increase, largely reflect- 
ing our underwriting selectivity in the 
light of the problems presently con- 
fronting the industry.” 

The company’s assets at year-end in- 
creased to $457,831,000. Loss and loss 
expense reserves stood at $113,908,000 
compared with $105,935,000 at December 
31, 1956. The unearned premium reserve 
increased $5,483,000. 

Commenting on 1957 results, Mr. 
Crafts stated: “Our policies guarantee 
the fulfillment of obligations for future 
periods up to five years. We are today 
in a position where we are paying out 
more in losses and claims than we anti- 
cipated when the contracts were written. 
This is a by-product of inflation. In- 
volved also is the inadequacy of the 
industry’s rating methods and proced- 
ures. Rate making processes are being 
revised and the unprofitable underwrit- 
ing experience of companies generally 
has given impetus to the study and 


Crum & Forster Group 
Shows Premium Gain 


ASSETS DECEMBER 31 $300,905,649 


Underwriting Loss Was $5,179,148; Net 
Investment Income Brings Operating 


Profit of $4,899,433 








For 1957 net premiums written by the 
Crum & Forster Group of insurance 
companies including the United States 
branches of the Western Assurance and 
British America, amounted to $112,678,- 
134, an increase of $3,897,631 or 3.58%, 
after deferring net installments of ap- 
proximately $7,759,000 on installment pre- 
mium policies. 

The ratio of losses and loss expenses 
incurred to premiums earned was 63.04%. 
The ratio of expenses and taxes (exclud- 
ing Federal income taxes) to net pre- 
miums was 41.24%. After an increase of 
$1,114,088 in the reserves for unearned 
premiums, the net loss from  under- 
writing was $5.179,148 compared with 
$3,880,271 in 1956. 

Net investment income earned, béfore 
income taxes thereon, was $9,157,394. an 
increase of $392.824. Net realized capital 
losses were $140,458. After Federal in- 
come tax credit of $1,061,645, principally 
due to the present loss carryback pro- 
visions of the Internal Revenue Code, 
net operating profit for the vear was $4.- 
899,433 compared with $5.395.345 in 1956. 

At Insurance Department values, total! 
admitted assets as of December 31, 1957, 
were $300,905,649, a decrease of $6,091,431. 
The net increase in reserves for un- 
earned premiums, losses, taxes, etc. was 
$6.490,469. Surplus to policyholders was 
$157,453,618, a decrease of $12,581.900. Of 
the surplus to policyholders $3.637.816 
was carried as contingency reserve rep- 
resenting the difference between the 
values carried in assets and the values 
based on December 31, 1957 market quo- 
tations, Cash and bonds alone were ap- 
proximately 112% of all liabilities. 





Westchester Fire Report 


For 1957 Is Issued 
The Westchester Fire of the Crum & 


Forster Group has issued its 121st annual 
statement showing admitted assets of 
$72,333,926 on December 31. 1957. a drop 
of about $1,200,000 from the 1956 level. 
Surplus to policyholders at $37,014,374 
was down from $39,951,156 the year be- 
fore. The unearned premium reserve in- 
creased to $23,020,277 from $22,740,813. 
For 1957 net premiums written were 
$27,577,936, against $26,592,033 in 1956. 
The loss ratio was 63.1% and expense 
ratio 41.2% which brought an under- 
writing loss of $1,326,730, compared with 
loss of $1,054,286 in 1956. Net investment 
income earned was $2,214,269 compared 
with $2,109,836. Net investment income 
earned per share was $2.21, against $2.10 
in 1956 and $2.02 in 1955. Net income 
per share after income taxes was $1.14, 


against $1.46 in 1956 and $1.73 in 1955. 





adoption of new techniques. With the 
cooperation of state insurance officials 
changes already made and those in con- 
templation should mean a return to 
profitable operations in the future.” 
Premiums written by Fireman’s Fund 
during 1957 in the major classifica- 
tions of business were reported as fol- 
lows: Fire and allied lines, $63,164,000; 
ocean and inland marine, $36,277,000; 
automobile, $56,998,000; casualty and ac- 
cident and health, $41,281,000; fidelity, 
surety and burglary, $17,944,000. In the 
last two classifications of business the 


company experienced profitable under- 
writing results. 





Phoenix Group Shows 
Large Premium Gain 


LOSSES INCURRED ALSO ROSE 





Underwriting Losses for Individual Com- 
panies; Net Investment Income at All 
Time High, President North States 





The Phoenix of Hartford Companies 
wrote their largest volume of business 
in 1957. Premium sales were $95,324,277 
according to a statement to stockholders 
by President John A. North. 

Premiums exceeded 1956 by 15.7% and 


represent the combined total for all com- 
panies in the Phoenix group. Due to this 


“ 





JOHN A. NORTH 


increase, the unearned premium reserve 
rose by nearly $7 million to $80,556,000 
and losses incurred jumped to $52,749,424, 
worst in the company’s history. 

The Phoenix Insurance Co., parent 
company of the group, had assets De- 
cember 31, 1957 of $172,258,490, a policy- 
holders’ surplus of $99,633,069 and showed 
a statutory underwriting loss of $6,399,- 
601. Investment income was up about 
344% and net earnings showed a de- 
crease for the year of $5.45 per share. 

The Connecticut Fire showed assets of 
$72,766,490, policyholders’ surplus of $33,- 
353,948 and a statutory underwriting loss 
of $3,860,000; Equitable Fire & Marine 
had assets of $20,485,444, policyholders’ 
surplus of $12,629,821 and statutory un- 
derwriting loss of $768.032: Reliance of 
Canada assets of $2,458,900, policyholders’ 
surplus of $815,441 and statutory under- 
writing loss of $376,705; Minneapolis 
Fire & Marine assets of $4,276,737. and 
policyholders’ surplus of $4,276,737. All 
business of the Minneapolis is reinsured 
by the Phoenix. 


Loss and Expense Ratios 


Combining all figures for the group 
on a consolidated basis and eliminating 
duplication, the ratio of losses incurred 
to earned premiums was 59.6% and the 
loss adjustment expense was 7.3%. All 
other expenses, including taxes and 
agents’ commissions amounted to 42.7% 
of written premiums and 46% if related 
to earned premiums. 

Net investment income was $6,008,399, 
also an all time high. Realized capital 
gains were $989,838 and unrealized mar- 
ket depreciation took $8,732,129 from the 
stock section of the security portfolio. 
With an operating loss of $5,447,485 and 
with the depreciation of securities added 
to the three million in dividends paid 
shareholders, there was a combined 
shrinkage in surplus funds of $16,127,359. 
Of this, $8,000,000 was charged to the 
market fluctuation reserve to bring that 
figure to $37,000,000. 

Assets dropped about one million to 
$215,200,903 for the group and _policy- 
holders’ surplus to $99,633,070. As the 
Phoenix owns these other companies, 








National Board to Vote 


On Becoming Rate Bureau 


The National Board of Fire Under- 
writers will hold a specal meeting of 
members next Tuesday, March 4, to vote 
on a proposal that it become a national 
rating organization for fire and _ allied 
lines and that it acquire the staff and 
assets of Inter-Regional Insurance Con- 
ference, which works to achieve nation- 
wide coordination on forms and 
on new coverages. 

If these recommendations of the Na- 
tional Board executive committee are ap- 
proved by the members, then the board 
will return to one of the funct'on; 
undertaken when it was organized about 
90 years ago. However, the responsibility 
for rating was dropped later, with the 
board confining its activities broadly 
to fire prevention, engineering, fighting 
arson, developing better public relations 
for the insurance industry, improving 
loss adjustments, etc. It is anticipated 
that these activities will be continued 
by the board. 

At a meeting late in 
‘U executive committe 
resolution that members come to the 
special meeting March 4 prepared to 
vote on enlarging the scope of activities 
of the board to include rating on a 
nationwide basis for fire and allied lines. 
Inter-Regional has given valuable as- 
sistance to the industry in coordination 
with rating hodies and reeional oreani’s- 
tions to achieve as great a degree of 
uniformity in coverages as possible, 

In recent years there has been con- 
siderable talk among leaders in fire in- 
surance for creating a national rating 
body, but until the NBFU executive com- 
mittee met such proposals had not pro- 
ceeded beyond the suggestion stage. 


rates 


January the 


passed the 








NAIA ON COMMISSIONS 





Restates Position Changes in Agency 
Contracts Should Be Made Only 
After Consultation 
The National Association of Insurance 
Agents has reaffirmed its basic and his- 
torical position that “commissions are a 
matter of private contract and subject 
to negotiation by each individual agent 
with the companies which he represents, 
the NATA opposes unilateral reduction 
of commissions, and changes in agency 
contracts or compensation should be 
made only after consultation between the 

agents and companies.” 

George S. Hanson, general counsel and 
executive secretary, states further in a 
letter to officers of state associations 
that “as a corollary it follows practically 
and legally that two parties are neces- 
sary to make any contract or to amend 
it. Unless the agent agrees, expressly 
or impliedly, to a change in his contract 
with a company, then no change has 
occurred by unilateral action of the 
company.” 

Commenting upon recent unilateral 
action by some companies in announcing 
reduced commissions to agents Mr. Han- 
son says: 

“In a few states companies have at- 
tempted to justify their activities by 
pointing out particular circumstances, 
such as inability to receive approval for 
needed rate increases. Some cases of 
unilateral reduction of commissions have 
occurred even in areas where no show- 
ing is made of rate inadequacy, but 1s 
based upon the unsound premise of poor 
underwriting results elsewhere. This sub- 
ject will be discussed at the forthcoming 
meeting of the national board of state 
directors in April.” 


— 





its own 1,000,000 shares outstanding 
would have a book value on December 
31 of $99.63 a share. 

In his report, Mr. North advised stock- 
holders that the Phoenix Companies ha¢ 
entered the personal accident and health 
field to balance out its casualty depart- 
ment portfolio. 
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Investment Firms Visit Insurance Companies 


Give The Eastern Underwriter Their Opinions as to Outlook in Fire 
and Casualty Business; Make Some Criticism of Commission Scale and 
Underwriting Practices, but Think Insurance Shares are Good “Buys” 


Executives of fire and casualty companies are frequently visited by 
representatives of investment concerns on a mission of making a first-hand 
survey of the current situation in these two divisions of insurance and to 
analyze the outlook for the companies. These visitors are specialists in 
insurance shares and the information they receive results in preparation of 
statements which go to the general public, especially to their clients and 
others who may be in the market to buy insurance stocks. 

The Eastern Underwriter asked some of these investment concerns for 
their opinion of the current insurance situation in fire and casualty insurance. 


Their answers follow: 


t 


Kidder, Peabody & Company 


By Rospert CHAUT 
Insurance Stock Specialist, Research Department 


Although 1956-1957 underwriting ex- 
perience of fire and casualty insurance 
companies was the poorest in history, 
basic improvements in this segment of 
operations should occur in the not too 
distant future. 

Adequate premium rate increases in 
the more important coverages appear 
to be developing in many areas of the 
nation. 

Any short term leveling-off of the 
general price structure could be par- 
ticularly advantageous to the fire-cas- 
ualty companies since losses are based 
on replacement costs which, in turn, 
vary in direct relation to the price 
level. These stocks may be termed ex- 
cellent “post-inflation” investments. 

Although direct writer competition and 
potential long term inflation are still 
basic problems for the industry, the 
unfavorable effects of these factors ap- 
pear less important currently than in 
the last several years. } 

The major fire-casualty insurance 
stocks are selling 20% below their 1955 
“highs” versus a 9% decline in Standard 
& Poor's Stock Price Index over the 
same period. Since the “lows” of 1957, 
however, especially in the past several 
months, the changing trend in fire- 
casualty company earnings potential 
have been reflected sharply in market 
improvement, The insurance stocks are 
up 20% from their lows while Standard 
& Poor’s Index has risen only 11%. 
Low Levels on Yield Basis, In Relation 
to Net Worth and Investment Income. 

Fire-casualty stocks presently are 
available at extremely low levels on yield 
hasis and in relation to net worth and 
investment income. : 
The companies presently are earning 
0% lefore taxes on current market 
prices from investment income alone. 
li they could approximate underwriting 
proit margins equal to the average 
of the last ten years, they would earn 
an additional 6.6% (before taxes) on 
present market values from underwriting 
operations. On this basis, the major 
stocks are selling at only 10 times such 
potential earning power after taxes, an 
‘tractive ratio considering the excel- 
lent growth potential of the industry. 
Dividend payments which now pro- 
vide an average 4.2% yield on market 
Prices, could be increased substantially 
with realization of underwritng profits. 


Chief Underwriting Problems 


The primary underwriting problems of 
the industry have been due to several 
asic factors: 

larply rising fire losses, which were 
Caused by an increase in the size and 
tumber of fires and, probably to the 
most important degree, by general in- 


flationary conditions whereby replace- 
ment costs have increased considerably. 

A serious increase in the frequeney 
of automobile accidents and sky-rocket- 
ing loss costs—both in liability coverages 
and in property damage. 

Unfortunate experiments in the field 
of blanket or multiple-line policies where 
substantially broadened coverages were 
sold for too low a premium price. 

Sharp increases in the number of 
tornadoes and windstorms in many areas 
of the nation. 

Deterioration in inland and ocean 
marine experience. 

Substantial increases in the expense 
of company operation —although, re- 
cently, expenses have begun to decline 
in relation to sales volume. 

The most important influence, a gen- 
eral tardiness on the part of regulatory 
authorities in granting much needed 
premium rate increases. 

Many States Have Granted 
Rate Increases 

During 1957 more than 40 states 
granted rate increases averaging about 
15% on the basic automobile coverages. 

A second round of automobile rate 
rises seems to be developing in those 


areas where further increases are 
necessary. Within the last few months 
Illinois announced an_ additional 25% 
increase in liability rates for private 
passenger autos and 14% for com- 
mercial vehicles. A large group of 
western states including California, 


Idaho, Montana, Oregon and Washing- 
ton among others have announced in- 
creases approximating 20%. 

Relative to expenses, two developments 
of a beneficial nature are expected to 
materialize. In the insurance business 
which requires large statistical and 
bookkeeping facilities labor saving ma- 
chinery should provide excellent means 
of cost cutting. The advent of electronic 
aids should enable the industry to 
shorten the time between assembly of 
loss data and determinations of premium 
rates. 

Factors Showing Improvement In 

Loss Situation 

These are some of the factstors show- 
ing improvements in the loss situation: 

Long term policies have been par- 
ticularly troublesome in an inflationary 
period since the company contracts to 
receive current dollars but to pay out 
losses at a value determined by a future 
price level. Obviously, those companies 
that received 1952 premium dollars and 
have had to replace property at the 
1957 price level have lost. The State 
of Washington made an excellent stride 
forward two months ago when it an- 
nounced that fire insurance policies could 


not be written for terms of more than 


three years. It is hoped that more 
states will take this step shortly. 
Various broadened coverages _ intro- 


duced into multiple-line (blanket) poli- 
cies in recent years are being eliminated, 
or are only included upon payment of 
an additional premium. 

In the field of education, especially 
in the area of teen-age driving, the 
insurance industry is taking steps to 
instruct the public in loss prevention. 

Probably the most important factor 
in potential loss experience is the gen- 
eral trend of prices. Fire-casualty in- 
surance stocks appear to be particularly 
attractive “post-inflation” investments. 
As premium rates are adjusted upward, 
any leveling-off of losses could prove 
particularly profitable to the companies. 


“Cost Versus Service” Question 


Among other comments made by Kid- 
der Peabody in a recent report are 
these: 

The build-up of cut-rate competition 
through the advent of the direct writer 
whereby lower production costs (especi- 
ally sharply lower commission payments) 
are passed along to the _ policyholder 
in the form of lower premium rates, 
has been an important and unfavorable 
factor in industry developments of the 
last decade. 

While the worth of the independent 
American Agency System as the pro- 
duction arm of the stock insurance in- 
dustry has been immeasurable, the ques- 
tion of “cost versus service” remains 
unanswered. There appears no other 


real answer to the problem posed than 
some reduction in commission payments 
—particularly in the “mass production” 
lines of private passengef automobile 
and single dwelling fire insurance. While 
the agent naturally may be expected to 
resist any reduction in his income per 
unit, we have begun to see some pro- 
gress made relatively to the problem. 
Within the last month, the Connecticut 
Insurance Department announced ap- 
proval of a reduction in production cost 
allowance for Class 2 automobiles 
(drivers under 25 years of age) from 
25% to 15%. 

In addition, a large number of com- 
panies have reduced automobile com- 
missions in New York State and Cali- 
fornia, with the expectation that com- 
mission reductions will spread to other 
areas of the nation shortly. 


Combination Policies 


Another answer to the direct-writer 
appears to be the development of vari- 
ous types of combination policies. Here 
the agency companies have two _ ob- 
jectives—first, a cut in costs through 
a reduction of number of policies and 
resulting paperwork, and, second, the 
development of a successful competitive 
package. There seems to be good reason 


to expect the advent of combination 
automobile and homeowners’ policies, 
comprehensive personal liability and 


automobile policies, and—perhaps in the 
not too distant future—life, accident and 
health and homeowners’ in one package. 

The second problem of a_longer- 
term nature concerns the rate-making 
technique itself. If long ¢erm inflation- 
ary influences continue, some adjustment 


for the trend of losses should be in- 
cluded in the rate structure, or the 
companies will continually find them- 


selves collecting premiums based on one 
price level and paying losses on sub- 
sequently inflated values. It is to be 
hoped that the development of time- 
saving statistical machinery in conjunc- 
tion with a more realistic attitude on 
the part of regulatory authorities, will 
permit the introduction into the rating 
structure of a trend factor to adjust 
for anticipated price level changes. 


Robert H. Huff & Co., Los Angeles 


By Rosert H. Hurr 


During the past decade, the tradi- 
tionally-operated fire-casualty companies 
have been steadily pricing themselves 
out of the “retail” insurance market. 
During most of the period, the signifi- 
cance of this development was obscured 
by the mounting commission income of 
the agent, and by the large investment 
gains of the companies. Now, however, 


the situation has become so critical that - 


the companies have no other choice than 
to do something about it—and do it 
quickly. 

Every thinking fire-casualty executive, 
agent, and stockholder, now knows that 
the price of survival in the “retail” in- 
surance field is a sharp reduction in 
rates. They know that there is no 
alternative; that if they do not provide 
to the public the protection it wants, 
at a price it is able and willing to pay, 
they will rapidly be pushed out of the 
“retail” insurance business. And _ the 
better managements have no intention of 
letting this happen. 


Management Problems 


In their efforts to effect the needed 
rate reductions, these managements are 
faced with many problems. They ‘know 
that the rating machinery—which has 
proven itself incapable of handling. the 
soaring volume of claims, and _ their 
soaring settlement costs—must be over- 
hauled. They know that rating policies 
which permit the agent to benefit in 
direct proportion to the increase in loss 
costs, are morally and economically in- 
defensible, and must be changed. They 
know that their underwriting and loss- 


settlement procedures must be tightened, 
and freed from the pressures of the 
producers. 

They know that agents’ commissions 
alone account for nearly 60% of fire- 
casualty underwritng expenses, that 
total acquisition costs run around the 
70% level, and that these charges to the 
assured must be materially lowered. But 
they also well know that the agent con- 
trols the business; and they are under 
pressure from large numbers of agents 
who, unable or unwilling to see the 
handwriting on the wall, are fighting 
the commission cuts. 

And very importantly, they are also 
under heavy pressure from their stock- 
holders, who have borne the brunt of 
the heavy operating and surplus losses. 

We have discussed these problems with 
many of the more able fire-casualty 
executives, and have full confidence in 
their ultimate and proper solution. In 
the process, however, we expect many 
changes in the business. 

We believe that survival in the agency 
field will be based upon aggressive, 
smart merchandising of disability and 
life, as well as property and liability, 
coverages. And we find certain of the 
fire-casualty companies entering, or plan- 
ning to enter, the life. and disability 
fields, not to gain additional business, 
but to protect the business they already 
have. 

As a result of this apparent trend, 
and other factors, we expect many mer- 
gers and absorptions during the next 
several years. 


(Continued on Page 27) 
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Jennie Sue Daniel Had Outstanding 


Career In Insurance Journalism 


By Epwin N. Eacer 


Jennie Sue Daniel, whose death at 
Clearwater Beach, Fla., on February 19 
was briefly recorded in these columns 
last week, had a long and distinguished 
career in the field of insurance journal- 
ism prior to her retirement from The 
Easten Underwriter a few years ago. 
She had ceased her active writing carcer 
in New York due largely to a back injury 
which she never fully later re- 
covered. She made her residence in 
Clearwater Beach during her retire- 
ment. Funeral services were held in 
Atlanta, Ga., her native city. 

Mrs. Daniel was 


from 


affectionately 
known as “Jennie Sue” throughout the 


insurance world. She was editor of 
the American Agency Bulletin and 
public relations head of the National 


Association of Insurance Agents for 
more than a decade prior to 1939, was 
a member of the staff at Atlanta of 
The Insurance Field before coming to 
New York and a member of the staff 
of this insurance newspaper for about 
12 years, specializing in casualty insur- 
ance. She was widely respected for 
her competence as a writer and highly 
regarded by hundreds in agency and 
company ranks for her warmhearted- 
ness and gracious manners. The ablest 
woman writer in the property-casualty 
branch of the insurance industry Mrs. 
Daniel received many tributes for her 
journalistic contributions. She knew 
the insurance business and the leading 
personalities in company and production 
ranks. 

One of the chief executives who 
paid a tribute to Mrs. Daniel this 
week was Clarke Smith, United States 


manager and general attorney of the 
Royal-Globe Insurance Group, who 
was born in Atlanta and raised in 
North Carolina. He said to The 
Eastern Underwriter: 

“It was with real regret that I 


learned of the passing of an old friend, 
Jennie Sue Daniel. I had known Jen- 
nie Sue for a long time before coming 
to New York 22 years ago and since 
then had the opportunity of seeing her 
at a number of insurance meetings, 
particularly those of the National As- 
sociation of Insurance Agents. She 
was an excellent reporter, having had 
a fine insurance background, and will 
be missed by her many friends and the 
industry as a whole.” 

Daughter of Judge and Mrs. George 
Bell, Jennie Sue became an associate 
editor in that city of The Insurance 
Field, collaborating with her then 
husband, Raymond Daniel, and from 
whom she was subsequently divorced. 
After joining National Association of 
Insurance Agents in the mid ’20s she 
became a national figure attending all 
of its conventions and acting as a co- 
hostess at them. Her career with NAIA 
began a few years after Walter H. 
3ennett became secretary and general 
counsel and terminated in 1939. While 
on American Agency Bulletin she han- 
dled all of NAIA public relations. 

During that period of NAIA history 
Mr. Bennett was a dynamic leader and 
yrator and developed many of the 
“issues” warmly debated at NAIA 
conventions. Newsmen came frequently 
to his office for information and when 


he was out of town Mrs. Daniel re- 
ceived the press and answered their 
questions. She also was a ghost writer 
for Mr. Bennett in many of the editori- 
als of The Bulletin. 

When Mrs. Daniel left NAIA she 


went to the home of her sister, Mrs. 
Howard Randall in Cincinnati, but after 
a couple of years free lance writing 
she returned to New York City and 
joined the staff of The Eastern Under- 
writer where she became an associate 


editor specializing in casualty insurance. 


Photo Circa 1940 


JENNIE SUE DANIEL 


Her wide friendships, and editorial skill 
proved of real value to the paper. 
News of her intention to retire in 1953 
due to physical handicaps was received 
with widespread regret. 

She moved to Clearwater 
Florida, where she lived in an 


Beach, 
apart- 


ment. On two or three occasions after 
that she visited New York and fre- 
quently was visited in Florida by old 
friends. Although she had lived a 
quarter of a century in New York City 
she loved the Southland and abhorred 
northern winters. 


Mrs. Daniel never had children. She 
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territory. Please send resume. 
93 Nassau Street, New York 38. 





ATTENTION — FIELDMEN 


Company prominent in Inland and Ocean Marine Insurance has opportunities 
for fieldmen. Some Marine experience desirable but not essential as program 
may include period of training at Home Office before assignment to field 
Address Box 2591, The Eastern Underwriter, 











Pres. Eisenhower Gets 


Revised D. C. Code Bill 


A bill to modernize the District of 
Columbia insurance sent to 
the White House recently for President 
Eisenhower’s signature, following House 
The bill was 
passed by the Senate last session. 

The measure would: (1) bring the life 
and fire and casualty acts of the District 
into conformity with each other; (2) 
tighten existing restrictions against false 
advertising in the life insurance act and 
make them applicable to fire and casualty 
companies; (3) clearly define the author- 
ity of the District Superintendent of In- 
surance to deny license renewals because 
of “untrustworthiness of the applicant 
or because of the violation of any law 
by the applicant other than an insur- 
ance law,” and (4) resolve related prob- 
lems pertaining to the insurance and 
revocation of insurance licenses. 

The measure was endorsed by all 
branches of the insurance industry and 
by the District of Columbia Board of 
Commissioners. 


laws was 


passage by a voice vote. 





EXCELSIOR DIVIDEND 

Directors of the Excelsior of Syracuse, 
N. Y., have declared a cash dividend of 
10¢ a share payable March 25 to stock- 
holders of record March 10. This is a 
quarterly dividend and marks the 55th 
consecutive dividend that the company 
has paid without interruption since 1936. 


is survived by her sister and these 
nieces: 

Mrs. Max Weaver and 
Snyder of Cincinnati and Mrs, Jack 
Wilcox of Knoxville. Mrs, Wilcox’s 


daughter made her debut this month 
in a Broadway show. 


Mrs. Newell 
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HARTFORD FIRE CHANGES 


Woodward, Bakanas and Stelmach Being 
Transferred to Dallas; Vendetta 
Made Ass’t. Supt. 

Three staff 
the Hartford Fire Group have been pro- 
moted and transferred to the newly es- 
tablished Southwestern department head- 
Dallas, Secretary 

Haag announces. 

James B. Woodward of Newington, 
promoted to accountant, and Edward V. 
New Britain, promoted to 
reported to Dallas on 
February 1. Bohdan Stelmach of Wil- 
limantic, named assistant statistician, will 
March 1 when the integrated 
group headquarters opens its offices in 
the First National Motor Bank Build- 
ing, Dallas. 

At the same time, Mr. Haag announced 
promotion of Francis P. Vendetta of 
Manchester to replace Mr. Woodward as 
assistant superintendent of the Hart- 
ford Fire’s home office agency accounts 
department. } 

Mr. Woodward joined the Hartford 
Fire’s accounting staff in April, 1948. 
He is a Unionville (Conn.) native and 
attended the University of New Hamp- 
shire and Morse Business College. A 
past president of the Hartford Fire 
Group Men’s Club, Mr. Woodward also 
is a member of the Newington Civitan 
Club. ; 

Mr. Bakanas has been a member ot 
the statistical department staff since he 


home office members of 


quarters at Texas, 


Harry k. 


Bakanas of 
statistician, 


transfer 


became associated with the Hartford 
Fire nearly five years ago. He_ was 
graduated from New Britain High 


School. 

Mr. Stelmach was employed by the 
Hartford Accident and Indemnity in 
September, 1956, in the statistical depart- 
ment. A graduate of the University of 
Goettingen, West Germany, he received 
his M.A. Degree from the University 0! 
Connecticut in 1954, majoring in  sta- 
tistics, economics and mathematics. Mr. 
Stelmach was formerly employed as a re- 
search assistant at the University ol 
Connecticut. 

Mr. Vendetta has been with the Hart- 
ford Fire nearly 10 years. He has worked 
in the accounts department since May, 


1953. Born in Hartford, Mr. Vendetta 
was graduated from Bulkeley High 
School. 





Jan. Fire Losses Down 

Estimated fire losses in the United 
States during January amounted to $99,- 
918,000, the National Board of Fire 
Underwriters has reported, According 
to Lewis A. Vincent, NBFU’s general 
manager, this $99,918,000 loss represents 
a decrease of 13.3% from losses of $115,- 
272,000 reported for January, 1957, and 
an increase of 9.2% over losses of $9, 
519,000 for December, 1957. 
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LARGE SUBROGATION VERDICT 





$359,648 Awarded Fuller Brush Co. by 
Federal Court in St. Paul; Negli- 
gence Charge Upheld 

The largest negligence verdict ever 
returned in Minnesota was returned 
February 14 in a fire subrogation case. 
The Boston Manufacturers Mutual Fire, 
one of the Factory Mutual’s group, was 
q plaintiff, along with the Fuller Brush 
(fo, its insured, in an action arising 
out of an explosion and fire on January 
14, 1957, which destroyed the Fuller 
3rush St. Paul station. 

Cause of the fire was determined to 
be leaking natural gas, resulting from 
improper installation of a water line for 
a sprinkler system. Defendants in the 
action were Northern States Power Co., 
Grinnell Co. and Charles Harris Plumb- 
ing Co. Grinnell had contracted with 
Fuller to install a sprinkler system for 
fire protection and had sub-contracted 
the water line installation to Harris. 

It was contended by Robins, Davis and 
Lyons, the plaintiffs’ attorneys, that in 
excavating and backfilling for the water 
line Harris disturbed an existing gas 
line, which broke 30 days later. 

The Federal Court trial lasted for six 
weeks and included the appearance of 
44 witnesses and involved over 200 ex- 


hibits. Eight expert witnesses testified 
for the various parties. The jury con- 
cluded that the damage resulted from 
the joint negligence of Grinnell and 
Harris and absolved Northern States 
Power Co. The verdict of $359,648.97 


covered building and contents loss. 

Plaintiffs in the action were repre- 
sented by Solly Robins and Harding A. 
Orren of the Twin Cities’ firm of Rob- 
ins, Davis and Lyons. Northern States 
Power was. represented by Richard 
Leonard and James McClure. Grinnell 
Co. was represented by Maugridge Robb 
and Francis Van Eps, while Harris was 
represented by Roland Thorson and Linn 
Firestone. 





Many Important Duties 
Of Fire Patrol Members 


There is more to salvage than the 
mere spreading of covers over stock at 
fires, Fred Kempf, chief of Chicago Fire 
Insurance Patrol, reminded some 2,200 or 
more members of the 30th annual Fire 
Department Instructors Conference 
meeting in Memphis last week. “It 
extends into every phase of fire fight- 
ing and is no more or less than the 
application of common sense methods to 
fire department operations which, at 
best, are destructive.” Four members of 
the New York Fire Patrol were killed 
by a building collapse during a fire two 
weeks ago, 

sy use of systematic and _ scientific 
fire extinguishment methods, many de- 
partments are reducing to a minimum 
losses incidental in extinguishing fires. 
A large measure of the damage due to 
water, damage done in ventilating, over- 
hauling and tracing fires, and damage 
trom the elements after a fire, can be 
avoided, he said. He detailed methods 
of removing water from buildings, con- 
trolling sprinkler systems, handling fire 
streams so they produce minimum of 
damage, reducing damage caused by 
forcible entry operations, and overhaul- 
ing and tracing fires carefully. 

“It is poor policy to send a large num- 
ber of men rushing into buildings 
With pike poles, axes and other equip- 
ment, for they frequently break lighting 
fixtures, household furnishings or mer- 
chandise and soil floors and carpets un- 
necessarily,” he said. “An officer who 
allows side walls and ceilings during 
overhaul to be pulled down over stock, 
tugs, furniture and fixtures without 
thought of salvage is guilty of an 
offense which can be attributed to ignor- 
ance, carlessness or lack of experience.” 





. GLENS FALLS DIVIDEND 

The Glen Falls Insurance Co. has ap- 
Proved payment of a quarterly dividend 
of $.25 a share on the capital stock of 
the company. The dividend is payable 
April 1, to stockholders of record March 
l4. It is the 271st consecutive dividend 
Paid by the Glens Falls since 1866. 


AETNA FIELD CHANGES 


Promotion of David Austin, special 
agent in Winston Salem, N. C., to asso- 


ciate state agent in Georgia for the 
Aetna Insurance Group, effective March 
1, is announced. Transfer of two other 
fieldmen on March 1 also was an- 
nounced. Special Agent Edward J. 
Lassen succeeds Mr. Austin in charge of 
the Winston Salem office and Special 
Agent John R. Goddard II will take Mr. 


Lassen’s place in San Antonio, Tex. 


Larson in Fla. Opposed 


To Fire Rate Increases 


Insurance Commissioner J. Edwin Lar- 
son of Florida has declared his opposi- 
tion to any increase in fire insurance 
rates at this time which would affect 
Florida industries hard hit by recent 
cold weather. He said in Tallahassess last 
week that he is studying a proposed gen- 
eral rate revision. Rate increases were 
granted recently in Georgia. 


ALLSTATE: WRITING IN N. C. 


Sale of residential fire insurance in 
North Carolina by Allstate began Feb- 
ruary 24. The company is writing fire 
insurance on one to four family per- 
manent or seasonal dwellings and con- 
tents only. North Carolina is the 47th 
state in which Allstate has been licensed 
to sell residential fire insurance. The 
company is selling fire insurance in the 
District of Columbia and all states ex- 
cept Massachusetts. 
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as required by law. 


: Balance sheet of 
THE HOME INSURANCE COMPANY - 


ADMITTED ASSETS 


United States Government Bonds . . .°. 
Housing Authority Bonds (1949 ey: 

Other 
Preferred and Common Stocks 
Cash in Office, 
Investment in The Home Indemnity Company 
Real Estate , arabia 9 <5 
Agents’ Balances or U ncollected Premiums less than 90 days due . 
Other Admitted Assets . 


Bonds 


Banks & Trust Companies 


Total Admitted Assets 


LIABILITIES 


Reserve for Unearned Premiums 

Reserve for Losses and Loss Expenses 
Reserve for Taxes Payable . 

Reserve for Reinsurance 

Dividends Declared . ef og NE ag 
Other Dinprames,” eS le ee ee eG 


Total Liabilities 


Capital Stock . 
Surplus 


Surplus As Reged iain 


Total 


DECEMBER 31, 1957 


$ 57,938,486.35 
‘ or 25,887 ,447.84 
Kohat gh eS. Roce ae “ere 89,351,018.80 
197,644,275.76 
22,244,243.47 
15,013,842.00 
6,661,142.92 
27,640,445.25 
8,393 ,290.79 


$450,774,193.18 











$188,172,710.00 
iret eet, 39,355,995.00 
ang. gagged 4,525,000.00 

C ho sg ti BA 2,426,401.81 
Share pea, ete of 2,000,000.00 
aise a, eee 3,922,416.36 
oo 8 8 6 = S240 402.525: 17 
20,000,000.00 

: 190,371,670.01 
._ $210,371,670.01 
$450,774,193.18 











Bonds carried at $6,489,785.23 amortized value and cash $95,500.00 in the above balance sheet are deposited 
All securities have been valued in accordance with the requirements of the National 
Association of Insurance Commissioners. Based on these values the stocks of The Home Insurance Company 
exceed the book value by $92,890,360.66 
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Balance sheet of 
THE HOME INDEMNITY COMPANY - 


ADMITTED ASSETS 


United States Government Bonds 
Housing Authority Bonds (1949 viet 
Other 
Preferred and Common Stocks 

Cash in Office, Banks & Trust Companies nearer Re 
Agents’ Balances or Uncollected Premiums less —_ 90 days due . 
Other Admitted Assets 


Bonds 


Total Admitted Assets . . .« « % 


LIABILITIES 


Reserve for Unearned Premiums . . . . . 
Reserve for Losses and Loss Expenses 

Reserve for me 
Reserve for Reinsurance 

Other Liabilities 


Taxes Payable . 


Total Liabilities 


Capital Stock . 
Surplus 
Surplus as Regards Policyholders : 


Total 


NEW wrance (Company 


Property Protection since 1853 


DECEMBER 31, 1957 


$20,317,121.15 


. 5,829,627.80 
ad ows. Dre tay Saeki 19,120,899.29 
a. Facrbystieel -:s 11,643,391.88 


2,599,508.80 
7,677,982.25 
1,897,965.78 
$69,086,496.95 











$22,215,889.00 
29 482,654.00 
al haGk othiex oa 1,028,000.00 
Ray eet Sores aren! 124,757.80 
ec wha 'acmucGl oc ae 1,221,269.05 
$54,072,569.85 
oat: Rea 1,500,000.00 
Piet et t/a 13,513,927.10 
$15,013,927.10 
$69,086,496.95 

















Bonds carried at $1,124,000.00 amortized value in the above balance sheet are deposited as required by law. 
All securities have been valued in accordance with the requirements of the National Association of 
Insurance Commissioners. Based on these values the stocks of The Home Indemnity Company exceed 
the book value by $4,196,260.76 





and THE HOME INDEMNITY COMPANY 
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MUTUAL’S P. R. PROGRAM 





Company Men and Agents to Seek Com- 
mon Program; Cooperation With 
Entire Industry Sought 

A tough assignment, getting the fire 
and casualty insurance story over to the 
public, was faced by a ten-man commit- 
tee of company men and agents at a 
recent meeting in the Washington office 
of the National Association of Mutual 
Insurance Agents. 

Committee Chairman Robert R. Hoad- 
ley of the Preferred Mutual of New 
Berlin, N. Y., employed a sub group to 
redefine the committee’s objectives in 
the light of current events, and pro- 
duced with full committee approval a 
set of goals of greater scope and chal- 
lenge than had previously been consid- 
ered. 

The key assignment in attacking this 
project was handed a committee headed 
by Minnott M. Rowe, president of the 
Worcester Mutual Fire, and including 
A. Lynn Minzey, secretary of the Auto 
Owners Insurance Co., Les Ihle, presi- 
dent of the Minnesota Association of 
Mutual Agents; Charles Venema, vice 
president of the Michigan Association 
of Mutual Insurance Agents, and Earl 
Heffley, director of public relations of 
the Kemper Companies. C. Robert 
Gruver of the Gray and Rogers firm of 
Philadelphia agreed to give the commit- 
tee professional assistance in its work. 

Chairman Hoadley appointed a com- 
mittee to continue supervision of 
NAMIA’s present public relations con- 
test with Fred Beckford, president of 
Lumber Mutual Fire of Boston, Chair- 
man Walter Sievers, past president of 
the Indiana Agents group, and W. E. 
Koehler, past president of the Wiscon- 
sin association, to assist him. Mr. 
Rowe’s committe is to report to the full 
group during NAMIA’s mid-year meet- 
ing in Louisville, May 12-14. 





St. Louis Agents and 
Brokers Officers 


The 1958 officers of the Associated 
Insurance Agents and Brokers of St. 
Louis have been installed. They are: 
president, John A. Reardon, president, 
John J. Reardon, Inc. insurors and 
realtors; vice president, William Dietz, 
Hartwig-Dischinger Realty Co.; treas- 
urer, Edward C. Wagner, Jr., Edward 
C. Wagner Co. and secretary, Ray H. 
Dolan, Jr., The Dolan Co. New direc- 
tors to serve through 1958 and 1959 
include: Gunter Armbruster, Armbrus- 
ter Realty Co.; Justin F. Burghoff, Burg- 
hoff & Son; Clarence E. Erhardt, pres- 
ident, Clarence C. Erhardt & Sons Realty 
Co.; Joseph A. Goeke, Jr., vice presi- 
dent, Joseph A. Goeke & Co., and Fred 
H. Graf, president, Graf & Case Realty 
Co. 


K. OF C. INSURANCE COURSE 

Chairman of the educational commit- 
tee, New York Chapter, Knights of Co- 
lumbus, Brother Michael A. Manzi, an- 
nounces that the course in insurance 
brokerage will open March 5. March 6 
has been set for the opening lecture in 
the real estate course. Both courses will 
be given at the Henry Hudson Hotel, 
353 West 57th Street, New York City. 
The insurance brokerage course, quali- 
fies for the June, 1958, state examina- 
tion. The insurance course is given three 
nights weekly (Monday, Wednesday, 
and Friday) with a tuition of $60. 








Agents’ Advisory Group 
Of Excelsior Appointed 


Forrest H. Witmeyer, president of the 
Excelsior of Syracuse, N. Y., announces 
appointment of 44 agents from 13 states 
who will serve as members of the Ex- 
celsior’s agents’ advisory council during 


1958. 

The councilors for this year are as 
follows: Connecticut, Valmore H. For- 
cier, Danielson; Charles N. Fowler, 
Thompsonville; Walter E. North, Bridge- 
port, and Richard M. Whelan, Green- 
wich; from Delaware, H. W. Bunting, 
Dagsboro; from Illinois, Frank J. 
Budelier, Rock Island; LeGrand A. 
Flack, Effingham; Robert R. Stitt, Chi- 
cago; Max G. Ziebold, East St. Louis; 
from Indiana, Calvin Burkhardt, Elk- 
hart; Linn S. Kidd, Brazil, and John J. 
Selby, Vincennes; from Kentucky, C. W. 
Sulier, Lexington; from Maryland, J. 
Vernon Coblentz, Frederick, and Har- 
rison M. Walters, Jr., Pocomoke City; 
from Massachusetts, John L. Banner, 
Northampton; Ralph S. Gilmore, North 
Attleboro; Arthur S. Murch, Jr., Glou- 
cester, and Donald M. Ward, Auburn. 

From Michigan, William Hendricksen, 
Houghton Lake; E. H. Rifenberg, Niles; 
John I. Shearer, Bay City, and Lawrence 
H. Stockford, Adrian; from New Jersey, 
George J. Borgos, Kearny, and Harry G. 
Mather, Trenton; from New York, 
Milton E. Burt, Elmira; Ralph S. Butler, 
Elsmere; Ian L. Garriques, Tarrytown; 
Gustav W. Klein, Yonkers; Paul C 
Lambert, Hamilton; Paul F. Peter, North 
Tonawanda; Louis P. Robare, Au Sable 
Forks, and Carl A. Young, Syracuse. 

From Ohio, Andrew Crawford, Jr., 
Geneva; George F. Kramer, Zanesville; 
Richard L. Lehman, Toledo; Robert F. 
Seiter, Xenia; from Pennsylvania, James 
A. Cassidy, Ambler; Robert M. Jones, 
Blossburg; Harvey F. McCauley, New 
Brighton; Robert E. Reinhard, Allen- 
town, and Robert S. Schurlaff, Erie; 
from Rhode Island, Harold Hudson, 
Apponaug, and William W. Richardson, 
Warren. 





Anti-Coercion Act Now 


In Force in Illinois 


The purchaser of retail merchandise 
under an installment sales contract ‘has 
the privilege of choosing the company 
from which he purchases insurance cov- 
ering the articles he bought, State Di- 
rector of Insurance Joseph S. Gerber 
said this provision is included in the 
“Retail Installment Sales Act,” passed 
by the 1957 General Assembly, which 
became effective January 1. The act 
regulates the retail sale of goods pur- 
chased on the installment plan. 

“This is the first legislation passed in 
Illinois prohibiting coercive practices in 
the sale of insurance,” Mr. Gerber said. 
He added that it had long been needed 
in the state. 

Insurance brokers, agents or com- 
panies who violate any provision of the 
law will immediately become subject to 
disciplinary measures by the Depart- 
ment, he added. 





NEW ELMA, N. Y., AGENCY 
The Elma Insurance Agency has been 
established at 5530 Clinton Street, Elma, 
N. Y., by Joseph E. Davis. 


FUAP MEETING PROGRAM 





Pacific Coast Group Gathers at San 
Francisco March 5-6; Details 
of Program Announced 

The complete program for the 82nd 
annual meeting of the Fire Underwriters 
Association of the Pacific is announced 
by Richard B. Masters, manager and 
educational director of the organization. 
The two-day gathering will be held 
March 5 and 6 at the Fairmont Hotel, 
San Francisco, with about 700 attending. 
The program for the opening day’s ses- 
sion follows: 

Welcome by F. Britton McConnell, 
Insurance Commissioner of California; 
“Trends in Casualty Decisions,” Attorney 
Harold Chase of Weinstock, Anderson, 
Maloney & Chase; “A Stockholder Looks 
at the Insurance Industry,” Ivy Lee, Jr., 
director of public relations, Insurance 
Securities, Inc.; committee reports; “The 
Monterey Cost Reduction Conference,” 
Roger Chickering, president of the Cali- 
fornia Association of Insurance Agents; 
“Thoughts of a Fieldman on Education,” 
Robert Watkins, president of the Sacra- 
mento Fire Underwriters Association; 
and “Landslides,” Milford Bliss, engineer 
for the City of Los Angeles. 

The second day will be taken up with 
reports from committees, a panel dis- 
cussion presented by the Insurance Per- 
sonnel Management Association on 
“Personnel Administration and the Cost 
Factor,” which will be participated in by 
William B. Cobaugh, moderator, of The 
Fund Insurance Companies; Russell 
Archerd, Pearl- Monarch Insurance 
Group; William Fuente, Pacific Fire 
Rating Bureau, and Willard Gray, Cali- 
fornia State Automobile Association. A 
highlight of the second day will be an 
address by Preston H. Kelsey, president 
of Marsh & McLennan-Cosgrove & Co. 
His topic “A Broker’s View of the In- 
surance Industry.” 





Bronx Brokers Meet 


The Bronx Insurance Brokers Associ- 
ation held its February meeting at May- 
ers Parkway Restaurant on February 13 
with a luncheon. Vice President Mur- 
ray Berns presided. John Cavanaugh of 
Cavanaugh & Cavanaugh spoke of com- 
missions to agents and brokers. 

Peter J. Marchelos, representing the 
Standard Register Co. of Dayton, Ohio, 
gave a demonstration on improved meth- 
ods for billing and invoicing. A film 
on new forms was given by Mr. 
Marchelos. 





Houston Elects J. R. Ray 


John R. Ray, of John R. Ray Insur- 
ance Agency, was elected to the presi- 
dency of The Insurance Exchange of 
Houston by the board of directors at 
its annual meeting in Houston. Other 
officers and directors elected and_ in- 
stalled include: R. B. Livingston and EI- 
bert E. Adkins, Jr., vice presidents; 
William D. C. Lucy, reelected treasurer; 
and John W. Daniel, reelected execu- 
tive secretary. 

New directors include R. B. Bowen, 
Clyde W. Hanks and William E. Harlan. 
Directors remaining on the board are 
Marion L. Martin, Morris D. Patterson, 
B. Wendell Phillips, and outgoing Pres- 
ident, Frances W. Humphrys, ex-officio 
member of the board. 





PRODUCERS’ REVIEW CLASS 


The Home Insurance Co. will conduct 
a review class for students planning 
to take the New York State brokers’ 
and agents’ examination at the Hotel 
McAlpin’s Crystal Room, 34th Street 
and Broadway, New York, on Thursday, 
March 6, from 6:00 to 9:30 p.m. 





LAWRENCE H. HOCK DIES 


Lawrence H. Hock, 66, retired man- 
ager of the downtown office of the 
Buffalo Insurance Co., Buffalo, N. Y., 
died recently after being struck by a 
hit and run driver. He began his 45 
year association with the firm at the age 
of 16 as an office boy, retiring in 1952. 










“: WHEN IT COMES TO MODERN COMMERCIAL 
AND PERSONAL PACKAGE POLICIES, \ 
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Cirlin Backs Producers’ 
Council in New York 


Formation of a council, made up of 
presidents of all insurance brokers’ and 
agents’ organizations, has been urged 
as a necessary step to give New York’s 
15,000 insurance men proper protection 
and legislative representation. 

Edward Cirlin, president of the Kings 
County Insurance Brokers’ Assn., said 
that a militant council is the only way 
to prevent threatened cuts in the As- 
signed Risk Plan commissions, to restore 
the normal commission to the brokers 
and agents and to make auto insurance 
readily available to all good risks. 

The council would be a federation of 


groups with proportional representation 
established to assure fair distribution of 
power. Mr. Cirlin’s proposal gives sup- 
port to a plan advanced by Craig Thorn, 
president of the New York State Agents 
Assn. Copies of Cirlin’s plan were mailed 
to the presidents of every agents’ and 
brokers’ group in the state. 





Camden Agents Meet 


The Camden-Gloucester County In- 
surance Agents Association of New Jer- 
sey met February 24 in Camden, with 
Joseph Britton as guest speaker. He 1s 
a casualty manager of the American In- 
surance Group and spoke on the retro- 
spective rating plan in New Jersey for 
workmen’s compensation insurance. 

Speaker for the annual banquet oi the 
association in April will be Julius N. 
Cahn, staff member of the Senate For- 
eign Relations Committee in Wash- 
ington, 
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Robert H. Huff & Co. 


(Continued from Page 23) 


Because large amounts of additional 
capital will be needed in future years, 
and because they will have sophisticated 
stockholders breathing down their necks 
from now on, we expect a considerable 
change in the “capital thinking” of the 
change managements. We expect them 
to acquire a more clear understanding 
of how insurance stock markets are 
made and maintained, and of true capi- 
tal costs. 

And we expect, too, to see more stock 


options granted to management. 

The recent and rather general re- 
covery in fire-casualty stock prices 
obviously reflects the belief that the 
worst is over in the fire-casualty busi- 
ness, and that a steady improvement 
can now be expected. In some instances, 
the shares have been purchased on a 
pure investment basis; in other instances, 
on the basis of their merger and “take 
over” profit potentials. And with the 
shares priced at modest fractions of 
their indicated equity values, it is hard 
to see how either class of buyer could 
be wrong. 





Merrill Lynch, Pierce, Fenner & Smith 


The principal problem facing the fire 
and casualty insurance industry is infla- 
tion. If past experience is to be a guide, 
the problem of inflation will eventually 
be overcome by higher rates. However, 
it may take two or three years to do this 
in casualty lines, and three to five years 
in fire lines. : 

With this prelude, certain character- 
istics of fire and casualty insurance 
stocks seem important in relating the 
industry to other industries in an invest- 
ment portfolio. 


Have Not Shared in Market Rise 
Since 1955 


These stocks have not participated in 
the general market advance since mid- 
1955. ; 

The factors which influence earnings 
are to an extent different from those 
which affect general corporate earnings. 
Deflationary influences in the economy 
work in favor of underwriting profitably 
in fire and casualty insurance companies. 
Conversely, inflation works strongly 
against such profits. 

Dividends of fire and casualty insur- 
ance companies are normally paid only 
from investment income. This results 
in a relatively low pay-out of over-all 
earnings in a period of good underwrit- 
ing profit and strong protection for 
dividends in a period of underwriting 
difficulties, such as now. 

Long-term inflation works against prop- 
erty insurance companies in a_ serious 
way. First of all, insurance rates do not 
make allowance for future inflation to 
any great extent. 


Rates Do Not Have Inflation Allowance 


They are designed to allow a profit 
on the basis of existing property values. 
Consequently, as inflation progresses, 
rates tend to lag behind settlement costs. 
Secondly, there is a lag between the 
time a company incurs a claim and when 
it is settled. In the case of a casualty 
company this lag may be several years, 
since court action is often involved. 

Consequently, loss reserves set up to 
cover expected settlement costs can be 
inadequate if several years elapse be- 
tween the setting up of reserve and the 
settling of the claim. If a casualty com- 
pany’s reserves are inadequate they 
eventually must be replenished from 
earnings. This influence has been at 
work in the sudden, very steep declines 
in underwriting earnings in the past two 
years. 

The industry has taken steps to at- 
tempt to correct the current poor under- 
Writing experience. In the first half of 
1957 it obtained rate increases on auto- 
mobile lines in a majority of the states. 
These increases began to affect earn- 
ings in those lines in 1958. Automobile 
lines account for about 40% of all stock 
company business. 

A movement to secure higher fire in- 
Surance rates is under way but an im- 
provement in underwriting of fire lines 
will take longer than on automobile lines. 
Reason is that most fire insurance is 
written on a three-to-five year basis and 
it would take several years for rate in- 
creases to be reflected in earnings. 


Direct Writers Move Into Fire Field 


In automobile lines there is serious 


competition from direct writers of insur- 
ance. These so-called direct writers sell 
insurance in stores and by mail without 
using the services of an insurance agent. 
By doing this they can reduce rates by 
the amount of commission saved. There 
are indications direct writers will move 
more aggressively into fire insurance 
lines. This possibility appears to be re- 
sponsible for a degree of caution in the 
market’s appraisal of fire insurance 
stocks. 
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Shelby Cullom Davis & Co. 


Five massive realizations are dawning 
upon investors and turning them toward 
insurance stocks,.and, in a more lively 
fashion, than in many years: 

1. That the protracted underwriting 
depression, which has lasted 3% years, 
has now drawn to a close, carrying along 
with it the largest and most devastating 
bear market in insurance stock history, 
also lasting 3% years. 


Fundamental Changes Taking Place 


2. That fundamental changes for the 
better are happening in both casualty 
and fire insurance: the cutting of acqui- 
sition costs in automobile lines has long 
been felt to be necessary in view of 








competitive conditions; the inclusion of 
a trend factor in auto rates has also long 
been felt necessary during inflationary 
times. In fire the lowering of discounts 
on term policies has met with satis- 
faction, as well as the abolition of the 


five-year policy in several western 
states. : ‘ 
3. That the prices for insurance 


shares have been “right,” which is sure- 
ly an understatement. Several weeks ago 
insurance shares were selling at their 
lowest price in relation to investment 
income and net worth since 1932. Al- 
though the market has advanced since 
then, many insurance shares are cheaper 
than at any time since 1947. 





“I hot-footed it to the manufacturer one of my clients recom- 
mended as soon as I read the article on Profits and Commissions in 


Jaffe’s Points & Viewpoints. He was sure pleased with what I had to 
say. Said he liked an insurance broker who was on the ball and I 
closed with him the same morning. 


“Yes, we place a lot of business with the Jaffe office. The boys know 


their stuff.” 





JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 


LLTiZ]. JOHN STREET, NEW YORK 38, N. Y. BArclay 7-8900 


Inland & Ocean Marine, Automobile, Liability, Compensation, Disability, 
Fire, Burglary, Glass, Bonds, were Boiler & Machinery, Excess Lines 


4. That the coming bull market in 
fire and casualty shares will carry their 
prices up from currently depressed con- 
ditions 40-50% over the next several 
years. Current markets have not yet dis- 
counted the upturn in underwriting 
which should be brought about by higher 
rates and changes in fundamental com- 
petitive conditions. Dividends could well 
rise 30-40% during the next several 


years. 
Blue Chips 

5. That “good grade” insurance stocks, 
rather than the top quality “blue chips,” 
seem the ones to be favored at present 
because of their fundamental cheapness. 
While the “blue chips” have been pur- 
chased on an averaging basis by the 
pension funds and other institutional 
investors, the “good grades” (those 
with somewhat less favorable underwrit- 
ing records) have been virtually friend- 
less—and can now be obtained 10 times 
investment income alone and at dis- 
counts of 40-50% from net worth. 

1958 therefore holds forth promise for 
insurance stock investors. And if it is 
a feast, it will be after the longest fast 
in insurance share history—and conse- 
quently is the more deserved. 


John C. Legg & Co. 


Baltimore 

(In answer to a letter from The 
Eastern Underwriter inquiring about 
long range prospects for the fire and 
casualty business William F. Gliss, 
manager, insurance stocks department, 
wrote): 

Rate increases received by automobile 
underwriters in the latter part of 1956 
and through 1957 we think are of 
significance. However, rates alone are 
not the complete answer to the un- 
fortunate results suffered by most of 
the companies in 1957. To our mind, 
one of the most significant factors which 
has shown up since last year is the 
reduction of commissions by some of the 
companies in the New York area. We 
think that acquisition costs for stock 
agency companies are too high, par- 
ticularly on private passenger auto- 
mobile exposures. Reduction of these 
commissions to a more realistic level 
nationally would do much to insure 
better results in the future. 

_ In our opinion, the fire and casualty 
industry, certainly an essential industry, 
has excellent long range prospects if 
management will take the necessary 
steps to install proper procedures. This 
is to say that the practice of using three 
or five years past experience to 
promulgate rates for policies running 
three to five years in the future should 
(Continued on Page 30) 
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Holds Cargo Collision Not Within 
“Collision Of Conveyance” Coverage 


The law committee of the Inland Ma- 
rine Claims Association of New York has 
issued a bulletin on a recent Federal court 
decision in the Southwest holding that 
collision of cargo alone is not within 
“collision of conveyance” coverage. Harold 
S. Daynard, well known independent ad- 
juster, is chairman of the law committee 
which prepares these bulletins as a monthly 
feature of the association’s educational 
program. The review of that decision and 
discussion of other decisions coming to 
contrary conclusions follows: 


The United States Circuit Court of 
Appeals for the Tenth Circuit has ar- 
rived at the conclusion that some courts, 
when construing insurance coverages, do 
not understand plain English. Chief 
Justice Murrah of that court recently 
deplored the creation of ambiguities in 
insurance contracts which do not exist 
and recognized the plight of insurance 
companies when such “ambiguities” are, 
according to the usual rule, construed 
against underwriters. 

This refreshingly lucid thinking oc- 
curred in the recent case of an insurance 
company versus Anderson reported in 9 
Fire and Casualty <ases on Page 233. 
In that case the court refused to hold 
(as some others have done) that collision 
of cargo alone is within the coverage 
which by its terms is restricted to “col- 
lision of conveyance.’ 

Facts of “Collision” 

The facts in that case were the usual 
which probably confront many 
men in their current work, The 
property involved was insured under a 
scheduled property floater insuring 
against among other things “direct loss 
of and/or damages to” the drilling unit 
“by (f) collision, derailment or overturn- 
ing of land conveyances while the in- 
sured property is being transported 
thereon on land.” 

While the insured drilling unit was 
being transported on a truck, and the 
truck was checking its speed on a curve, 
the boom chains broke, causing the unit 
to slide off the truck and onto the 
ground where it struck or collided with 
another truck on the roadside. The truck 
did not collide with any object, nor did 
it overturn. The only collision was that 
of the drilling unit with the ground and 
the parked truck on the roadside after it 
had left the truck on which it was being 
transported. 

Before reaching the Circuit Court of 
Appeals, a lower court had held that 
the loss was covered within the meaning 
of the policy. In commenting on the 
lower court holding, the Circuit Court 
of Appeals judge said: 

“The court’s conclusions are based on 
the concept that the policy was ‘intended 
to and did insure plaintiff’s drilling 
equipment against damage by collision 
while in transit on a land conveyance.’ 
Otherwise stated, the contract was in- 
tended to provide coverage for damages 
to cargo caused by collision, whether the 
involved or 


ones 
claim 


means of conveyance Was 
not.” 
Lower Court Reversed 
The higher court then went on to 
reach the exactly opposite conclusion. 


In doing so it said it was not reversing 
the lower court simply because it had 
“the last word” or because this particular 
court “prefers one line of pertinent 
authorities over another.” Rather, this 
court stated that it simply must hold that 
the loss is not covered because “the con- 
tract on its face delineates coverage in 
words too plain for doubt.” 


_The_ court therefore ruled: “Con- 
sidered apart from the promptings of 
the trial court, and the cases which 


seem to support its interpretative reason- 
ing, we should have no difficulty con- 
struing the insurance clause as not as- 
suming the peril which caused the loss. 
For, to us, the insuring language of the 
policy unambiguously assumes the risk of 
or damages 


loss to the drilling unit 


caused by a collision of the truck upon 
which it was being transported when the 
loss occurred, and does not assume the 
risk of damage caused by the collision or 
overturning of the cargo alone.” 

Chief Justice Murrah made it clear 
that the only doubt involved comes not 


from the policy terms but from the way 
other courts have misconstrued them. 
The decisions which held losses of this 
type and similar losses covered were 
criticized by Justice Murrah in the 
following review of the cases: 


Review of Other Cases 


“The first case which seems to support 
the trial court’s reasoning is Wheeler v. 
Fire Ins. Co., 118 S. E. 609. There, the 
policy insured cargo against damage 
‘while being transported by any con- 
veyance by land or water—stranding, 
sinking, collision, burning or derailment 


of such conveyance.’ While the driver 
of the insured automobile was attempt- 
ing to board a ferry boat for the pur- 
pose of being transported across the 
river, the automobile in some way fell 
from the ferry and sank. The court 
thought the words of coverage am- 
biguous, and resolving the ambiguity in 
favor of the insured, held in effect that 
the true intent and meaning of the 
policy was to provide coverage for dam- 
ages to the cargo while it was being 
transported; and that the words, ‘strand- 
ing, sinking, collision, burning or de- 
railment of such conveyance’ were only 











2. Set 2 tab and | decimal position on stub—standard data posi- 
tion the same on all policies. (3 positions instead of 7 or more, 
no “weaving” back and forth—typing area designed for utmost 


convenience and efficiency). 





4. Insert in separate jacket—-window openin 


insureds name and address, policy term, agency. (No typing 
necessary on jacket) NOTE: text is guaranteed on “Short 


Write” policies. 


~ What a difference 
a form can make! 


“SHORT WRITE” 
POLICIES 


... are sO easy to prepare... 
... with only one standard format for — 
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shows policy no., 5. Fold and insert in special window envelope showing insured’s 


name and address—seal and stamp. (No duplicate typing of 
envelopes, no chance of error). 
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enumerations of the manner or the 
means by which the loss could occur. 

“In a subsequent case (Johnson v. 
Ins. Co., 127 S.E. 14, 40, A.L.R. 993), 
the same court, considering the identical 
insuring clause, arrived at a diametri- 
cally different conclusion under only 
somewhat slightly different facts. There, 
while the insured automobile was being 
transported by ferry across the river, it 
suddenly moved forward under its own 
power and plunged into the river. The 
writer of the majority opinion in the 
latter case (who dissented in the former) 
thought the policy ‘plainly and without 
the slightest ambiguity’ showed ‘that the 
perils insured against were the strand- 
ing, sinking, collision, burning or de- 
railment of the conveyance in which the 
automobile was being transported at the 
time of the injury’; that ‘the con- 
veyanice was a ferry boat; the evidence 
shows that the ferry boat was not 
stranded; it did not sink; it was not 
burned; it did not collide with anything ; 
and, of course, was not derailed.’ The 
court was thus unable to conceive how 
the asserted loss could be charged to 
the ‘stranding, sinking, burning, collision, 
or derailment of the ferry boat against 
which perils alone the plaintiff was in- 
sured... 

“A typical and oft-cited case is C. & 
J. Commercial Driveway v. Fire Corp., 
242 N.W. 789. There, the insurance con- 
tract insured the cargo against loss or 
damage caused by ‘accidental collision of 
the truck with any other automobile, 
vehicle or object.’ In accord with the 
philosophy of the Wheeler case, and 
following a prior Arkansas case (Ins. 
Co. v. Jones, 266 S.W. 286), the court 
thought the insurance contract, when 
considered in its entirety and upon its 
face, was intended to insure the cargo 
against the ‘hazards of the road while 
they are in transit.’ Construing the con- 
tract most favorably to the insured, and 
consistently with its found purposes, the 
court concluded that the ‘accidental col- 
lision of the truck with any other auto- 
mobile, vehicle or object,’ included col- 
lision of an insured automobile being 
transported on the truck with an over- 
hanging plank in a bridge. 

“This reasoning has been applied to 
sustain coverage under similar insuring 
clauses in cases involving damage to 
cargo caused by collision or impact of 
the cargo with an object, but not the 
conveyance on which it is being trans- 
ported. See Jorgenson v. Ins. Co., 38 
N.W. 2d 209, and cases cited.” 


Second Circuit Court Decision 

The Tenth Circuit Court was also 
critical of a case decided by the Second 
Circuit Court of Appeals, namely Gar- 
ford Trucking v. Insurance Co., 195 F. 
2d 381. In referring to that case, Justice 
Murrah stated that the conflict of 
authorities was recognized in that case 
but not resolved. The judge went on to 
say that that case involved a policy in- 
string against damage to cargo caused 
by a “collision of vehicle, overturning or 
other accident to the conveyance.” 

The Second Circuit Court thought that 
a collision of the cargo with an over- 
hanging bridge was an accident to the 
conveyance within the meaning and cov- 
erage of the policy, although not a “col- 
lision of the vehicle.’ The court 
reasoned that if the force of the con- 
tact between the insured load and the 
bridge had caused injury to the truck, 
however slight, it would have plainly 
fallen within the phrase “other accident 
to the conveyance.” From this hypothe- 
Sis, the court construed the “policy to 
cover this peril whether or not the truck 
sustained damage.” 

In contrast to these foregoing holdings, 
Justice Murrah referred to what he 
termed “other well and, we think, better 
reasoned cases.” The judge stated that 
these cases construed the insuring clause 
In question, or similar ones, as unam- 
Aguously insuring cargo only against 
damages caused by collision of the means 
of conveyance, and excluding from cov- 
erages any damages caused by collision 
of the cargo alone. 


Massachusetts Ruling 


“Thus,” continued the court, “in Men- 
delsohn v. Ins, Co., 195 N.E. 104, with 


Excelsior Underwriting 


Gain; Premiums Increase 
Excelsior Insurance Co. of New York 
reports excellent results during 1957 ac- 
cording to President Forrest H. -Wit- 
meyer. Among the high-lights of the year 
were an underwriting gain of $44,073; a 
ratio of 49.7% on incurred losses and loss 
expense to net premiums earned; and a 
ratio of 46.2% on incurred expenses to 
net premiums written—or a combined 
loss and expense ratio of 95.9%. Net 
premiums written increased 6.4% during 
1957 to $1,250,636. 

In addition to the underwriting gain 
there was net investment income and 
realized gains of $115,209 plus $5,425 
increased equity in unearned premium 
reserve, thereby producing total realized 
net earnings of $164,707, or 91.4 cents 
per share on 180,115 shares outstanding. 
Of this amount $72,025 was paid in cash 
dividends to the company’s more than 
2,100 stockholders and $7,500 reserved 
for Federal income tax. 

There was an increase of $31,118 to 
$3,222,678 in net assets, a gain of $13,- 
563 to $1,372,130 in unearned premium 
reserve and a policyholders’ surplus of 
$1,611,986, down only $16,905 despite an 
unrealized investment portfolio decline 


of $87,284 during 1957. 





FIRE RATES CUT IN N. MEX. 

New Mexico State Corporation Com- 
mission Chairman James Lamb an- 
nounces reductions in fire insurance 
rates which he said would save owners 
in the state more than $580,000 annually. 
He said the reductions became effective 
February 17 withthe filing of revised 
rules and rates by the Mountain States 
Inspection Bureau. Overall effect for 
the state will be a reduction of about 
25% in fire insurance rates on one and 
two family dwellings. 





identical policy provisions and facts in- 
distinguishably similar to C. & J. Com- 
mercial Driveway v. Fire Corp., supra, 
the court arrived at an opposite result. 

“The Massachusetts court could find 
no ambiguity in the insuring language, 
but, on the contrary, thought that the 
words used to define the peril insured 
against were ‘simple, everyday words 
and the structure of the sentence where 
they appear not complicated.’ The court 
accordingly construed the contract as 
not including liability for damage re- 
sulting from the collision of the cargo 
and not the conveyance. 

“The Mendelsohn case was followed in 
Barish-Sanders Motor Co. v. Ins. Co., 
278 N.W. 374; and Hamilton Trucking 
Service v. Ins, Co., 237 P. 2d 781. See 
also Annot. 36 A.L.R. 2d 522. The Wash- 
ington court, in the latter case, could not 
avoid feeling that those courts which had 
construed the insurance contract as pro- 
viding coverage ‘have created ambig- 
uities where none existed and have then 
used rules of construction to determine 
the intent of the parties ... thus en- 
larging the risk coverage under the in- 
surance policies ...’” 

As indicated, the principal case under 
discussion was decided in the Tenth 
Federal Circuit. The Circuit Court of 
Appeals of that area has jurisdiction in 
Federal cases (cases involving more 
than $3,000 with a diversity of citizen- 
ship among the parties) arising in 
Wyoming, Utah, Colorado, New Mexico, 
Kansas and Oklahoma. 

The Garford case decided in the Sec- 
ond Circuit is binding in Federal cases 
within the jurisdiction of that area, 
namely, New York, Connecticut and 
Vermont. 

Because of the difference of facts in 
these two cases it is difficult to say how 
the Second Circuit Courts would rule in 
a situation identical with that of the 
Anderson case, In that case the cargo 
did not collide with anything until it 
left the truck and struck the ground 
and a parked truck. The cargo in the 
Garford case was on the truck when 
striking the bridge. Justice Murrah im- 
plies that this is an immaterial distinc- 
tion which would not change his opinion. 











Short Quiz for Agents: 


1. WHY does Royal-Globe have 
a school for agents? 


2. WHO should go to the next 
session of Agents’ School? 


3. WHEN is the next session of 
the Royal-Globe Agents’ 
School? 


answers: 


1. Because it is to our advantage to have the best edu- 
cated agents. It is an investment in the future for 


Royal-Globe. 


2. You. It pays off for us, because it paid off for our 
graduates. It will pay off for you. 


8. The next class starts on May 5th. 


Ask your Royal-Globe Multiple-line fieldman or write 
to “Education Department,” N. Y. office for infor- 
mation. 






















150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © STAR INSURANCE COMPANY OF AMERICA © AMERICAN AND FOREIGN 
INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. © THAMES 
& MERSEY MARINE INSURINCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 


Page 30 









A) 2d ie NORE SOA, : 





THE EASTERN 
UNDERWRITER 






EEL aE 
Bam ow BY OS 
pune” 





February 28, 1958 








Cartwright, Valleau & Co., Chicago 


By Levertnc CarTWRIGHT 


A capital reason for investment op- 
timism in fire and casualty insurance 
shares is that management is beginning 
to act like an owner. For all the talk of 
the capital stock system there has been 
too little genuine concern for the stock- 
holder or even identification of man- 
agement with the stockholder interest. 
Now, prolonged adversity is forcing and 
is making possible the kind of decisions 
that would be made if management and 
owner were one. There is evident a 
new spirit of resolution, a firming up 
of management backbone, a disposition 
to deal forthrightly with problems that 
even are reckoned to be provocative 
to state officials, sales force and public. 

This kindling of the spirit of resolu- 
tion is ar imponderable, but it is a 
factor of first magnitude in forecasting 
the future of insurance shares for the 
investor. If such a spirit grows it will 
find fruition in ever increasing measures 
that will put the stock compaines back 
in the running as hard hitting, success- 
ful, growing and profitable enterprises. 
And it will let the older generation 
agents recruit their sons into the busi- 
ness in good conscience. 

Share Owners More Articulate 
ownership interest is going to 
more and more articulate and 
a force to be reckoned with. Even 
though results might have been lack- 
lustre, stockholders were silent so long 


The 
become 





Stock Groups Oppose 
Tax Equality Proposal 


Stock fire and casualty companies want 
no change in the present method under 
which they are taxed, the National Board 
of Fire Underwriters and the Association 
of Casualty and Surety Companies told 
the House Ways and Means Committee 
this week. The two associations filed 
statements with the committee, which 
recently completed hearings on tax re- 
vision at which the Allstate-dominated 
National Committee for Insurance Tax- 
ation proposed a plan under which all 
types of fire and casualty companies 
would be taxed on the same basis. 

The two major stock company asso- 
ciations joined forces with the mutuals 
in opposing the Allstate plan. This pro- 
posal, according to NBFU General Coun- 
sel J. Raymond Berry, “would not only 
create inequities between different types 
of insurers, but would establish a new 
type of tax inequity, at least in the 
stock company field, between competing 
insurers of the same type. 

“This tax proposal invades a field of 
taxation which is now exclusively re- 
served to the several states, i.e., the levy- 
ing of what amounts to a sales or excise 
tax on premium writings.” 


K. of C. Brokers Course 


The Knights of Columbus insurance 
brokerage course in New York City be- 
gins its spring session March 5. The 
course, now in its 40th year, is in prepa- 
ration for the state brokers’ examination 
to be given in June. 

The lecturers who are associated with 
the school are William Bartell, fire; 
Davis Quinn, bonds and surety; George 
W. Saur, burglary; Charles H. Kelley, 
compensation and liability, and Joseph P. 
Truglio, accident and health. 

A Fall Course will begin September 
3. Classes are being held at the Henry 
Hudson Hotel, 353 West 57th Street, 
each Monday, Wednesday and Friday 
from 6:30 to 9:30 p.m. 








BUFFALO 


and Charles F. 


PROMOTED IN 
Fred R. Dentinger 


Geyer have been elected assistant sec- 
retaries of Buffalo Fire Office Inc., Buf- 
falo, N. Y. Mr. Dentinger has been with 
Buffalo Fire Office since 1955 and Mr. 
Geyer has been with the insurance con- 
cern since 1957. 


as there was a little left to divvy up 
with them. However, when their money 
is being siphoned off they are going 
to ask questions that can be embarrass- 
ing to operations that are archaic and 
to systems and attitudes and empires 
that can’t answer that they are con- 
tributing to stockholder profit. 

The fire and casualty business has 
a lot of catching up to do with con- 
temporary procedures, but the will to 
do it is increasing. 

In one way or another the ownership 
interest is going to becoime accented. 
Some of it may come, paradoxically, from 
the present trend towards fire and cas- 
ualty companies assimilating life com- 
panies. Where the life company owner- 
ship element is concentrated and the 
stockholder interest is diffused in the 
fire-casualty company, an exchange of 
stock may place the life people in com- 
mand. 

The postwar crop of 
optimistic underwriters 
chastened, if not erased. 

When procedures are modernized and 
costs are adjusted to the realities of 
competition, the able companies will 
again be good to their stockholders. 


reckless and 
has become 
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(Continued from Page 27) 


be changed. Also, the commission prob- 
lem I mentioned should have immediate 
attention. There has been an unfortu- 
nate tendency in some quarters of the 
industry to put too much faith on being 
pulled out of bad years by rate increases 
alone. It is our opinion that more leader- 
ship is necessary to insure the inherent 
long range possibilities of this very 
important segment of our economy. 
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Get the “S7—-Percenters” 


846 losses occurred in a single town where Hurricane Audrey 
struck last summer. Insurance totaled only 57 per cent 
of the value of the property destroyed. 


ames How many of the homes 


in your community are 


equally under-insured? Don’t put yourself in the embarrassing 
spot of having to tell a client—after his house burns — 
that you hadn't sold him insurance to value. 


ems Get the 57-Percenters’’ to increase their dwelling 
insurance right now. And when you've arranged realistic 
protection for your clients, get after your prospects the same way. 


wee The new Zurich-American circular, ““Half a House?”’, 
will help you sell the need of insurance to value. Ask the 
Zurich-American field man about this and other 


effective sales stimulators. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 








Hartford Statement 


(Continued from Page 1) 


37.07% in 1957, 37.49% in 1956 and 37.02% 
in 1955. 

The group invested slightly over $50,- 
000,000 last in county and 
municipal bonds, particularly tax-exempt 
sold over $33,300,000. in 
Over $11,400,- 


year state, 
securities, and 


U.S. government bonds. 





Jie Ohi oO! Os Os bs 


000 were invested in common stock. At 
the year-end the group had nearly 62% 
investments in and 38% in 
stocks. This compared with about 60% 
in bonds and 40% in stocks in 1950. 
President Hullett 
in 1957 a program was initiated for con- 
further decentralization and 
reorganization of operations of the sev- 
era! companies in the group. Thus far 
70 fire and casualty field offices have 
been combined, and this course will be 
continued. Departmental offices are 
being placed on a consolidated basis for 
all companies. A northwestern depart- 
ment has been established at Minne- 
apolis to handle the group’s business for 
six states in that area and a southwest- 
ern department is being formed at Dallas 


of bonds 


said in his report, 


solidation, 


to supervise a _ six-state area. These 
revisions to improve service to pro- 
ducers and policyholders will in time 


bring a reduction in operating expenses. 

Assets and policyholders’ surplus for 
the individual companies in the group 
are as follows: Hartford Fire, $468,- 
252,195 and $285,916,844; Hartford Acci- 
dent and Indemnity, $420,139,033 and 
$117,369,691; Hartford Live Stock, 
$6,138,957 and $5,380,240; Citizens of 
New Jersey, $7,457,499 and $5,549,749; 
New York Underwriters, $20,832,397 and 
$11,368,846; Twin City Fire, $5,207,269 
and $3,758,491, and London - Canada, 
$1,902,692 and $883,659. 
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Greater Auto Safety, Lower Repair 
Cost, Goal Of Cooperative Effort 


one insurance company dominates. The 
council meets once each month, and the 
chairmanship of these meetings is passed 


Need for closer cooperation between 
the insurance industry and automobile 
manufacturers to reduce the number of 
fatalities and accidents on the highways 
and to lower costs to the public because 
of these deaths and injuries, plus the 
ever increasing cost of repairing auto- 
mobiles are stressed by Ellis Metheny, 
manager, material damage department, 
Farm Bureau Mutual of Indianapolis. 

Speaking before a meeting of the Loss 
Prevention Managers’ Conference at In- 
dianapolis he told of present work of the 
local Automobile Material Damage In- 
surance Council, composed of representa- 
tives from 15 insurers in that city, This 
council aims to promote greater safety 
in auto design and to promote automo- 
bile design that will lower repair 
charges. Mr. Metheny feels that insur- 
ance companies must forget competition 
where these safety problems are con- 
cerned. If the two industries can join 
to meet these problems, solutions can 
be found. 


Problems of Insurance and Auto 
Industries 


“The insurance industry, naturally, is 
concerned about the fact that it is losing 
money and must consequently raise 
rates,” said Mr. Metheny. “Everything 
indicates that insurance rates will go 
higher year by year. The obvious reasons 
for this trend are common to all of us— 
high jury awards on bodily injury claims, 
higher repair costs on damaged automo- 
biles due to more complicated designs, 
higher costs of parts that are difficult 
to install, consequently, higher labor 
cost. 

“The automobile manufacturers, on the 
other hand, are concerned with building 
a product that can be manufactured and 
sold for a price that will yield a profit. 
They believe that they are building what 
the public wants, and I doubt that we 
can justly criticize the manufacturer for 
this, 

“LT have talked with representatives 
Irom some automobile manufacturers, 
and they are also concerned with rising 
surance costs. We all know that the 
Vast majority of automobiles sold are 
inanced. We also know that every fi- 
nance company demands insurance pro- 
tection against loss of, or damage to, the 
automobile being financed. It is not 
dificult to see what effect a continued 
tise in the cost of this necessary insur- 
ace protection will have on the sale of 
new automobiles. 


Indianapolis Council Formed 


“ . 

. “There has now been established here 
in Indianapolis what is known as ‘The 
Automobile Material Damage Insurance 


Council’ composed of approximately 15 
' Insurance 


} time,” Mr. Metheny revealed. 


the present 
\ “The pur- 
Pose of this council is to promote the 
mportance of the material damage 
Pn of the automobile insurance busi- 

SS, 

“We believe that many problems com- 
mon to all insurance companies can be 
solved to large degree through this 
council, This council is not just another 
ganization but rather, as the name 
implies, a council where representatives 
of all automobile casualty insurance com- 
panies may come together and discuss 
and ultimately recommend to their re- 
ove companies certain actions that 
might help solve common problems. 
he council is so organized that no 


companies at 


from company to company. The com- 
panies and their representatives have 
agreed to put aside their individual dif- 
ferences and work together on objectives 
that will be in the best interests of all 
—insurance companies and the insuring 
public. This council urges you or your 
company to join with us, or form your 
own council in your own areas, and ulti- 
mately all councils can come together on 
these problems. 


Safety in Design and Lower Repair Costs 


“Two principal long-range projects of 
this council are: promote safety in 
automobile design, and 2, promote auto- 


mobile designs that will lower repair 
costs. 
“These councils can promote the 


gathering of statistics with a minimum 
of expense and work that will be factual 
almost beyond doubt—what design fea- 
tures in automobiles are causing certain 
specific types of injury and deaths in 
automobile accidents. This information 
can be directed in sufficient quantity to 
a pre-designated information center 
where it can be sent to, or obtained by, 
automobile manufacturers. 

“We have much faith in the ability of 
the engineers in the automobile industry 
today and firmly believe that given fac- 
tual information and opportunity, they 
can build automobiles safer than we have 
ever dreamed possible. We do not mean 
to imply that they have not done many, 
many things up to now to build the safer 
automobiles we drive today, nor do we 
intimate that they are not striving to do 
even better. We only believe that a 
better job can be done, and we should be 
willing to help them do it,” Mr. Metheny 
stressed. 

“We also believe that automobiles can 
be designed and built in such a way that 
they can be repaired with less expense 
than they are today—yes, in addition to 
being safer. 


Safety Primary Objective 


“We must recognize the fact, however, 
that certain compromises will result as 
always in automobile design. In other 
words, it may be necessary for the engi- 
neer to sacrifice some ideas that would 
lower repair costs in certain areas of 
design to gain increased safety. I am 
sure that no person or insurance com- 
pany would place repair cost before 


safety. Safety must come first even if it 
costs a little more to repair the vehicle. 

“Increased safety in design could 
lower the cost of settling bodily injury 
claims. Both the auto industry and in- 
surance industry should be willing to 
accept, consider, and act on suggestions 
from one another so long as they are 
given as constructive suggestions,” con- 
tinued Mr. Metheny. 

“We sincerely believe that the most 
good will result through a better under- 
standing of one another’s problems, In 
other words, we need to educate one 
another and then come forward together 
with facts to educate the public. In 
this way, we, the insurance industry, can 
help the automobile manufacturer by 
helping the public think safety and buy 
safety in the automobile of the future. 


Auto Manufacturers’ Problems 


“Automobile manufacturers are reluc- 
tant to make really drastic changes in 
design for several reasons, The most 
prominent reason, in all probability, is 
that the public might not buy a radical 
change and the company would suffer a 
great financial loss in one year’s. time 
that would take years to correct. There 
are some examples of this in the past. 

“The manufacturer has learned that 
people must be ‘conditioned’ for new de- 
signs, They spend thousands of dollars 
on surveys trying to learn what people 
want and what they will buy. Experience 
has proved that a wide difference exists 
between what they indicate they want 
and what they will actually buy. 

“This points up the need for an infor- 
mation center that could send forth 
factual information, developed and agreed 
upon by both the auto industry and the 
insurance industry, that would give the 
public something to really rely on when 
deciding what to buy from a safety and 
cost standpoint. In other words, this 
information would come from a source 
similar to that from the Bureau of 
Standards. This could help automobile 
manufacturers a great deal in bringing 
about changes in design for increased 
safety. 

“We believe that the auto industry 
and the automobile insurance industry 
will, in the very near future, need to take 
a much closer look at the total bill (in- 
cluding price of automobiles and cost of 
adequate insurance protection), because 
it is becoming prohibitive for many peo- 
ple. This I do not view as being either 
pessimistic or optimistic—but realistic. 


Challenge to Private Enterprise 


“T am sure that not one of us, either 
in the insurance industry or the auto 
industry, want government controls in- 
jected into our respective businesses, but 
we need to recognize that this feeling 
includes and places a responsibility on 
private enterprise to solve problems that 
will otherwise make governmental con- 
trols necessary. 

“To me, there is only one reason why 
the plan I have tried to outline will fail 


and that is, the insurance industry or - 


automobile industry should try to dictate 
to each other how each must run its 
respective business. We should guard 
against this at all times.” 
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Top Executives Attend 
Marine Office Dinner 


The 39th annual meeting and dinner 
of the Marine Office of America was 
held at the Plaza Hotel in New York, 
February 18. J. Victor Herd, chairman 
of the executive committee of the Marine 
Office and chairman and president of the 
America Fore Loyalty Group presided. 
Among officers of member companies of 
the Marine Office who were present 
were: William Rearden, president of the 
Loyalty Group; George Mead, president 
of the Glens Falls; Elmer Sammons, 
president of the Hanover Group, and 
Bruno Vitt, chairman of the board of the 


American Insurance Group. 

George Inselman, president of the 
Marine Office, reported to the 109 in 
attendance that the volume of premiums 
written in 1957 was the largest in Ma- 
rine Office history. 





AIU Window Displays of 
Models of Famous Ships 


American International Underwriters, 
at 102 Maiden Lane in the heart of New 
York’s insurance district, has re-insti- 
tuted a series of window displays. The 
latest shows ship models from early days 
to the present as well as a rendering of 
the atomic-powered “Savannah” and a 
photo of the original “Savannah,” the 
first steam vessel to cross any ocean. 

Among the distinguished guests pres- 
ent to view the installation of these win- 
dows were: Douglas C. MacMillan, pres- 
ident of George B. Sharpe Inc., designing 
firm for the new “Savannah”; Rear 
Admiral Gordon McClintock, USMS, 
superintendent U. S. Merchant Marine 
Academy, King’s Point; Cadet Frederick 
T. Hopte of the U. S. Merchant Marine 
Academy and president of the Trident 
Club whose members will dive for relics 
this summer from the old “Savannah” 
which sank in the Atlantic, south of 
Fire Island, N. Y.; Kenneth Fickett, 
descendant of Francis Fickett who de- 
signed the original “Savannah;” and 
other American International Under- 
writers officers. 

After the ceremonies those. present 
were guests of Donald H. Miller, pres- 
ident of American International Marine 
Agency, for luncheon. AIU’s next ex- 
hibit will portray highlights of aviation 
history. 





SCHUCH JOINS PEARL 

The Pearl-Monarch Insurance Group 
announces appointment of John J. 
Schuch as special agent for the suburban 
area of Chicago. Mr. Schuch will be 
assistant to State Agent Leo M. Zech. 
Following his discharge from the U. S. 
Navy in 1946, Mr. Schuch joined the 
Fireman’s Fund at: the Chicago office 
where he held the position of brokerage 
supervisor. 




















Revise Liability Ins. 
Rules, Classifications 


FEB. 26 FOR MUTUAL BUREAU 





Approval in 42 States, D. C. for O. L. 
& T., M. & C., Elevator Manuals; 
Main Revisions Outlined 
The Mutual Insurance Rating Bureau 
announces that insurance authorities in 
42 states and the District of Columbia 
have approved a revision of rules and 
classifications for general liability insur- 
ance. This revision became effective 
February 26, for members and subscrib- 
ers of the Mutual Bureau, except in 
Texas where the revised rules are ap- 
proved effective March 26. The revision 
is currently pending in New Jersey and 

New York. 

The more important changes included 
in this revision are briefly described as 
follows: 

Financial Control 


1. The additional interest rules in all 
liability manuals regarding “financial 
control” have been amended to provide 
that a group of persons which owns or 
financially controls a partnership or cor- 
poration may be included as additional 
interests on policies covering such part- 
nership or corporation without additional 
premium charge. Previously the rules 
permitted adding as additional interests 
a group of persons having financial con- 
trol, only if the corporation had not 
more than ten stockholders. 

2. In the Elevator Liability Manual 
reduced factors are introduced in the 
Elevator Bodily Injury Increased Limits 
Table AE. 

Changes To Suit WC Rules 

3. Several rule changes have been 
introduced in the Manufacturers’ and 
Contractors’ Liability Manual so that the 
audit provisions of such manuals corre- 
spond to the comparable rules applicable 
for workmen’s compensation insurance. 
For example, the rules regarding driv- 
ers, chauffeurs and operators of self- 
propelled or power operated equipment 
and their helpers have been amended so 
that in those instances when the cost 
of hire of rented equipment includes the 
payroll of the driver or helper, the pay- 
roll actually used for premium compu- 
tation purposes is not distorted by the 
increasing rental cost of such equipment. 
In addition, the language of the various 
Manufacturers’ and Contractors’ clas- 
sifications has been amended wherever 
feasible to correspond to comparable 
workmen’s compensation classifications, 
thus simplifying preparation of policies. 

4. In the Owners’, Landlords’ and Ten- 
ants’ Liability Manual the “per airport” 
rating basis for airports with runways 
in excess of 3700 feet has been eliminated 
in order that other underwriting bases 
may be used. 

5. Under the O.L.&T. Liability Manual 
a provision has been introduced whereby 
special rate treatment may be applied 
with respect to coverage for pre-demoli- 
tion and pre-construction in connection 
with slum clearing projects under the 
auspices of any public authority. 

Custom Farming 

6. Exclusion (b) of the farmers’ com- 
prehensive personal liability section of 
the O. L. & T. Manual has been revised 
so that coverage is included basically for 
“custom farming.” However, custom 
farming which is not incidental is subject 
to additional premium charge, or may be 
excluded on an optional basis. 

7. The rules of the storekeepers’ lia- 
bility Section of the O. L. & T. Manual 
have been revised to correspond to the 
latest standard provisions policy lan- 
guage. 

In addition to the above revisions, 
numerous editorial changes and correc- 






In ’57 Allstate Wrote 
$313,168,000 Premiums 





PRES. J. B. BRANCH REPORTS 





Net Profit at $10,235,000, Up 26%; 
Assets $423,894,000; Underwriting Loss 
$578,000; Life Sales Satisfactory 





Business of the Allstate during 1957 
totaled $313,168,000 in premiums written, 
exceeding the 1956 figure by $30,483,000 
or 11%, and setting a new company rec- 
ord, President Judson B. Branch an- 
nounces. The number of Allstate policy- 
holders showed a substantial gain, with 
total policies in force at year’s end being 
in excess of 4,500,000. 

“Allstate’s substantial gains in sales, 
number of policyholders and assets have 
made this a good growth year for the 
company,” Mr. Branch said. 

Allstate’s 1957 figures reveal a continu- 
ing serious situation in the auto insur- 
ance field, in which the company again 
experienced an underwriting loss of 
slightly more than $2,000,000. This loss 
was due to heavy claim costs, Mr. 
Branch said. 

Auto Underwriting Problem 

Underwriting gains in other lines, in- 
cluding fire, general liability, theft and 
homeowners insurance, enabled Allstate 
to cut its over-all underwriting loss to 
$578,000, he said, as compared to $1,412,- 
000 in 1956. “The unfavorable underwrit- 
ing situation facing the auto insurance 
industry is an extremely serious prob- 
lem,” he said. “On the whole, rates have 
failed to keep pace with the pronounced 
rise in claim costs and the expense of 
doing business.” 

Interest and dividends from invest- 
ments rose to $11,402,000 in 1957, com- 
pared to $9,716,000 the previous year. 

“Profit on Allstate’s general liability, 
theft and homeowners’ insurance and 
fire insurance operations and the earn- 
ings resulting from Allstate’s investment 
policy enabled us to show a net profit 
after taxes of $10,235,000,” Mr. Branch 
announced. “This is a 26% improvement 
over 1956, when our net profit was 
$8,131,000.” 

Auto Premiums Gain $25,882,000 

As in the past, Allstate’s automobile 
insurance sales accounted for the ma- 
jor portion of the companies’ business. 
Direct auto premiums for 1957 were 
$299,816,000, a gain of $25,882,000 over 
the $273,934,000 total of the previous 
year, according to Mr. Branch. 

“Allstate had excellent gains in the 
number of policyholders in all lines,” 
Mr. Branch said. “Total policies in force 
at year’s end were 4,536,747, or 332,- 
475 more than at the end of 1956 and 
represented an all-time high. Auto and 
general liability policy sales increased 
steadily, and fire policyholders increased 
by 31%.” 

Total assets of the Allstate companies 
at the end of 1957 were $423,894,000, a 
gain of $44,536,000. The companies dur- 
ing 1957 increased their reserve for 
losses expense to $167,134,000, 21%, or 
$28,746,000 more than in 1956. Policy- 
holders’ surplus at year’s end was $76,- 
964,000. 

Allstate now has more than 13,600 em- 
ployes, a 10% gain in the past year. The 
companies recently announced the for- 
mation of a sixth zone territory, the 
west central zone, with headquarters in 
Kansas City, Mo. During 1957 regional 
offices were opened in Sacramento, 
offices were opened in Sacramento and 
Denver, and new buildings were dedi- 
cated for Santa Ana, Cal., Roanoke, 
Va., Detroit and Indianapolis. 

(Continued on Page 37) 





tions have been incorporated in the vari- 
ous Manuals. 


Warren Bull and Son 

Join Lucy & MeNiece 
BIG N. Y. AGENCY FOR BONDS 
New Partnership Formed to Operate 


As Lucy-McNiece & Bull Agency; 
Careers of Key Men 





As of March 3, 1958, the Lucy & Mc- 
Niece General Agency in uptown New 
York will be expanded by acceptance of 
F. Warren Bull, Richard W. Bull and 
James J. Lucy, Jr. as general partners 
with James J. Lucy, Sr. and William 
B. McNiece. The new partnership will 
operate as Lucy-McNiece & Bull Agency 
with offices at 11 West 42nd Street, New 
York 36, N. Y. 

The expanded agency will continue to 
specialize as contract bond underwriters 
and producers, and as bonding advisors 
to outstanding members of the construc- 
tion industry in various trades and in re- 





BULL 


RICHARD W. 


lated businesses and industry groups. 
The general agency was originally estab- 
lished by Mr. Lucy in 1937, and_ suc- 
ceeded by the partnership of Lucy & 
McNiece in 1946. 

“Jim” Lucy and “Bill” McNiece have 
been engaged exclusively in the surety 
business as underwriters and producers 
since 1912 and are well and favorably 
known to company executives and agents 
throughout the country. “Jim” Lucy, Jr. 
is a graduate civil engineer, Cornell, 
1950, and was previously employed in the 
heavy construction field by the Depart- 
ment of Public Works of the City of 
New York, and by general contractors 
on projects in Bermuda and New York 
State. A licensed broker, he has been 
associated with the Lucy & McNiece 
General Agency since 1953. 


With American Surety 43 Years 


Warren Bull retired on December 31, 
1957 as vice president in charge of the 
home office contract bond department of 
the American Surety after 43 years of 
service. He enjoys the respect of the 
surety industry as an able, experienced 
underwriter. In joining the Lucy-Mc- 
Niece & Bull Agency, Mr. Bull resumes 
an association shared with Mr. Lucy, 
Sr., who was employed by the American 
Surety from 1912 to 1928, when Mr. Lucy 
became manager of the contract depart- 
ment of Maryland Casualty. Messrs. 
Lucy and Bull both re-entered the em- 
ploy of the American Surety upon return 
from war service in France in 1919. 

Richard W. Bull served in the United 
States Marine Corps from 1944 to 1946, 
and was graduated in 1951 from Arcadia 
University at Wolfville, Nova Scotia. 
Mr. Bull has been employed by the 
Aetna Casualty & Surety for the past 
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F, WARREN BULL 


six years, in its 42nd Street Service 
office and bonding department at the 
New York branch office of the Aetna. 


Prominence of Lucy, Sr. and McNiece 


Messrs. Lucy and McNiece have been 
active members of the New York Build- 
ing Congress and are associate members 
of the Building Trades Employers Asso- 
ciation. Mr. McNiece has long been ex- 
perienced in developing field contacts 
which were mutually beneficial to leading 
members of the construction industry 
and their sureties alike. This activity 
has been responsible for much of the 
success achieved by his partnership with 
Mr. Lucy. 

Mr. Lucy is a member of The Moles, a 
nationally known organization of mem- 
bers of the heavy construction industry, 
and is currently on the board of gov- 
ernors of the New York Building Con- 
gress. He also is a member of the Joint 
Industry Committee composed of rep- 
resentatives of New York’s principal 
construction industry associations and 
public officials who administer the award- 
ing, legal and financial affairs of muni- 
cipal and state public construction. 

The 1957 premium volume of Lucy & 
McNiece reached its highest level, 
and prospects are good for 1958 re- 
gardless of the economic situation. The 
acquisition of the Messrs. Bull was de- 
sired so as to assure continuance of 
the competent investigation and under- 
writing services which have contributed 
to the agency’s growth. It will continue 
to serve the most difficult bonding needs 
of large and responsible contractors. 





International Students 


Hear William Leslie Talk} 


William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
was the guest speaker at the February 
meeting of the International Students 
Association of the Insurance Society of 
New York, Inc. He was introduced by 


the president of the Students Associa- 
tion, Dr. Robert E. Lorz, a student from § 
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Munich, Germany, who is studying at 


the Insurance Society. ; 
Mr. Leslie discussed “Regulation 0 


Insurance Rates,” a topic in which, the i 
foreign students at the Insurance Soci- 
ety are especially interested because 11 f 


the countries from which they come 
there seems to be no need for rigid 
regulations of rates. He outlined the 
history of the National Bureau since 
1930 when he joined it, and discussed 
some of the rating problems which the 
ureau is now facing, including the rat- 
ing of automobile liability in New York 
and other states. 

Among the members of the Interna- 
tional Students Association are students 
from France, Sweden, Israel, Colombia, 
Formosa, India, Egypt, Trinidad, Get 
many, Canada, Philippines, Norway, 
Equador, and Venezuela. 
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Bond Requirements Cut 
Irresponsible Bidding 


ROY DAVIS TELLS CONTRACTORS 











Sees Highway Building Exceeding $2 
Billion in 1959; Sureties Help 
Guarantee Fair Competition 












The services of surety companies rep- 

resent a tangible asset that often is not 

= 
properly valued by contractors, the Ken- 
tucky Association of Highway Contrac- 
tors was told at its annual convention 
February 22 in Louisville. 

Roy L. Davis of Chicago, midwestern 
manager of the Association of Casualty 
and Surety Companies, said surety com- 
panies are the closest allies of the compe- 
tent contractor, “not only because they 
eiminate the burden of large cash 
pledges for proper performance of a con- 
tract, but because indirectly they protect 
the good from the bad operator.” 

Mr. Davis described the strict require- 
ments of surety bond underwriters as a 
check-rein against “unqualified contrac- 
tors who otherwise might be downright 
irresponsible in their bidding. Compe- 
tent firms are perfectly willing to bid 
against responsible competitors. How- 
ever, it is not in their interest, or in the 
interest of their clients, to have to meet 
competition from concerns which are not 
qualified on the basis of experience, cap- 
ital and equipment.” 

It is to their everlasting credit that the 
good bond underwriter and agent pri- 
marily seek to prevent the contractor 
from getting into financial difficulty, 
Mr. Davis emphasized. “Final responsi- 
bility for determining whether a _ con- 
tractor should be bonded for a specific 
contract lies with the underwriter. His 
decision is based upon judgment which 
in turn is supported by certain factors 
such as the contractor’s financial state- 
ment, his jobs on hand, past job per- 
formance, proposed work program, 
ability to complete the present contract 
and discharge all obligations to the 
owner, and his available equipment and 
organization.” 


Each Case Underwritten on Merit 


No set rules or formula can or should 
be followed, Mr. Davis said, since each 
case must be individually underwritten 
on its own merits. “The underwriter’s 
task is made much easier if the con- 
tractor has established himself thoroughly 
with a surety company which follows a 
sound and consistent underwriting pol- 
icy. This puts the contractor in a posi- 
tion of obtaining ‘this bid and subsequent 
bonds on relatively short notice, particu- 
larly if he keeps the underwriter and 
agent constantly informed as to his fi- 
nancial condition and work status. 

“In today’s economic situation the 
underwriter merely scrutinizes the var- 
lous factors a little more closely—but 
the basic rules of the three ‘C’s’ still 
prevail: Cash, Credibility, and Char- 
acter,” 











National Highway Building Program 


Mr. Davis said there is every indication 
that construction over the coming 
months will increase greatly, particularly 
road building. As an example, he cited 
President Eisenhower's recent fact paper 
which outlined increased construction in 
Many areas, 

“The national highway building pro- 
gram, only a part of projected construc- 
tion expenditures, will have an appreci- 
able impact on the economy in the 
months and years ahead,” he said. “Esti- 
mated current expenditures are $969,000, - 
200 for 1957, $1,771,000,000 for 1958, and 
§2,383,000,000 for 1959.’ It would appear 
that prospects for 1958 are bright for 
Contractors and sureties, if both can 
conduct their operation in such manner 
as to make a profit on the vast amount 
f construction expected.” 


Factors in Contractor Failures 


Despite the large number of projects 
be erway and planned, Mr. Davis said 
1€ opinion has been expressed that the 
combined capacity of the contracting 
Industry still exceeds the work available. 
€ result is tougher competition. This 





Ins. Holdings, Commonwealth 


Investment Co. at Year-end 


The following changes were shown 
in the Commonwealth Investment Com- 
pany’s insurance stock portfolio on 
December 31, 1957 compared with De- 
cember 31, 1956. Purchased for the 
first time 1,000 shares of Aetna Life. 
Purchased 200 shares of Connecticut 
General Life increasing its holdings 
to 2,200. Purchased 561 shares of Con- 
tinental Assurance, increasing holdings 
to 1,573. Purchased 4,500 shares of 
Continental Casualty, increasing hold- 
ings to 6,182. 

Purchased 3,000 shares of Fire- 
man’s Fund. Sold 1,176 shares of Fire 
Association of Philadelphia, reducing 
holdings to zero. Sold 8,500 shares of 
Firemen’s of Newark, reducing hold- 
ings to zero. Sold 4,000 of General Re- 
insurance Corp., reducing holdings to 
zero. Sold 2,500 shares of Great Amer- 
ican Insurance, reducing holdings to 
3,500. Purchased 1,500 shares of Home 
Insurance of New York, increasing 
holdings to 8,000. Purchased for the 
first time 1,500 shares of Insurance 
Co. of North America. Sold 1,600 
shares of Phoenix Insurance, reducing 
holdings to zero. Purchased for the 
first time 4,500 shares of Travelers 
Insurance Co. 


U.S. F. & G.’s Gregory A. Lee 
Heads Baltimore CPCUs 


Gregory A. Lee, United States Fidelity 
& Guaranty, has been named president 
of Baltimore Chapter, Chartered Prop- 
erty and Casualty Underwriters. Other 
officers elected are:-Vice President, Berk- 
ley Crockett, Fire Association of Phila- 
delphia; secretary treasurer, Rose M. 
Bausch, Fireman’s Fund. 

Committee chairmen are as follows: 
Education, Elmer Rhody; Program, John 
Johnson; Publicity, James A. Griffin, Jr.; 
and Sponsorship, Eugene-P. Dougherty. 








situation, coupled with a number of other 
factors predominantly headed by over- 
extension, lack of adequate financing, 
diversion of funds to outside projects, 
inexperience and poor organization, has 
caused a steadily increasing number of 
contractor failures, and the contract bond 
loss of surety companies has more than 
doubled since 1954. 

“It would seem that the long period 
of unparalleled prosperity among con- 
tractors is coming to an end. The checks 
and balances inherent in the business are 
restoring the historic pattern of strong 
competition, hard-won profits and failure 
of the weak and incompetent. Under 
such a condition, the normal scrutiny of 
a bond underwriter is vital protection. 
When contractors measure up to bond 
requirements, the chance of having to 
meet irresponsible bidding is kept to a 
minimum,” 


ABDOO PROMOTED BY LONDON 





General Counsel to be Executive Claims 
Manager of Newly Merged Casualty, 
Fire Loss Claim Depts. 


Frederick F. Abdoo, general counsel 
for The London Group of property in- 
surance companies, February 26, was 
named executive claims manager in 
charge of the newly-formed claim de- 





FREDERICK F. ABDOO 


partment. The claim department is the 
result of the merging of London Group’s 
casualty claims and fire loss departments 
coincident with Mr. Abdoo’s appoint- 
ment. 

Mr. Abdoo has been London’s counsel 
since 1955. Prior to that he had been 
with Lumbermens Mutual Casualty— 
both in New York City and Chicago— 
since 1948. 

Working under Mr. Abdoo’s super- 
vision will be James W. Sherwood, man- 
ager, fire claims, and Walter H. Hal- 
stead, manager, casualty claims. 

Mr. Abdoo was admitted to the New 
York State Bar in 1948. In 1956, he was 
one of the first of London Group’s em- 
ployes to receive the CPCU designation. 

While at Lumbermens Mutual 
ualty, Mr. Abdoo held the following 
positions: claims adjuster, claims exam- 
iner, claim supervisor, claim department 
coverage counselor, and counsel for the 
underwriting department. He also con- 
ducted training programs for both the 
claims and underwriting departments. 

Mr. Abdoo, who was born in Bayonne, 
N. J. and raised in Poungkeepsie, N. Y., 
received his B.A. in 1941 from Columbia 
College. He received his LL.B. in 1941 
from Columbia Law School in 1947. ; 


Cas-_ 


Helen Mahlum Promoted by 
Leo B. Menner & Co., Chicago 


Helen Mahlum has been named cas- 
ualty supervisor for Leo B. Menner & 
Company, Inc., Lloyd’s of London repre- 
sentatives. 

Miss Mahlum who has more than 25 
years insurance experience was formerly 
associated with Stewart-Smith of Illinois. 
She has specialized in organization and 
procedure work, having assisted in the 
establishment of a number of Lloyd’s 
operations within Chicago agencies. 
These include Rockwood Co., Insurance 
Facilities Corp. of Illinois and the former 
MacGilbeny-Grupe, Inc. 

Prior to coming to Chicago, Miss Mah- 
lum was active in insurance work in 
Indianapolis where she helped found the 
Insurance Women’s Association of that 
city and served on its board of directors. 





State Farm Mutual Plan 
Expansion, Appoint Staff 


Expansion plans for State Farm Mu- 
tual’s South Central office in Murfrees- 
boro, Tenn., were announced recently 
at the insurance company’s Bloomington, 
Ill, headquarters. At the same time, 
Edward B. Rust, executive vice president 
for operations, named three men to 
newly-created posts in the Murfreesboro 
office. 

Work on the addition, to be completed 
in mid-summer, will begin soon. Eventu- 
ally Mr. Rust said, regional headquarters 
for State Farm Life, and State Farm 
Fire and Casualty companies will be 
moved to Murfreesboro from Birming- 
ham and Bloomington. The building now 
houses the south central office of State 
Farm Mutual Automobile, parent firm of 
the three companion companies. 

W. W. Billips, was named to the new 
post of regional vice president. Cecil 
F. Adam and Landon Greer were upped 
to deputy regional vice presidents. Mr. 
Adam now is resident vice president of 
the South Central office, and Mr. Greer 
is assistant state director for State Farm 


in Nashville. Mr. Billips is state di- 
rector. ‘ 
The three appointments, effective 


about July 1, result from State Farm’s 
new “management decentralization” plan 
under which the company’s agency and 
operations are brought together in the 
field. The two functions have been sep- 
arate, with agency responsibilities hand- 
led out of State Farm’s state office in 
Nashville and operations handied at Mur- 
freesboro. Mr. Billips and his deputies 
will have both agency and operations 
responsibilities for the three-state area 
served by the Murfreesboro office, Mr. 
Rust said. 

Mr. Billips, a native of Virginia, joined 
State Farm in 1937 and was named state 
director in 1949. 





KANSAS CITY F. & M. GAINS 





Small Underwriting Profit Made; Net 
Earnings Higher; Premiums, Assets, 
Surplus Are Lower 

Kansas City Fire & Marine in 1957 
was able to show a small underwriting 
profit in contrast to a substantial un- 
derwriting loss in the previous year. 
The company intensified its program of 
“refining” the business and eliminated 
numerous lines of coverage which had 
developed unprofitable factors. Also, un- 
derwriting commitments were withdrawn 
during the year from certain distant 
areas where inflated costs of operation, 
as well as continuing high losses and 
claims made any profit unlikely in the 


near future, Morton T. Jones, presi- 
dent, said. 
Underwriting profit last year was 


$7,733, compared with a statutory under- 
writing loss in 1956 of $529,584. Invest- 
ment earnings were $177,414, down from 
$190,864, reflecting a decrease in the 
investment portfolio during the previous 
year. Net earnings were $185,147, equal 
to $1.85 a share on the outstanding 


capital shares, compared with a loss of 
$338,720 a year ago. 

As a result of the planned curtail- 
ments, premiums written totaled $11,- 
399,309, or 2.9% less than the $11,751,- 
083 written in the previous year. In 
addition, the unearned premium reserve 
damian $621,343 to a total of $3,953,- 
801. 

Total assets of $9,494,856 on December 
31 compared with $10,204,955. The de- 
crease resulted from the reduction in the 
unearned premium reserve and from the 
decline of $207,793 in the market value 
of securities to a total of $2,224,808. Also 
reflecting the decrease in the investment 
portfolio was a decline of 45% in 
the policyholders’ surplus, which was 
$3,453,285. 

An improvement in the expense ratio 
was effected, with the figure declining 
from 44.7% to 36.2%. Due entirely to 


the company’s participation in three ma- 
jor catastrophes in the first half of the 
year the loss ratio increased from 64.9% 
to 67.5%. However, there was a marked 
drop in the loss ratio in the last half of 
1957, Mr. Jones said. 


New Employers Comp. Plan 
Developed by Zurich-Amer. 


The Zurich-American Insurance Cos. 
announce an all new accident insurance 
program called the Employers Compen- 
sation Plan. W. C. “Woody” Wood- 
yard, superintendent of Zurich’s indi- 
vidual accident and health department, 
described it as “a new concept in living 
security developed for employers, both 
for individual owners and partners,” and 
“also ideal as supplemental coverage for 
key personnel.” 

Recognizing the fact that most em- 
ployers are not covered under work- 
men’s compensation, the new plan has 
been developed to provide 24-hour a day 
accident coverage both on and off the 
job, every day of the year. Accident 
benefits for disability income, injury 
medical expenses and accidental death 
are included in the contract. 
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E.R. Hurd Shows Agents How To Get 
Best Out Of NAIA Ad Campaign 


As an appropriate tie-in with the 
launching of the national advertising 
campaign of the National Association of 
Independent Insurance Agents, E. R. 
Hurd, superintendent, sales promotion 
and advertising, the American Insurance 
Co., Newark, told Michigan agents how 
to get the best out of the national drive 
to publicize the independent local agent. 
Last week at the mid-year meeting of 
the Michigan Association of Insurance 
Agents, in Detroit, Mr. Hurd took as his 
talk title, “How to Get Your Advertising 
Missiles off the Launching Pad.” 

He emphasized that the “extent and 
degree of additional impact” on the ob- 
server of the NAIA campaign, is entirely 
up to the insurance agent himself. Mr. 
Hurd told the agents: “For years you 
have been admonished to follow up your 
advertising with personal calls. This is 
not a glib suggestion dreamed up by 
someone sitting in a comfortable office. 
It is a fundamental premise based on the 
fact that you are selling to strangers! 
Unless you live with him every minute 
even your best and oldest customer is a 
stranger because his interests, desires 
and needs are constantly changing. Only 
at the exact moment when a sale has 
been made do you have your customer’s 
complete confidence or his individual 
attention. And only at this precise point 
do you fully understand his insurance 
needs. He constantly is being bombarded 
by others who want him to part with 
his money, and these ‘competitors’ range 
from the tax collector, to whom he can’t 
say ‘No,’ to the car dealer to whom he 
would like to say ‘yes.’ 


Mass Close Contact 


“This is what makes the sale of a pol- 
icy difficult in the first place and, even 
more important, what makes the keep- 
ing of the business a constant challenge! 
If it is true that it is necessary for you 
to keep in close touch with your friends 
and good customers all of whom be- 
come ‘strangers’ to you as their inter- 
ests and desires change, then it should 
be obvious that—if you want to convert 
a part of the vast audience who will be 
exposed to the NAIA program into 
direct prospects and customers—you first 
will have to find them and then guide 
them to your door.” 

The speaker laid down three conditions 
to the success or failure of any adver- 
tising program: (1) The ability of the 
ads to attract and hold attention; (2) 
The state of mind of the listener, viewer 
or reader at the time he is “exposed” to 
the ad; and (3) The extent to which 
he or she is further influenced to take 
action. 

He made this key point: “It certainly 
may be assumed that the NAIA program 
is well-conceived and ably executed. The 
attitude of a particular reader at the 
time he sees or hears the message is a 
gamble which advertisers must always 
take. The extent and degree of addi- 
tional impact made on the reader in the 
case of the NAIA program is strictly 
and entirely up to you.” 


Advice to the Independent Agent 


The speaker then undertook to show 
the local agent how and when to use 
local advertising; to understand the role 
of advertising in selling; and when a 
particular medium of advertising should 
be used. He drew for comparison on the 
terminology of rocketry — the three 
stages as represented in advertising; the 
Medium, the Message and the Motiva- 
tion. 

The medium is the first stage, adver- 
tising by direct mail, newspapers, TV, 
radio, billboards, or even personally con- 
ducted forms of advertising. 

“The selection of the proper advertis- 
ing medium will determine whether the 
message reaches the group you are seek- 
ing to influence or flies off into space— 
utterly wasted,” he said. 

he message,” he explained, “is the 
second stage. Once the medium has de- 


livered the message to the reader, lis- 
tener or viewer, that stage can do no 
more. Like the first stage of a missile 
it ‘drops away’ and the message takes 
over. The message is designed to create 
interest and (we hope) a desire for your 
product or service, 


Motivation is Most Important 


“The motivation is the final, and as 
with a satellite, the most important stage. 
It’s the pay-off; the purpose behind the 
advertisement; the point at which the 
reader is moved to take a positive ac- 
tion favorable to you. If, when he has 
thrown away the newspaper or magazine 
or turned off the TV set or radio, he 
still feels impelled to find out more 
about your service or product then, and 
only then, has your advertising missile 
been effective. 

“But the motivation to act or the de- 
sire to ‘look you up’ can, like all good 
intentions be killed instantly or weak- 
ened by thousands of other impressions, 
each with a strong motivation warhead. 
seeking your prospect’s attention. This 
is likely to be the fate of your national 
advertising program unless” he empha- 
sized, “you arrange to be at your pros- 
pect’s side, figuratively and, if possible, 
literally with personal visits or advertis- 
ing messages of your own to strengthen 
and direct his interest.” 


Advertising is Time Saving 


Mr. Hurd explained that advertising 
helps the agent whose time is valuable, 
from being taken up with calls and leads 
to customers and prospects. To help 
overcom> this time preciousness the 
agent must know how to decide “which 
advertising missile to use and when.” 

Mr. Hurd divided the audience (cus- 
tomers and prospects) into three target 
areas. The first group requires “the 
short range missile,” a personal call from 
the agent in person. He said: “There is 
certainly no better medium for carrying 
a message than a personal visit. But 
your personal time is largely devoted to 
visits with larger and more complicated 
risks, to service calls, and to unavoidable 
office work. Even though this accounts 
for all your working hours, you still 
haven’t scratched the surface of your 
client and prospect list.” 


Selling by Mail 


The second target area calls for “me- 
dium range” projectiles—selling by mail. 
The speaker aye out that last year 
advertisers spent $1,750,000,000 on direct 
mail programs. Mr. Hurd told the 
agents: “You can direct this missile as 
accurately as a personal visit because 
the people in this target area are all 
known to you. Many are your personal 
lines customers; others are friends or 
acquaintances from church, clubs or civic 
groups. Even though, as T have pointed 
out, they are ‘strangers’ you know their 
names and how to get in touch with 
them. Directed mail, therefore, is not 
only the best but actually the only way 
to reach them consistently. 

“By directed mail I do not mean a 
random folder included with an invoice, 
or a broadside addressed ‘To the Occu- 
pant.’ Instead, a regular mailing of a 
carefully drafted letter pointing out a 
specific need, suggesting a course of 
action and accompanied by an attractive 
folder which explains how the policy 
or service fills the need, or the con- 
sistent mailing of a news letter or pic- 
torial news booklet. Only this type of 
carefully planned mail program can come 
anywhere near to replacing a personal 
visit from you. The need for forethought 
in using this medium will become even 
more important if postage rates should 
ultimately be increased. 

“Another reason why it is so necessary 
to plan a direct mail program with great 
care is that on a personal call you can 
change your approach to fit the mood 
of the prospect. A letter. on the othe: 


Name Koch to President’s 


Traffic Safety Committee 
Walter K. Koch, president of Moun- 
tain States Telephone and Telegraph 
Co., Denver, has been appointed Colo- 
rado representative to The Business 
Advisory Panel of the President’s Com- 
mittee for Traffic Safety. The appoint- 
ment was announced by Calvin Fentress, 
Jr., Business Advisory Panel chairman. 
The Business Advisory Panel is com- 
posed of business executives throughout 
the country working with President 
Eisenhower’s Committee for Traffic 
Safety for the establishment of public 
support groups to aid and encourage 
official state accident prevention pro- 
grams. 





hand, must be able to command the read- 
er’s attention regardless of his state of 
mind at the time he receives it. This is 
why the first paragraph,” he explained, 
“should point out a need, and thus put 
the reader and the writer on common 
ground, an area of mutual agreement.” 


Newspapers, TV, Radio 


The third target area is subjected to 
the “long range missile,” the one able 
to reach the most people. Media in this 
group include newspapers, magazines, 
TV, radio, and outdoor panels and post- 
ers. Mr. Hurd commented: 

“Since this is the advertising missile 
which is being used in the NAIA pro- 
gram—and is used also by insurance 
companies which advertise nationally, it 
is timely to consider certain of its 
strengths and weaknesses. On the plus 
side is the fact that, as we have said, 
it is the only and certainly the cheapest 
way to reach large numbers of people 
not known to the advertiser. Further- 
more, this form of advertising can and 
does motivate the reader, listener or 
viewer to buy—particularly in the case 
of products known as ‘quick-consumables’ 
such as cigarettes, tooth paste, razor 
blades and other so-called impulse pur- 
chases. 


Help of Local Advertising 


“On the other hand, mass consumer 
advertising needs a great deal of help 
from local advertising or personal follow 
up in order to persuade the prospect 
when the product or service is expensive, 
or is apparently not needed, or offers no 
immediate prospect of an important ben- 
efit. Since the services of an independent 
agent or broker seem to fall in this cate- 
gory it is obvious that consumer ads on 
these subjects must not only be repeated 
consistently and continuously, but that 
further impetus must be given locally by 
agents either in person or through the 
use of their own advertising to further 
help motivate the prospect to action. 

“The lack of this additional local sup- 
port by many agents to consumer adver- 
tising prepared and sponsored by capital 
stock companies has,” he said, “resulted 
in nail-biting frustration for many an 
advertising manager. It can well mean 
the difference between the success or 
failure of your own national program.” 

Concluding his talk, Mr. Hurd had this 
to tell the agents about advertising: 
“It’s sole function is to help you sell 
more insurance and thus increase your 
income. Often it can do the job cheaper, 
faster and more efficiently than you 
because of the relatively limited time 
you have at your disposal. It will help 
bring your customers and prospects to 
you with their insurance problems. 
Therefore, money you spend on intel- 
ligent and well-planned advertising is 
money you are spending on_ yourself 
and your future success. 

“We have defined the target areas and 
shown how to select the proper missile 
to do the most devastating job in each 
area. There is only one step remaining: 
The ‘count down.’ The accuracy of your 
mailing lists; the inclusion of a specific 
benefit in or near the headline of an ad; 
the division of a sales letter into the 
three essential parts we have described: 
the limiting of copy on billboards to 15 
words or less; the other steps in plan- 
ning a campaign before putting it into 
operation.” 


Georgia Insurance Rate 


Boosts Kept In Effect 


Georgia State Comptroller Zack 
Cravey, who also serves as state insur- 
ance commissioner, was directed by court 
orders to withhold enforcement at least 
until March 14 of his orders rescinding 
increases he had earlier authorized in 
Georgia automobile and fire insurance 
rates. Meanwhile, both branches of the 
Georgia Legislature adopted resolutions 
calling for state legislative investigation 
of the insurance rate situation. 

Fulton County Superior Court Judge 
Durwood Pye (Feb. 12) ordered Mr. 
Cravey to leave in force until a 
formal hearing on March 14, increased 
rates on automobile bodily injury, prop- 
erty damage and collision insurance, 
These rates were boosted January 22 by 
about 15%, after authorization from Mr. 
Cravey. 

Judge Pye previously issued a similar 
order directing Mr. Cravey to keep in 
force higher rates on fire insurance. 
These rates also were increased about 
15%, effective February 1. 

The court order on the automobile 
insurance rates followed a petition by the 
National Automobile Underwriters Asso- 
ciation and the National Bureau of Cas- 
ualty Underwriters. The court order on 
the fire insurance rates was issued on 
petition by the Southern Underwriters 
Association, doing business as_ the 
Georgia Inspection and Rating Bureau. 

Mr. Cravey did not announce his ap- 
proval of ‘he increased insurance pre- 
miums until after they went into effect. 


Then, after disclosure of the rates by 
newspapers and subsequent calls for 
public hearings, Mr. Cravey rescinded 
authorization for the new rates and 


called a public hearing for February 26, 
fauurinte companies contended he had 
no authority to rescind authorization for 
the new rates once they had_ been 
allowed to go into effect. 





Standardized 3% Tax 
For Michigan Proposed 


A suggestion that tax rates on insur- 
ance premiums in Michigan be standard- 
ized at 3% was given consideration at a 
meeting in Lansing of a legislative com- 
mittee considering a broad overhauling 
of Michigan’s tax structure. Under the 
proposal discussed, not only would the 
rate be raised from 2% to 3% on casualty 
and life premiums but the levy would be 
applied to Michigan- domiciled carriers 
and to such quasi-insurance programs 
as those of Blue Cross-Blue Shield. 

It was estimated that the proposed 
changes would bring in some $18,500,000 
annually in additional revenue. The pro- 
posal is unlikely to crystallize into bill 
form at the current legislative session 
since it is only one of a number of sug- 
gested major changes being considered 
by the study committee whose report 
is not expected before mid-year. 

Frank E, Seidmann, Grand Rapids, 
chairman of a citizens’ advisory com- 
mittee working with the legislative group, 
emphasized that all of the five sugges- 
tions discussed at the latest meeting are 
“purely preliminary” and are not to be 
taken as conclusions. 

The insurance tax report was pre- 
pared by Robert Gilliat, a University of 
Michigan graduate student, who holds 
a special fellowship from the state rev- 
enue department. He explained that 
Michigan has been taxing premiums 
since 1861. He said the proposed change 
would increase the state’s revenue from 
this source to some $36,000,000 annually. 





JACKSONVILLE COURSE 


Jacksonville University in Florida has 
announced plans to open a course im 
fire and casualty insurance beginning 
March 10, and ending May 15, This 
course is approved by the Florida |nsur- 
ance Department in accordance with pro- 
visions of Chapter 627, Florida Statutes. 
Those interested in securing additional 


information concerning this | course 
should correspond directly with Dr. 
William E. Highsmith, Dean of the 


Junior College, Jacksonville University: 
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J. M. Kidd Explains Issues Involved 


In Automobile Commission Situation 


One of the best commentaries by a com- 
pany top executive on the automobile situ- 
ation in relation to commissions on auto- 
mobile insurance ts the analysis made re- 
cently by John M. Kidd, United States 
manager, Norwich Union Group. Because 
his size-up of conditions reflects an indus- 
iry problem The Eastern Underwriter is 
pleased to publish in full, the letter to Nor- 
wich Union agents and brokers, in which 
this situation was so clearly stated. Mr. 
Kidd expresses himself as follows: 


“The critical experience through which 
the insurance industry is passing in the 
automobile field demands a_ complete 
examination of fundamental economics. 
The gigantic losses of 1956 have been 
exceeded in 1957 and there is no relief 
in sight for the next two years. 

“There comes a time in the course of 
any trading concern when it has to take 
stock of its way of working. It measures 
income against outgo; it makes proper 
allowance for recognized fluctuations. It 
endeavors to recognize the local produ- 
cer who does a fine job of work. But 
all the time it is determining whether 
or not its basic pattern for continuing 
progress is economically sound. 

“An insurance company is no different. 
It is in the business of taking risks and 





JOHN M. KIDD 


it has to expect oscillations of a more 
or less violent nature in its experience 
so that in measuring its prospects of 
frofit it has to determine that its way of 
working continues to offer the possibility 
of a potential profit; and in its capacity 
of spreading liabilities the insurance 
‘ompany has to average over quite a pro- 
tracted term of years. An insurance com - 
Pany that subscribes to the American 
Agency System has to have particular 
regard to the understanding and welfare 
ot its agents. 

“There has to exist, however, the profit 
potential—not simply a hope but, over a 
credible period, an arithmetical cer- 
tainty, Every company has to plan its 
ongevity and its progress. With the 
steep rise of the economy of recent 
years, each one has accelerated the pace 
of its growth. They have to base their 
Way of working on the economic 
Premise that ‘to make a profit they must 
stow.” Concomitant with that belief, it 


| 'S equally basic that competent manage- 


ment must give an assurance to its 
stockholders that, in embarking upon a 
Program of expansion, there exists an 
‘tithmetical pattern which will guarantee 
‘margin of profit over a credible period. 


Building Proper Economic Base 


Over the years, an insurance company 
re make a profit to live and it takes 
ill the intelligence that can be brought 
ear, with careful regard for the 


company’s practical consideration (par- 
ticularly at the local level where ‘bread 
and butter’ has its origin), to plan pru- 
dently, to design a sound pattern of 
growth in an industry as complex and 
huge as ours, to give a proper economic 
base from which can be built a structure 
to provide a potential of profit. 

“The companies have to work from a 
formula. Fifty-five cents in every pre- 
mium dollar go out in claims and 45 cents 
have to cover acquisition, board charges 
and administration. Now, all the indivi- 
dual elements of automobile insurance— 
fire, theft and collision, bodily injury and 
property damage—have a loss ratio very 
near to 65%, if not more, not just in 
one place, for one company, or for one 
year but over the whole country and for 
the whole insurance industry, last year, 
this year and the grim prospect of the 
next two years at least. 

“Admittedly, there are ‘local’ fair loss 
ratios but over the whole account 65 
cents and even more are going back in 
claims leaving a loss of 10 cents in every 


premium dollar. It can be borne one year 
or even two years but not for four or 
five. At that point rather urgent stock- 
taking has to commence, particularly for 
the smaller companies, for expensewise 
their efficiency cannot yet make up for 
the relatively lower ratio of expense 
which bigger companies can produce. 

“The insurance industry will eventually 
be granted increases in rates where ex- 
perience demands but they are far from 
the needed level—and in some states 
recourse to litigation may be necessary— 
and a profit in one region will have to 
follow good insurance precept and help 
to offset the loss in another. There will 
be no room for special consideration 
where a fair record could change over- 
night. The automobile business is too 
precarious to reward specially the par- 
ticularly diligent agent. 

“The whole country continues to suffer 
from the grip of inflation and despite 
all the efforts of a benevolent govern- 
ment we are entering into another phase 
which cannot fail to make the effects of 
inflation more acute. The additional bil- 
lions which we are about to spend to 
save our life against communism will 
flood our economy. Prices will keep 
going higher and higher and no one can 
tell where we shall all end. 

“Certainly, there is no relief in sight 
for the insurance industry and instead of 


hoping for a’ return of the automobile 
loss ratio to normalty we shall have to 
readjust temporarily our rating formula 
and raise the admissible loss ratio in our 
sights in the anticipation that increases 
in rates will take care of costs of work- 
ing while not expecting any amelioration 
in the current high loss level. 


Sees Countrywide Readjustments of 
Commissions 


“Attention has to be given to the 
readjustment of commissions, It cannot 
be done in one place or another but— 
ineluctably — across the whole country. 
For many companies it is survival; either 
they write automobile insurance (and 
it would almost seem to be imperative) 
with a small chance of making’a profit 
or they do not write it at all. Some will 
be slower than others to recognize the 
portents. The whole industry must move 
but our problem is urgent and delay any 
longer can only aggravate the condition. 

“Some companies may decide to lop 
off branches from their automobile ‘tree’ 
by an underwriting process of eliminina- 
tion or by radical operation; they may 
persuade themselves that a loss is in- 
evitable and that they should hold it 
to a minimum. But that way does not 
make good insurance sense. The think- 
ing companies will want to continue to 
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...are now available in Prudential’s new 16-page booklet, 
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Travelers Branch Managers 
For Portland, Bridgeport 


Two managers have been appointed in 
the branch office administration depart- 
ment at Portland, Me. and Bridgeport, 
Conn., it has been announced by The 
Travelers Insurance Company. They are 
Robert W. Walker, Jr. at Portland and 
Fred Metcalf, Bridgeport. 





ROBERT W. WALKER, JR. 


Mr. Walker joined The Travelers in 


1950 at Worcester, Mass. Two years 
later he was transferred to Chicago and 
in 1952 he was appointed assistant field 
underwriter, casualty lines, there. In 1954 
he was appointed special assistant and 
then became administrative assistant in 
Chicago. In 1957 he went to St. Louis 
and was promoted to assistant manager. 
He was appointed assistant manager at 
Portland late in 1957. 

Mr. Walker, a veteran of three years’ 
service with the Air Force in World 
War JI, was graduated from University 
of Rhode Island. 





to. 4 
FRED METCALF 


Mr. Metcalf joined The Travelers in 
1951 at Charlotte, N. C. In 1953, he was 
named assistant field underwriter there. 
He also served as special assistant and 
administrative assistant at the Charlottte 
office. In 1956 he was appointed ad- 
ministrative assistant at Newark and in 
1957 went to Hartford in the same ca- 
pacity. He was appointed assistant man- 
ager at that office in 1957, and later that 
year was transferred to Bridgeport. 

A native of Forest City, N. C., he re- 
ceived his B.S. degree in business admin- 
istration from University of North Car- 
olina. Mr. Metcalf is a veteran of three 
years’ service with the Army during 


World War II. 





FR LAWS CHART ANALYSIS 
The Association of Casualty & Surety 
Cos., has published the 1957 revised Four 
Chart analysis of Motor Vehicle Finan- 
cial Responsibility and Related Laws. 


Insurance Men Active in 


Hartford’s Red Cross Drive 


Robert E. Brown, Jr., director of ad- 
vertising, Aetna Casualty & Surety, 
Hartford, has been selected to be chair- 
man of the Insurance Division for the 
1958 Red Cross Fund Campaign in that 
city. The campaign runs from March 1 
to March 20, and the Insurance Division 
annually raises a sizable portion of the 
campaign total. 

Sidney H. Whipple, district sales man- 
ager, Retail Credit Co. in Hartford, is 
over-all vice chairman for the campaign. 
Another insurance man active in the 
drive is Edwin F. Nason, cashier in 
Phoenix Mutual Life’s home office, who 
is chairman of the towns and branches 
division. 





Reagen Succeeds Keenan 


At Aetna 42nd St. Office 


David W. Keenan, manager of the 
42nd Street office of Aetna Casualty & 
Surety, has been named to head a new 
office the company is opening at Tampa, 
Fla. He will be succeeded by Vincent 
T. Reagen, now superintendent of the 
bond department at the Providence, 
R. I., office. 

The changes, which become effective 
April 1, were announced Monday by 
Claude T. Spaulding, vice president of 
Aetna Casualty’s New York office. 

Mr. Keenan has been associated with 
Aetna Casualty since 1935 and served as 
superintendent of agents at Cleveland 
and Philadelphia before being named 
manager at 42nd Street seven years ago. 
A graduate of Fordham University, he 
joined Aetna Casualty in 1946 after serv- 
ice in the Navy. He became assistant 
superintendent of the bond department 
at Newark and later served as superin- 
tendent at the Reading office before go- 
ing to Providence in 1956. 


Live by Rules of the Road 
Savs Thomas N. Boate 





Speaking before Baltimore Safety 
Council, February 19, Thomas N. Boate, 
manager, accident prevention depart- 


ment, Association of Casualty & Surety 
Cos., compared the nation’s poor high- 
way safety record with the relatively 
good operations by rail, air, and water 
systems, Mr. Boate said, “There is only 
one answer: in air, rail and water trans- 
poration we have rules that are lived 
by. Sooner or later we must have strict 
rules of conduct on our streets and high- 
ways, strictly enforced. There is no 
other road to traffic accident preven- 
tion.” 





HEAR F. V. COFFEE TALK 

Frank V. Coffee, Standard Accident 
Florida claim manager, spoke recentlv 
at a luncheon meeting of the Casualtv & 
Surety Association of Florida. Mr. Cof- 
fee spoke on “Necessary Aids In Claims 
Adjusting.” The topic, of great interest 
and concern to the Association, was well 
received. 
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YMBT Insurance Section 
Hears Talk on Education 


The insurance section of Young Men’s 
Board of Trade, New York, had as its 
luncheon speaker on February 18 Miss 
Terry Ferrer, education editor of New 
York Herald-Tribune. A Vassar gradu- 
ate who was on Newsweek's staff before 
her present post, Miss Ferrer, sister of 
Mel Ferrer, the actor, gave an informa- 
tive talk on the current education pic- 
ture in the light of recent developments. 
She spoke in particular on the juvenile 
delinquency problem and on the stepped 
emphasis being given to scientific studios 
in school and college curriculums. 

The YMBT insurance section, headed 
by Richard Weghorn, life insurance 
manager of John C. Weghorn Agency, 
Inc., is now in the midst of a member- 
ship drive. At the luncheon gathering 
two new members were welcomed— 
Robert Milbank of Bower & Milbank, 
insurance brokerage house, and Frank 
Steinhardt of Home Insurance Co. 





Woewucki Shows Need For 


Noise Prevention Program 
In an interesting address before in- 
surance agents and brokers in New York 
City this month, Anthony Woewucki, 
Jr., head of the industrial hygiene de- 
partment of Continental Casualty spoke 
about the importance of initiating a pro- 
gram of hearing loss prevention. “Mil- 
lions of workers,” said Mr. Woewucki, 
“are exposed to noise levels which cause 
hearing loss. The number of workers 
exposed and the intensity of the noise 
levels are increasing with increased in- 
dustrial production.” The meeting was 
sponsored by Robert Vollreide, Con- 
tinental Casualty, resident vice president 
in New York City. 





56 AT HARTFORD A. & I. COURSE 


Hartford Accident & Indemnity’s mid- 
season session at the company’s train- 
ing center in Hartford was attended by 
35 home office and 21 field office staff 
members. Study included automobile, 
general liability, workmen’s compensa- 
tion, burglary, plate glass, A. & S. in- 
surance, as well as various forms of 
fidelity and surety bonds. 
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George F. Conway Retires; 
W. F. Bogk Named Successor 


The Fidelity & Casualty Co. of New 
York, member of the America Fore 
Loyalty Group, has announced the re- 
tirement of George F. Conway, resident 
manager of the Milwaukee branch office, 
after 49 years with F. & C. Walter F. 
Bogk, formerly manager of the Loyalty 
Group branch office at Milwaukee, has 
been named to succeed Mr. Conway. 

A native of Waukesha, Wis., Mr. 
Conway attended St. John’s Cathedral 
High School in Milwaukee. He joined 
the F. & C. in 1909 at Milwaukee. He 
served in various office and field capac- 
ities, and he was appointed resident 
manager in 1927. Mr. Conway is a mem- 
ber of the Milwaukee Athletic Club. 

Milwaukee born, Mr. Bogk attended 
the University of Wisconsin and Mar- 
quette University. He began his insur- 
ance career in 1934 in Milwaukee. He 
has had varied multiple line production 
and management responsibilities in Wis- 
consin, Michigan, Minnesota and Wash- 
ington, D. C 

In 1946 he joined the Loyalty Group 
as a special agent. He was appointed 
assistant manager of the Loyalty Group’s 
Milwaukee branch office in 1954 and 
promoted to manager in 1955. 

Mr. Bogk is a member of Blue Goose, 
the Accident & Health Underwriters 
Association, the Wisconsin Field Club, 
the Casualty Managers Association, the 
Surety Underwriters Association, the 
Milwaukee Elks Club and the Holy 
Name Society. 





American Surety Names 
Sheldon Pond, Casualty Mgr. 


The appointment of Sheldon S. Pond 
as manager of the casualty insurance 
department of American Surety has been 
announced by William E. McKell, pres- 
ident. 

Mr. Pond’s association with the com- 


pany began in October, 1937. While inf 


the Minneapolis and Detroit branch of- 
fices, his assignments included under- 
writing and field work as superintendent 
of casualty and assistant manager. At 
Detroit, Mr. Pond was an instructor in 
the casualty and surety institute, held 
quarterly at Michigan State College. 

He became a member of the home 
office staff in February, 1953, and was 
recently an agency supervisor in the 
agency and production department. Mr 
Pond is a graduate of the University 
of North Dakota. 

Howard S. Tull, chief supervising un- 
derwriter, becomes assistant manager 0! 
the department. 
of Columbia University where he re 
ceived his A.B. degree. 
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Warning on Unlicensed wee 


Ohio Superintendent of  Insuranc¢ 
Arthur I. Vorys recently sounded 
warning that the New Empire Insuranc¢ 
Co., and the Postal Life & Casualty} 
both of Kansas City, Mo., but not lif 
censed in Ohio, have been engaged i} 
direct mailings to Ohio residents 10 
solicitation of accident and hospitaliza- 
ton insurance. Mr. Vorys urged the pub- 
lic not to deal with unlicensed companies 
or their representatives because his In- 
surance Department would be unable t 


protect Ohio residents in case of anyg 


disputes with these companies. 
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q Automobile Commissions 


(Continued from Page 35) 


offer automobile insurance to those who 
merit it, to support their agents who 
have supported them. To throw out 
blocks of automobile business without 
changing the basic structure of the pre- 
mium economy would simply make 
matters worse. The time has arrived to 
readjust the automobile arithmetic. 
“No one can deny that the automobile 
‘tree’ in this good country has had a 
distorted growth. ‘Physical damage’ 
came from a common stem with ‘liability’ 
but grew up separately. There were dif- 
ferent carriers, even different producers 
and, certainly, different commissions to 
agents. We are living in an age of 
violent change and to survive one horror 
or another we have to go to drastic 
lengths. The violent change in the hand- 
ling of automobile business is long over- 
due. Survival is no exaggeration. If we 
hold to logic, try to remedy our past 
mistakes and invite a fair sharing of 
responsibility we cannot go far wrong. 


Extraordinary Growth Accentuates 
Commission Incongruities 


“Automobile premiums have piled up 
like a pyramid, They tower over every 
other class, And the producers’ remun- 
eration has risen out of all proportion 
to the work they do. In the fire busi- 
ness where policies are many and pre- 
miums relatively low and the work of 
handling complex, an agent is given 
adequate consideration (in the South he 
wakened up one morning not so long 
ago and found himself with another 5% 
unheralded and unasked for). But there is 
no fair argument why automobile ‘physi- 
cal damage’ should rate for commission 
on the same terms as fire. ‘Liability’ 
grew up subject to the influence of vol- 
ume and good record from a low of 
17.5% to a high, in some places, of 25%. 
In these recent years of extraordinary 
growth, premiums have almost doubled, 
accentuating the incongruities of com- 
missions. And all the time the com- 
panies were losing heavily. 

“There could not be a more appro- 
priate time than now to adjust, the com- 
missions attaching to the automobile 
business. 

“One day we may find that to keep 
the American Agency System alive we 
shall have to devise a payment to the 
agents by policy, a sort of flat charge 
regardless of size of premium and it 
might not be a bad plan. It could cer- 
tainly be made to appear logical. Right 
now, the expedient has to be a moulding 
of the arithmetic to a rational percent- 
age of the premium in the best endeavor 
to come back to order and to the sim- 
plicity so necessary to good working. 
Common treatment of ‘physical damage’ 
and ‘liability’ is the first essential. 

“In current calculations, the ceiling is 
2% for most agents with a penalty for 
the young drivers and, at the moment, 
15% is the suggested figure. For agents 
or brokers who do not write their own 
policies, 15% and 10% respectively are 
the commissions proposed, Thus, the 
awkward 17.5% is avoided. One rate is 
substituted for three—and that can hap- 
pen on one policy. Several sources of 
real irritation are removed, The agents 
will gain 2.5% on relatively high bodily 
Injury premiums which will compensate 
for the drop of 5% on physical damage. 

“On this basis, the companies can 
hope to be able to live and when the full 
effect of increases in rates is felt pro- 
ducers will not be worse off dollar-wise. 

he pattern of growth will have been 
adjusted and companies will be ready to 
offer vreater facilities to their agents in- 
stead of cutting the heart out of their 
Capacity to produce. The automobile ‘tree’ 
will have lost some of its twists and be 
free to grow and will open up the mass 
market which has all but gone away 
fom the American Agency System.” 





OLIVER AGENCY, LOCKPORT 

Oliver Agency, Inc., insurance, has 
een incorporated in Lockport, Ne 
ne capital of 100 shares. Principals are 
James R. Oliver, Florence C. Oliver and 
Robert Oliver, 


Judge Hart Defends Present 
Judicial System in N. Y. Talk 


Supreme Court Justice Hart of Brook- 
lyn, who spoke at the recent annual 
meeting of the Insurance Law Section, 
New York State Bar Association, in 
New York gave a strong defense of the 
present judicial system. However, he 
felt that certain procedural changes were 
needed but said that such changes should 
not be made by rules but rather by 
amendments to the Civil Practice Act. 
In this connection he said: 

“The difficulty with changes by rule is 
that quite often each department adopts 
different rules concerning the same sub- 
ject and very often one department will 
adopt a rule without the other depart- 
ments adopting a corresponding rule. No 
one will deny that many of these rules 
are inconsistent with provisions of the 
Civil Practice Act and possibly in*some 
cases with the provisions of the judiciary 
law. . 

“IT do not subscribe to the doctrine 
that it is necessary to destroy our entire 
judicial system to effect these changes, 
any more than it is necessary for a 
dentist to decapitate a patient to cure a 
toothache. I sincerely believe that the 
justices of the Supreme Court of the 
State of New York, individually and col- 
lectively, have earned the encomiums 
heaped upon them, and I consider it a 
reflection upon their honesty and _ in- 
tegrity for anyone to suggest that they 
need a ‘watchman’ in the form of an 
administrator to tell them when they 
should decide a case, whose funeral they 
might go to and how decisions should be 
written in order to be published in the 
official reports. 

“Let me close by repeating the words 
of our great Chief Judge, Albert Con- 
way (former New York Superintendent 
of Insurance): 


The history of the Supreme Court is a 
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Allstate Report 


(Continued from Page 32) 


Heads Miami Casualty Mgrs. 


R. A. Woolley, claim representative 
at the Standard Accident Miami office, 
was recently elected president of the 
Miami Casualty Insurance Claim Man- 
ager’s Council. Mr. Woolley, who has 
been with Standard Accident since 1947, 
previously served as Secretary to the 
council. 


“Our faith in this country’s economy 
is evidenced by our continuation of a 
vigorous building program,” Mr. Branch 
said. “New company buildings will be 
completed or begun in 1958 for our re- 
gional offices in Chicago, Long Island, 
N. Y., Atlanta, Cleveland Philadelphia, 
and perhaps one or two other cities.” 

In addition to auto, residential fire and 
general liability coverages previously of- 
fered, Allstate in 1957 added theft in- 
surance and Homeowners coverages, and 
also began sale of commercial fire in- 
surance in Michigan and Ohio. 


Allstate Life Subsidiary 


Allstate Life Insurance Company, a 
wholly owned subsidiary, began sales op- 
erations in Illinois and New York late in 





proud and honored one. Its panorama must 
give pause to anyone who would, for what- 
ever reason, weaken it or destroy it. Guardian 
of the right it has always been; impregnable 
in its virtue; impervious to passing fads and 
fancies; dispenser of even-handed justice; reso- 
lute and unchanging in its ideals despite wars, 
public clamor, social unrest; the resort of free 
men who seek justice, confident of receiving it. 


“In closing, might I add that these 


; : re Seopa ag i : 

fe? ery eo — snot Fashion the year, with sales being “extremely 

privileged to try their cases before ree satisfactory,” Mr. Branch said. Sales 

justices whose decisions are rendered not have siuce beth extended. to Alahema 

as the result of prodding by an admin- Indiana, Mississippi, Oklahoma avid 
ana, Mis ; : Z 


istrator but from thoughtful considera- 


: : ve Louisiana. By the end of 1958 it expects 
tion of the merits of the controversy. ; y P 


to be selling in 25 or more states. 
Allstate auto insurance sales contin- 
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ued to rise in Canada, where the com- 
pany is among the leading writers al- 
though it began operations there only in 
1953, Mr. Branch said. Sales last year 
were $10,530,000, a 29% increase over 
the previous year. “Our volume was ex- 
cellent, but, as in the United States, the 
entire auto insurance industry in Canada 
has been plagued by rising claim costs,” 
Mr. Branch declared. 


STATES 
COMPANY 





Insurance Share Changes in 


The George Putnam Fund 


The following changes were shown in 
the George Putnam’s Fund insurance 
stock portfolio as of December 31, 1957 
compared with December 31, 1956: 

Purchased 1,000 shares of Continental 
Assurance for total of 7,000 shares. Pur- 
chased 12,000 shares of Franklin Life, 
making total holdings of 15,000. 

Sold 12,000 shares of General Reinsur- 
ance Corp. reducing holdings to zero. 
Purchased 3,000 shares of Maryland Cas- 
ualty, making total holdings of 20,000. 
Purchased 6,700 shares of Massachusetts 
Protective which brought holdings up 
to 13,400. Purchased 500 shares of Na- 
tional Life & Accident, making holdings 
of 9,000 shares. 

Purchased 2,000 shares of Travelers In- 
surance, making holdings of 14,000. Sold 
4,500 shares of United States Fidelity 
& Guaranty, reducing holdings to zero. 


Surety 





Design Safety Into Cars 

Rep. Kenneth A. Roberts (D.) has 
introduced legislation to require auto- 
mobile manufacturers to adhere to cer- 
tain safety standards in their future 
products. Mr. Roberts, chairman of a 
special House Commerce Committee on 
traffic safety, is particularly opposed to 
cars designed without special safety fea- 
tures which would allow passengers to 
survive most crashes without the neck, 
hand, facial injuries, so frequent at pres- 
ent. He feels it imperative that “Detroit” 
provide a safer car. 


New York 
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IAAHU Seeks Votes for 
“A.&H. Man of the Year” 


MARCH 31 IS DEADLINE SET 
For Ballots on Harold R. Gordon Mem- 
orial Award; Committee Chairman 
Earl W. Montgomery 








The International Association of Acci- 
dent & Health Underwriters has sent out 
ballot papers for the 10th annual Harold 
R. Gordon Memorial Award for the 
“A. & H. Man of the Year.” ; 

The award is given for outstanding 
contribution to the A. & H. business 
during the preceding year or for sus- 
tained and meritorious service to the in- 
dustry over a long period of time. Pre- 
sentation will be made at the IAAHL 
annual convention in Los Angeles, June 
11-14. 

Ballots have been distributed to other 
interested trade associations, to the in- 
surance press, and to state commis- 
sioners. Additional ballots may be ob- 
tained from the IAAHU headquarters. | 

All ballots must be sent to the 1958 
Harold R. Gordon Memorial Award com- 
mittee, IAAHU, Room 1110, 330 South 


Wells Street, Chicago, no later than 

March 31. 

Committee Nominated by Pres. Bennett 
Committee Chairman Earl Mont- 


gomery, Provident Life & Accident, Los 
Angeles, is a former president of the 
Chicago A. & H. Association. He will be 
assisted on the award committee by vice- 
chairman, Irving G. Wessman, secretary, 
Loyalty Group; E. H. O’Connor, manag- 
ing director, Insurance Economics So- 
ciety; John Burridge, managing editor, 
National Underwriter; John Campbell, 
Provident Life & Accident, Chicago; 
Tay DeYoung, DeYoung & Associates, 
Oak Park, Ill, and Bruce Gifford, man- 
aging director, TAAHU. Committee ap- 
pointments were made by Earle R. Ben- 
nett, TAAHU president, of Provident 
Life & Accident, Tampa. 

The committee will review the nomi- 
nations and make its selection. Mr. 
Montgomery will make the presentation 
of the handsome plaque, contributed by 
the Chicago A. & H. Association, at the 
convention. The name of the winner 
remains a closely guarded secret until 
the time of the exciting presentation 
ceremony. 

Mass balloting in the nominations is 
discouraged. Only individual ballots 
should be forwarded to the committee. 
Each ballot must be accompanied by 
biographical and background data. Vot- 
ers are asked precisely why they think 
their candidate should be the recipient 
of the award. 


Previous Recipients 


Recipients of the award in the past 
years have been: E. H. O’Connor, man- 
aging director, Insurance Economics So- 
ciety of America, 1949; V. J. Skutt, 
president, Mutual of Omaha, 1950; Wil- 
liam E. Lebby, former California man- 
ager for Massachusetts Indemnity, 1951; 
the late Bert A. Hedges, Kansas state 
manager for Business Men’s Assurance, 
1952; E. H. Mueller, Milwaukee agent, 
1953; John G. Galloway, agent, Birming- 
ham, Ala. 1954, and E. J. Faulkner, 
president, Woodmen Accident & Life. 





Makes Milwaukee Talk 


Earle R. Bennett of Tampa, Fla., pres- 
ident of the International Association of 
Accident and Health Underwriters, ad- 
dressed the Milwaukee Accident & 
Health Underwriters at a Juncheon meet- 
ing in Milwaukee, 





Belber Unveils New 
Hospital Service Plan 


TO PRODUCERS AT LUNCHEON 





Other New Policies of Continental As- 
surance Introduced; Messrs. Dara, 


Dozois, C. G. Belber Give Talks 





Philip C. Belber, Newark, N. J., one 
of the leading general agents of Con- 
tinental was luncheon host 
recently to brokers and agents doing 
business with his office. Chief purpose of 
the get-together, held at The West- 
wood, West Orange, was to acquaint the 


Assurance, 





PHILIP C. BELBER 


, producers with a new Hospital Service 


Plan for groups of 25 employes or over, 
designed for experimentation by the 
3elber Agency. Other new policies of 
the Continental including its Executive 
Estate Builder and the family plan pol- 
icy, were also announced. 

The Belber Agency has already had 
a good public response to the hospital 
service plan, having featured it in dis- 
play ads in Newark daily newspapers. 
Actually this plan will enable brokers 
and agents to meet Blue Cross compe- 
tition in selling hospitalization insur- 
ance. Among its features, which were 
explained by Joseph Dara, Continental’s 
associate sales manager in the Eastern 
Group department, are room and board 
benefits including $18 toward the daily 
cost of a private hospital room and up 
to 120 days for any one disability. Mis- 
cellaneous benefits are unlimited during 
periods of hospital confinement for such 
items as drugs, dressings, use of oper- 
ating rooms. In addition, surgical bene- 
fits are provided up to a $300 maximum 
including obstetrical benefits. 

Furthermore, Mr. Dara said that the 
new plan includes doctor’s calls in the 
hospital at the rate of $10 for the first 
visit and $5 for the next 20 visits and 
X-Ray and laboratory” benefits—$25 in 
any one calendar year for cost of diag- 
nostic X-Rays and laboratory examina- 
tions. Maternity benefits are available 
to dependent wives and to those female 
employes who insure their dependents. 
Other features are ambulance fees up to 
$25; blood plasma up to $25 for each 
administration. 


Chet O. Dozois Introduced 


General Agent Belber, who presided 
at the luncheon, also took the opportu- 


HIAA Methods and Procedures Forum 
To Be Held March 10-11 In New York 


The annual Methods and Procedures 
Forum sponsored by the Health Insur- 
ance Association of America has been 
scheduled for March 10 and 11, 1958, at 
the Biltmore Hotel in New York City, 
it was announced. 

The two-day meeting, the first of its 
kind to be convened by the HIAA, will 
bring insurance executives together 
from all parts of the country and Can- 
ada, to discuss subjects in the admin- 
istration of individual and Group acci- 
dent and health insurance. 


Tovics for Discussion 


Some of the topics to be discussed 
through panel sessions, workshops, and 
individual addresses at the forum in- 
clude: Various Approaches to the Or- 
ganization and Functions of Planning 
for Accident and Health Insurance; 
Work Simplification and Methods Im- 
provement; the HIAA Statistical Plan; 
Various Approaches to Premium Billing, 
Accounting and Allied Activities—Indi- 
vidual Accident and Health; Various 
Approaches to Premium Billing, Ac- 
counting and Allied Activities—Group 
Accident and Health; Individual Insur- 
ance Administration; and Group Insur- 
ance Administration. 

Opening the general session at 9:30 





New Jersey Bill Would 
Change Blue Cross Set-up 


A bill was introduced in the New 
Jersey Legislature February 17 by As- 
semblyman George M. Miller, (D), to 
end what he called monopoly control 
of the Blue Cross by the New Jersey 
Medical Society. The proposed legisla- 
tion would eliminate provisions of the 
existing law requiring a member of the 
Blue Cross board of trustees to be ap- 
proved by the local medical society, and 
requiring that 51% of the physicians in 
a county must be participating in the 
plan before it can become operative. 

“The persistent demand for increased 
premium rates for the Blue Cross cov- 
erage in New Jersey,” Mr. Miller said, 
“can be traced directly to the fact that 
the medical society is in complete con- 
trol of the operations of this plan. 

“There is no conceivable reason why 
this dominating control of hospitalization 
insurance plans should be placed in the 
hands of the medical society. The prob- 
lem of providing hospitalization insur- 
ance to New Jersey citizens is an eco- 
nomic problem, not a medical problem. 

“The current proposal to increase Blue 
Cross rates by 31% makes it apparent 
that the sole motivation of the medical 
society is to shelve the nonprofit charac- 
ter of the Blue Cross and to launch the 
plan on a profit-making spree.” 





1959 Annual Group Forum 


It was decided last week in Chicago 
that the 1959 Annual Group Forum of 
Health Insurance Association of America 
will be held February 16-18 at Biltmore 
Hotel, New York City. 





nity to introduce Chet O. Dozois, re- 
cently appointed as manager of the non- 
cancellable A. & H. department in his 
agency. Mr. Dozois has a background 
of 15 years of experience with Massa- 
chusetts Indemnity & Life and The Pru- 
dential. 

Mr. Belber then told his producer 
guests about Continental’s new Execu- 
tive Estate Builder—$25,000 minimum— 
which he described as a full reserve con- 
tract paying face amount plus cash value 
in event of death prior to age 65 or ten 
years whichever comes later. 

_The new family plan was presented by 
Charles G. Belber, vice president of the 
agency. 


a.m., March 10, will be Hilton H. Camp- 
bell, vice president, Republic National 
Life, and Chairman of the HIAA Meth- 
ods and Procedures Committee. Mr. 
Campbel' wil introduce HIAA General 
Manwer Robert R. Neal, and HIAA 
Prestlent. 1). Henry Smith, underwriting 
vice president, Equitable Society, all of 
whom will greet the company represen- 
tatives. 
Prudential’s C. B. Laing Luncheon 


Speaker 
Mr. Campbell will preside at the 
Forum Annual Luncheon, at noon, 


Scheduled to make an address is Charles 
B. Laing, vice president of planning and 
development, The Prudential. 

A three-man Forum Subcommittee, 
part of Mr. Campbell’s parent group, 
developed the program for this year’s 
meeting. Members of the Subcommittee 
are: Hugh F. Hughes, manager, Group 
administration, Nationwide Mutual, who 
is serving as chairman; John J. Egan, 
group administration manager, Home 
Life; and Burgh S. Johnson, administra- 
tive vice president, Guardian Life. Mr. 
Hughes will also preside at the general 
sessions on Tuesday, March 11. 


LEGISLATIVE DEVELOPMENTS 


Topic for March 4 Meeting of New York 
A. & H. Club to Be Discussed; Wm. 
S. Thomas, Metropolitan Life 


An up-to-date view of “Legislative De- 
velopments in Health Insurance” will be 
given by William S. Thomas, associate 
actuary, Metropolitan Life at the March 
4 meeting of the Accident & Health 
Club of New York. 

During the meeting, which will be held 
6:30 at Whyte’s Restaurant, New York, 
Mr. Thomas will discuss current legisla- 
tive measures on both the state and na- 











tional level; in particular, the Forand 
Bill before Congress and the New York 
State Harriman and Metcalf proposals 
and their possible far reaching effect on 
the health insurance business. 

A graduate of Dickenson College, Mr. 
Thomas has been associated with Metro- 
politan Life for more than 20 years. He 
served Metropolitan Life in various 
clerical positions until 1948, when he 
was appointed supervisor of actuarial 
Group underwriting. In 1951, he was 
named actuarial consultant. In the fol- 
lowing two years, Mr. Thomas advanced 
to assistant actuary and finally associate 
actuary. 

He is responsible for the actuarial as- 
pects of Group underwriting and _pre- 
mium rates. Mr. Thomas is a Fellow of 
the Society of Actuaries. 


Palmer Trims Blue Cross 


Rate; Indiana Compromise 


A compromise plan on the Blue Cross 
rate increase in Indiana, where a request 
for an 18-20% across-the-board increase 
had been trimmed to 10% by Commis- 
sioner Alden C. Palmer, has been an- 
nounced, 

In view of the plea of Mutual Hospi- 
tal Insurance Inc., the Indiana Blue 
Cross carrier, that with no more than 
a 10% increase it would thave to reduce 
its services, the Commissioner offered an 
alternate plan of increases by categories 
according to a fixed formula for deter- 
mining the need for rate hikes. 

“In some categories, rates might be 
increased substantially; in others, 1 
creases might be quite small,” the exect- 
tive director of the company reported. 
Average increase, he predicted, will be 
around 15%, 

Use of the formula will permit auto- 
matic increases without petition whet 
ever it develops a showing of deficits " 
any category, 
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HIAA?s New Method For Gathering 


Loss Experience Statistics Ready 


A statistical plan, designed to simplify 
and facilitate the accumulation of loss 
experience statistics from companies 
handling A.&H. insurance, has just 
been completed and is being released to 
member companies of the Healtl-Insur- 
ance Association of America. 


The plan, devised for individual acci- 
dent and sickness and individual and 
family hospital-surgical-medical policies, 
is the result of almost two years of re- 
search by HIAA’s Actuarial and Statis- 
tical Committee. Chairman of this stand- 
ing group is T. Kirkpatrick, vice 
president and actuary, Paul Revere Life. 
Specifics of the plan, providing for a 
system of obtaining and compiling statis- 
tical experience under individual A. & H. 
policies, were designed by a subcommit- 
tee of the parent group, with ” 
Schwarz, assistant treasurer and actuary 
of Standard Accident, serving as chair- 
man. 


In releasing this pilot system to its 
membership, HIAA called attention to 
the uses to which the plan could be put. 
“For insurance companies not now hav- 
ing such plans,” said the HIAA, “it 
could serve as a procedural device or 
model plan. In addition, it can serve 
as a common basis for a possible inter- 
company study among groups of com- 
panies writing similar type business 
either on their own or through the use 
of Association or other facilities.” 

The 21-page plan includes a set of 
codes and illustrative and model layouts 
of IBM in-force or premium punch cards 
and claims cards. Further information 
and amplification of the plan can be had 
from the HIAA office, 60 John ‘Street, 
New York 38, N. Y., and additional sup- 
plies can be purchased at a cost of 50 
cents per copy, from HIAA, 208 S. La 
Salle Street, Chicago 4, Iil. 





Changes in Supervision of 


All Blue Cross Proposed 


The Group Insurance Committee of the 
National Association of Life Underwrit- 
ers, in its proposed report for next 
month’s NALU Mid-Year Meeting sug- 
gests a study of the state legislative as- 
pects of Blue Cross-Blue Shield “and, 
particularly, the desirability and feasi- 
bility of having those organizations sub- 
jected to premium taxes, agents’ quali- 
fication laws, insurance department su- 
pervision, etc.” 

The draft report is tentative, being 
subject to action by the Committee, 
NALU National Council, and the NALU 
3oard of Trustees. 

Special NALU subcommittee would 
then be instructed to report at the 
NALU Annual Convention, September, 
in Dallas. 

The draft report said a special 1956- 
37. subcommittee on Blue Cross-Blue 
Shield areas but 
cluded that it did not have facilities to 
undertake a broad program, Accordingly 
that recommended that 
NALU cooperate with certain other life 
problems 


studied several con- 


subcommittee 


insurance organizations on 
posed by the “Blues” but leave primary 
responsibility for handling these prob- 
lems to the other organizations. 

On the subject of self-insured plans, 
the draft report proposed that a special 
subcommittee be created “to study the 
possibility of seeking state legislation to 
subject the various types of self-insured 
plans to the supervision of the state in- 
surance departments.” 

Concerning jumbo group insurance, the 
draft mentioned that the committee had 
considered but shelved a proposal to 
Tecommend certain Federal legislation. 
Such legislation would have eliminated 
the Federal income tax-exempt status 
of Croup term life insurance premiums 
paid with respect to employes whose 
total combined coverage exceeds the 
limit prescribed by the so called “$20,000/ 
0,000 formula” suggested by the Na- 
tional Association of Insurance Commis- 
sioners, Then the draft report added: 

There is a reasonably good basis for 
‘ssuming that the Treasury Department 
8 aware of the growing number of 
Cases involving jumbo amounts of Group 
term life coverage on individual lives and 
that the Treasury itself may sooner or 
later ask for legislation in this area.” 

Chairman of the Group Committee is 
Harry N, Phillips, CLU, Sun Life of 
anada, of San Francisco. 


Mass. Protective Award Won 
By Christmas Agency, Miami 


The Henry Christmas Agency, Miami, 
has been named as the 1957 winner of 
the President’s Trophy of Massachusetts 
Protective and the Paul Revere Life. 
The annual award, made this year for 
the third time, recognizes outstanding 
overall agency accomplishment. 

Three 1957 regional citation winners 
were also announced: the Malcolm 
Morse Agency, Boston, for the eastern 
region; the Max and Paul Blackburn 
Agency, Indianapolis, for the central 
region; and the Glen C. King Agency, 
Billings, Mont., as the western region’s 
winner for the second consecutive year. 

The Miami Agency succeeds Columbus, 
award winner during each of the first 
two years of the trophy competition. 
General Agent Christmas joined the 
Worcester, Mass., companies in 1936 and 
has served as Miami General Agent since 
1942. 

Winner of the 1957 Builders Award, 
annual trophy presented to the leading 
Paul Revere Canadian branch office in 
all-around performance, was the J. Mac 
Wilson Branch, Winnipeg. 

Company-wide production honors for 
the year went to the James D. Stanley 
Agency, Albuquerque. It led the com- 
pany’s 90 agencies in combined A. & S.- 
Life-Group production in a repeat of its 
1956 performance. 
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A TREASURED OIL PAINTING | 


f Now you can have a beautiful portrait in vibrant oil colors by one 
of our professional artists. This life-like 12 x 16 painting, handsomely 
framed in limed oak, will become a cherished possession. 

Here's all you do. Send us a snapshot (any size), with complete 


few short weeks you will receive your portrait. 
Please send check or money order. 


67 Warren St., Roxbury, Mass. 


ONE YOU LOVE 


of eyes, hair, clothing and person's age. In a 


$9500 


Postage prepaid. 


ED LURIE, Dept. EU 











E. H. O’Connor Reports 
on Legislative Picture 


AT ECONOMICS SOCIETY MEET 





Points to Cash Sickness Bills in Mass. 
Legislature for 10th Consecutive Year; 
President Watt Presides 





The Insurance Economics Society of 
America held its executive committee 
meeting at the Drake Hotel, Chicago, on 
February 17 at which Paul W. Watt, 
president of Washington National, pre- 
sided as head of the Society. 

Principal subject of interest was the 
legislative picture in the field of com- 
pulsory sickness insurance both on the 
state and Federal levels, report on which 
was made by Managing Director Edward 
H. O’Cornor. 

C. C. Cox, counsel, North American 
Accident, acting for the treasurer, Rob- 
ert D. Wisely, read the financial state- 
ment for 1957 which was well received. 

Mr. O’Connor in his report on legisla- 
tion called attention to the introduction 
of the usual compulsory cash sickness 


bills in Massachusetts, the tenth succes- 
sive year in which such legislation has 
been introduced. He reported on the 
legislative hearing held February 13 be- 
fore the Joint Labor and Industries 
Committee in Boston. He also referred 
to the pending cash sickness bill before 
the Michigan legislature. Many bills, Mr. 
O’Connor reported, have been introduced 
in New Jersey and New York proposing 
to amend their respective cash sickness 
laws. 
Forand Bill Bears Watching 


Referring to the Federal scene where 
over 300 bills which propose amendments 
to the Social Security Act have been 





to it. 


45 JOHN STREET 





Leadership Responsibility 


A few weeks ago our Home Office gave us the good 
news that this agency had again led the entire country 
for National Casualty in New Premium Production of 
A. & H. and Hospitalization for 1957 by a wide margin. 


Proud of this performance, we recognize that in order 
to maintain our lead we must redouble our efforts in 
providing our broker and agent friends with the best in 
policy service and claim payments. It’s a big responsi- 
bility but we’re confident of our ability to measure up 


Our sincere thanks to all those producers who helped 
us last year to retain our countrywide leadership. 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


NEW YORK 38, N. Y. 











E. H. O’CONNOR 


introduced, he advised the group that 
one bill of importance to the A. & H. 
business (Forand—H.R. 9467) may reach 
the hearing stage before the House Ways 
and Means Committee later in this ses- 
sion. 

President Watt expressed the Society’s 
appreciation to Mr. O’Connor for his 
vigilance and said it is one of the chief 
reasons why member companies have 
been successful in preventing the spread 
of cash sickness legislation at the state 
level. 

C. O. Pauley, retired managing di- 
rector of the Health & Accident Under- 
writers Conference, who was the first 
president of the Society upon its reac- 
tivation in 1942, was present and re- 
ceived a warm welcome. 





DISABILITY BENEFITS ADDED 





To Basic Juvenile Membership Certifi- 
cates of Woodman of the World Life, 
Pres. Howard Lundgren Reveals 


Disability benefits will be included in 
basic membership certificates for juve- 
niles issued on and after March 1 by 
Woodmen of the World Life Insurance 
Society, President Howard N. Lundgren 
has announced. 


Basic junior certificates then will pro- 
vide for payment, at the owner’s option, 
of one half their face value upon the 
occurrence of total and permanent dis- 
ability to the insured child after mem- 
bership of one year. 

Mr. Lundgren said: “We are happy 
that this settlement option may provide 
means of caring for some of the many 
children stricken with crippling diseases.” 

The Society’s adult membership cer- 
tificates have included this disability 
benefit for many years. Both the junior 
and adult disability benefit features re- 
main in effect until the member reaches 
age 60. 
The Society also has provided that, 
after March 1, cash surrender values, 
loan values and paid up and extended 
term insurance will be available on many 
basic life certificates one year after 
issuance, instead of three years, as for- 
merly, 
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White & Winston No. 1 Group Life 
Agency For U. S. Life Last Year 


For the sixth consecutive year, White 
& Winston, Inc. New York, general 
agents of The United States Life led 


all other United States Life agencies in 
Group business. 

Headed by Bill White and Bud Win- 
ston, the agency closed 1957 with a new 
Group life volume of $33,948,932. New 
premiums for Group A. & H. totalled 
$201,022. It was estimated that for the 
third year in a row Group life and Group 


formerly with The Travelers in New 
York. 
White and Winston Careers 
Mr. White’s first insurance connec- 


tion was with the John Hancock Mutual 
Life in its New York City rigging sales 
and service office. That was in April, 
1946. After two years as a fciaes rep- 
resentative he joined the United States 
Life as home office director of Group 
sales and service countrywide. He re- 





Bud Winston (left) with Bill White. 


& H. coverages would have a com- 
over 


bined new business premium of 
$600,000, ’ 
In Ordinary Life volume, White & 


Winston placed among. United States 
Life’s six leading agencies. 


A Successful Partnership 


Established in 1951, this agency has 
been a successful partnership from the 
very start. Both Mr. White and Mr. 
Winston have well balanced backgrounds 
in both field and home office work. In 
their agency building they have concen- 
trated their efforts on building broker- 
age connections in the New York area 
and in this they are assisted by Joseph 
V. MacDonald and Robert Beards, both 
of whom are brokerage supervisors in 
White & Winston. Mr. MacDonald, who 
specializes in Group life and Group 

A. & H., was formerly in the home office 
of the United States Life as a Group 


sales representative. Mr. Beards was 


signed in 1951 to open up in the agency 
field. 

Mr. Winston completed 20 years with 
the United States Life in September, 
1957. He started with the company as an 
agent and in 1939 became agency assist- 
ant to Richard Rhodebeck, then super- 
intendent of agencies. He was promoted 
in 1941 to manager of the Cuban branch 
office and further advanced in 1945 to 
superintendent of agencies for Latin 
America. 

Returning to New York in 1949 Mr. 
Winston was named assistant to Mr. 
Rhodebeck, by then president of United 
States Life. He served in this capacity 


for two years, resigning to join forces 
with Bill White in establishing the 
present agency. 


White & Winston’s 1958 objective is 
to maintain its leadership as No. 1 Group 
agency of United States Life and, at the 
same time, to expand its Ordinary life 
operations. 








LIAMA A.&S. CONFERENCE SET 


For April 14-16 in Chicago; Public Re- 
lations Problems To Be Given Prom- 
inence in Program 

The accident and sickness meeting of 
the spring conferences of Life Insur- 
ance Agency Management Association 
will be held April 14-16 at Edgewater 
Beach Hotel, Chicago. 

Current public relations problems 
faced by the health insurance business 
will be discussed during the opening ses- 
sion, according to W. G. Alpaugh, Jr., 
president of the Inter-Ocean and chair- 
man of the A. & S. committee. 

A.&S. sales management and sales 
methods will be covered Tuesday. The 
Wednesday morning session will be de- 
voted to discussion of trends in A. & S. 
coverages. 

_ Program chairman for the conference 
is E. J. Melby, agency _vice president, 

Noodmen Accident & Life. His com- 
mittee includes J. E. Rawles, second vice 
president, Lincoln National; John 
Slattery, second vice president, Guardian 
of America; E. S. Westcott, director of 
sales promotion (A.&S.), Bankers of 
Nebraska; Lyle B. Pelton and Kenneth 
L. Hobbs, LIAMA staff representative. 





CONTINENTAL MILLIONAIRES 





Club for Intermediate Division Headed 
By L. L. Blank; Local Agents 
Among 28 Qualifiers 
L. L. Blank, American Associate Agen- 
cies, has achieved top honor among 
the 2,500 writing agents of Continental 
Casualty’s Intermediate Division Million- 

aire’s Club. 

The Millionaire’s Club was established 
in 1954. Men who qualify as members 
must do an outstanding job and their 
total net premium volume must be equal 
in value in the accident and health field 
to the premium collected for $1,000,000 
face amount of life insurance. All 28 
qualifiers received hand wrought, gold 
and diamond tie tacks in the form of 
reproductions of the 310 S. Michigan 
Ave., Chicago, home office of the Con- 
tinental Companies. 

Among the qualifiers were the follow- 
ing: Saul Becker, Becker Agency, East 
Orange, N. J.; William Waddell, Wm. 
Waddell Agency, Camden, N. b 
Leonard Bunken, The Bunken Agency, 
Trenton, N. J.; Norman C. Gardner, 
Income ‘Protection Corp., Syracuse, N. 
Y.; Jack Silvertsein, Berg & Ellis 
Agency, New York, N. Y., and Gus 
Ry Weiniger & Schleifer Co., Newark, 





Better Evaluation of 
Cost Trends Needed 


TO COMBAT GROUP LOSS RATIOS 


Donald D. Cody of New York Life Says 
Low Deductibles Lead to Abuses 
Of Major Medical Plans 








Donald D. Cody, second vice president, 
New York Life, speaking at the HIAA 
Group Forum in Chicago last week, sur- 
mised that few companies did not have 
marked increases in loss ratios on Group 
A. & H. in 1957. 

Mr. Cody said, “High loss ratios have 
resulted partially from the inability of 
Group actuaries adequately to evaluate 
the upward trend in medical care costs. 
In the case of hospital expense coverage, 
the major difficulty arises from the 
blanket reimbursement of hospital an- 
cillary service charges, since in this 
area the loss ratios reflect directly any 
increases in such charges because of the 
essential lack of any inner dollar limits 
in our contracts. There is evidence that 
ancillary service charges have actually 
increased more rapidly than room and 
board charges and of course the fre- 
quency of the use of special equipment 
and services in hospitals is markedly 
increased.” 

Hospital Salaries Cause Big Increase 

The speaker pointed out that the in- 
surance companies do not establish claim 
levels; they are established by the pro- 
viders of medical care and by the re- 
cipients of medic al care. “Costs and 
fees,” he stated, “are based upon forces 
essentially distinct from insurance mech- 
anisms themselves. The area of most 
rapid cost increases hhas been in the hos- 
pital field arising from effects of inflation 
on hospital personnel salaries as well as 
from increased use of expensive diag- 
nostic-therapeutic equipment and drugs, 
the costs of which are likewise reflective 
of the inflation in wages and salaries 
throughout the country.” 

He added that professional medical 
people have frequently asserted that fees 
of themselves have not kept pace with 
the rise in wages generally, although 
there can be little doubt that medical 
specialties are drawn upon more freely 
than was true in the past. 

“There is a growing awareness among 
doctors, both general practitioners and 
specialists, that the insurance mechan- 
ism is merely a method of spreading 
available dollars and should not be an 
influence in fee making. This feeling is 
sufficiently widespread that in my 
opinion we need not be unduly concerned 
over the increases in loss ratios from 
increases of fees,” stated the speaker. 

In his discussion of effects of cost 
trends in Group insurance loss ratios 
Mr. Cody observed: “In the surgical 
area, there has been a rise in the level 
of schedules of surgical fee reimburse- 
ments from the common $150 schedule 
of some years ago to the common $200 
and $300 schedules of today. However, 
since the rates have reflected the higher 
schedules, the loss ratios themselves 
have remained under considerable con- 
trol although exhibiting a creeping up- 
ward trend,” said Mr. Cody. 

In turning to the field of supplemen- 
tary major medical plans integrated with 
base plans, he remarked that the loss 
ratios have remained under much greater 
control, which he believed was probably 
due to the considerable controls intro- 
duced by deductibles which commonly 
run as high as $100 a year on top of the 
base plan—a deductible apparently pre- 
cluding over-utilization of medical fa- 
cilities. 

Estimated Costs on M M Too Low 

“However, in the case of comprehen- 
sive major medical, it is evident that the 
costs estimated by the companies have 
been much too low. There appears to be 
abuse of these policies by some providers 
of medical care. Apparently, deductibles 
as low as $50 invite such abuses and lead 
to lavish utilization. Furthermore, the 
full reimbursement nature of the hospi- 
tal coverages in many of these contracts 
and the payment of 80% of all surgical 


(Continued on Page 42) 





Future of Health Ins. 
Costs in Canada 


VIEWED BY STEFAN HANSEN 


Great-West Life Man Sees Disappear- 
ance of Hospitalization Ins., Ever-rising 
Medical Care Expense 





At the Health Insurance Association 
of America’s Group Insurance Forum in 
Chicago last week, Stefan Hansen, direc- 
tor of Group insurance for Great-West 
Life, Winnipeg, Canada, brought news 
from another world when discussing fu- 
ture trends in health insurance costs. 
Mr. Hansen gave a first-hand report of 
health insurance movements in Canada. 
The dominant force he predicted will be 
Government. 

Mr. Hansen reported: “Already two of 
our ten provinces have a universal gov- 
ernment hospital plan. Two other proy- 
inces have partial plans. One of these, 
Alberta, will introduce a universal plan 
on April 1, 1958. Ontario has announced 
a hospital plan will go into effect on 
January 1, 1959. 

“Manitoba will likely introduce a uni- 
versal government plan on January 1, 
1959. Quebec’s position is uncertain, but 
indications are that it, too, will soon 
have a hospital plan of some kind. The 
four relatively small maritime provinces 


are not likely to stand alone for long 
without something like what the other 
provinces have. This is the more so 


since to stand aside would deprive them 
of their share of Federal grants for 
which their residents are taxed like other 
Canadians.” 


Higher Costs Through Abuses 


The future of health insurance in 
Canada he said, is government: “From 
this will flow many evil consequences. 
One certain consequence will be not only 
higher hospital costs but hospital costs 
higher than they would have been had 
government not intruded. Much of the 
higher expenditures on hospital care will 
be wasted on abuses of the government 
service by doctors and patients. A con- 
siderable amount will be required to 
meet the higher cost generated by less 
efficient administration of hospitals. Ad- 
ministration of the service itself will 
cost more than the expenses and profits 
of the present insurance mechanisms.” 


Effect of Higher Administrative Costs 


Further, Mr. Hansen said that future 
trends in health insurance costs in Can- 
ada will be influenced “by such forces as 
operate in the United States plus,” he 
stressed, “powerful new socialized hos- 
pital service forces which will materially 
aggravate the natural trend to higher 
insurance costs.” 

Continuing Mr. Hansen stated, “Park- 
inson’s Law will operate in the adminis- 
tration of the state hospital service in 
Canada. But also before long it will 
find its way into the administration of 
the hospitals themselves. Administration 
of the service will account for but 10% of 
the total cost. Were Parkinson’s Law 
confined to this 10%, its effect would be 
limited. It is when it begins to operate 
in the service itself, which harbors 9% 
of the over-all cost, that its real toll will 
be felt.” 


Astronomical Increases in Britain 


_Mr. Hansen then referred to a_ book, 
“The Cost of Health” 
Roberts, eminent British medical writer, 


in which the author pointed out that it f 


is this “law” rather than abuse, ex- 
travagant administration, or greater need 
for care than was anticipated, which 
accounts for colossal errors in the esti- 
mates of the ultimate cost of the United 
Kingdom National Health Service. While 
Lord Beveridge foresaw a temporary in- 
crease in cost over his estimate of 170 
million pounds sterling the first year, 
he predicted that by 1965 it would Ms 
back to 170 million, “Instead,” Mr. 

sen said, “it now stands at nearly 700, 
000,000 pounds in spite of many re 7 
tions introduced to reduce its cost, 
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Dental Health Cover 
By the A. & H. Industry 


DISCUSSED BY WM. H. STUEK 





Travelers’ Underwriter Sees Companies 
Undecided If Insurance Is Best 
Answer for Dental Expense 





William H. Stuek, general underwriter, 
The Travelers, discussed what the insur- 
ance industry is doing in the dental field, 
in his address at the opening session 
of the HIAA Group Forum. He posed 
the question: Can general and unlimited 
dental care be made subject to sound in- 
surance principles? 

Snow prevented Mr. Stuek from 
reaching Chicago. In his absence, John 
P. Hanna, HIAA general counsel, read 
the talk. 

The speaker summed the question up 
generally with the opinion that further 
extension of dental coverage does not 
appear on the immediate horizon and he 
believes, will await development of us- 
able statistics, particularly on incidence 
and costs. Mr. Stuek has examined 
many company policies to see what is 
the extent of dental coverage by the 
insurance industry. 

He commented first that it would not 
seem that the industry has agreed 
whether such coverage would be the best 
solution to finance dental care, or 
whether the individual should budget this 
care out of earnings. He quoted from a 
survey of the Health Insurance Founda- 
tion which estimated the average dental 
cost per family as late as 1953 was $33. 


Family Cost of Dental Care 


Mr. Stuek pointed out that 
this is an average cost that can fall 
differently on different families. He 
said: “Thus this study showed that while 
44% of American families had no dental 
care costs at all in 1953 and another 35% 
had costs which ran from only $1 to $45, 
10% experienced costs from $45 to $95, 
6% from $95 to $195, and 4% of the 
families had dental costs in excess of 
$195. Again, it is questionable if this 
presents a broad need for an insurance 
mechanism, It is true that 10% of the 
families experienced costs in excess of 
$95, but there is no indication that this 
was a yearly occurrence, nor is it clear 
how much of this was unnecessary med- 
ically, or the type of care which might 
be considered, at least in part, as luxury 
or cosmetic care.” 


However, 


Experience of Prepayment Plans 


Mr. Stuek also outlined the experience 
of 17 prepayment and third party pay- 
ment dental care plans developed in the 
last ten years. Of the 17 plans (which 
were reviewed by Joseph F. Follmann, 
Jr. HIAA director of information and 
research) seven are operating, four have 
failed and six are “in the doubtful area 
of success and failure.” 

The speaker then listed “the varying 
limitations” of these plans, as follows: 
(1) Limited to specific geographic areas 
and care by specific dentists. (2) Limi- 
tation of the coverage to children. 

(3) Exclusions of orthodontia and cos- 
metic surgery. (4) Exclusions of costs for 
dentures, (5) Exclusions of pre-existing 
conditions, 

(6) Imposition of waiting periods. (7) 
Use of deductibles and coinsurance. (8) 
Limitation as to salary or income. 


No Rapid Moves Seen 

On what the industry is doing in the 
dental field Mr. Stuek generally found, 
he said, many variations in policy provi- 
sions and practices, which “cannot be 
reconciled into an identifiable pattern.” 
The only area of agreement, he said, 
seems to be in basic hospital benefits— 
Tegardless of cause | of confinement. 
“From that point on,” Mr. Stuek said, 
“you may choose any company and per- 
haps find a different approach . . . while 
some companies are going little farther 
than others in the basic lines of Group 
hospital and surgical cover, there seems 
to be no present disposition to proceed 
very rapidly. 

“It looks like we have a general in- 
dustry attitude of ‘watchful waiting.’ As 








HIAA Board Changes 


At its meeting in Chicago last week 
the board of directors of Health Insur- 
ance Association of America made two 
appointments to fill vacancies. Herbert 
O. Fishback, Jr., vice president of the 
Northern Life of Seattle, was appointed 
to the board to fill the unexpired term 
of Harry J. Stewart, president of West 
Coast Life. Mr. Stewart found it neces- 
sary to resign because of his many 
additional duties as president of the 
American Life Convention. 

J. C. Higdon, president of Business 
Men’s Assurance, Kansas City, was 
named to fill the unexpired term of the 
late Powell B. McHaney on the public 
relations committee of HIAA. 





to those companies actually paying some 
of the charges associated with dental 
care or treatment—I have found no gen- 
eral admission of such pr: actices in the 
contracts reviewed. Whatever is being 
done is largely administrative in nature. 
I can find no present indication that the 
companies are going to go beyond what 
they are doing now. 

ONT ¢ - - Py 

Very few, if any, companies have de- 
veloped usable statistics on the number 
or amounts of claims involving hospital 
confinement or surgical treatment for 
dental conditions as compared with 
claims resulting from treatment by doc- 
tors of medicine. This is probably true 
because of restrictive contract language 
in the first place. So far, we have been 
reluctant to construct policy language 
which would of necessity have to include 
cumulative and perhaps elective dental 
care benefits.” 


Company Approaches Under Various 
Types-of Coverages 


Mr. Stuek then detailed contractual 
and administrative approaches of com- 
panies he has observed. He chose to 
consider the question from the stand- 
point of the type of coverage involved 
under Group hospital and surgical and 
also major medical expense and com- 
prehensive medical expense plans. 

Under basic Group hospital coverage 
Mr. Stuek said he found a line of 
agreement between companies. “Even 
though most plans require that hospital 
confinement be recommended or ap- 
proved by a physician, M.D., duly quali- 
fied physician or licensed physician, ad- 
ministration is fairly broad,” he said. “If 
confinement results from either acciden- 
tal injury to or disease of natural teeth 
(excluding purely cosmetic care in many 
instances) such hospital charges are 
considered for payment within the lim- 
its provided in the contract. The fact 
that such confinement was at the recom- 
mendation of a dentist or an oral surgeon 
would not, as a rule, be used as a basis 
for claim declination. Therefore, since 
hospital charges today may be of con- 
siderable proportions, it would appear 
that many companies have taken a for- 
ward step in recognizing such charges 
when dental care is involved. I refer 
strictly to hospital charges for room 
and board and special hospital services, 
excluding the services of the practitioner 
involved.” 

Under Group Surgical 


Under basic Group surgical coverage, 
he said, the difference in company ap- 
proach appear. “The one recognizable 
trend seems to be that where dental 
surgery is required as a result of acci- 
dental bodily injury—most companies 
will pay, either contractually or admin- 
istratively, for any truly operative pro- 
cedure permitted in the surgical schedule 
involved. By that I do not mean that a 
fee would be payable for extraction of 
broken teeth, since no surgical schedule 
examined permits such a fee;*rather the 

field of operations requiring reduction 
of fractures of facial bones.” 

Many companies, Mr. Stuek found are 
taking the broad view, because the field 
involving accidental injury to natural 
teeth or bodily injury involving the oral 
cavity is broad. Extraction or repair of 
diseased teeth are not generally con- 


templated under any surgical schedule, 
which the speaker was able to review. 
wad Bg gf 


he said, “is the field which pre- 


W.M. Paris Calls Wet Frained Field 
Force Best Group Ins. Sales Tool 


the first 12 weeks. 


Chicago, Feb. 18—The best Group in- 
surance sales tool is a well-trained and 
informed Group field force operating 
along a broad front with a cooperative 
agency force, Winburne M. Paris, vice 
president, General American Life, St. 
Louis, declared here today in opening 
his talk at the annual HIAA Group 
Insurance Forum. Declaring that his 
company takes a rather dim view of 
“fancy sales promotion material as its 
value is not commensurate with its 
cost,” Mr. Paris said General American 
is gearing its sales promotion to the 
proper training of its group men and 
the development of its field force into 
group producers through close coopera- 
tion and training. “Along this line we 
are also making available an incentive 
bonus arrangement for our district 
group managers,” said the speaker. 

To develop the desired type of per- 
sonnel for this program, General Ameri- 
can has adopted a charted career train- 
ing course, one of five operative in the 
company at all times, which guides new 
trainees for the first three to seven 
years with the organization. At the 
end of the third year, the trainee can 
elect whether he desires to become a 
group representative or transfer to the 
company’s agency division to become 
a general agent, district manager, or 
agency supervisor. 


Charted Career Course 


“Most significant thing about the 
charted career course,’ Mr. Paris de- 
clared, “is the fact that it leaves no doubt 
in the man’s mind as to the manner in 
which he will progress. In every instance 
where there is a mutual interest the 
prospective graduate is invited into the 
home office where he is carefully 
screened by a_ selection committee. 
Every member of this committee fills 
out an appraisal sheet on the man. 
Unanimous approval is not a basic re- 
quirement but as far as I know no man 
has ever been asked to join us unless 
he received such approval. 

“We try to engage eight or ten train- 
ees every year. Our group school usually 
starts in July. It is conductéd on a 





sents the problem as to whether it is 
subject to true insurance principles.” 

As far as medical expense and labora- 
tory and x-ray examination expense 
plans are concerned Mr. Stuek had this 
to say: “Most Medical Expense con- 
tracts reviewed seem to exclude from 
coverage a charge for any visit in_con- 
nection with any dental work or pro- 
cedure. The same exclusion appears un- 
der laboratory and x-ray coverage ex- 
cept for expense incurred as a result of 
accidental injuries to natnral teeth. Here 
however, again if the expense for such 
x-ray exam is made at the request of a 
dentist or oral surgeon or by the dentist 
or oral surgeon, such expense would be 
recognized by some companies if due to 
accidental injury to natural teeth.” 

The speaker found that with major 
medical expense and comprehensive med- 
ical expense plans it is almost impossible 
to generalize about what companies are 
doing for dental care insurance; such is 
the multiplicity and variety of plans and 
contract language. “However,” he com- 
mented, “any discernible coverage under 
major medical and comprehensive plans 
appear to be handled on an administra- 
tive basis rather than contractual.” 

He then cited examples of various 
approaches to the problem, which, he 
said, show many companies are experi- 
menting to try to find a correct insur- 
able pattern “Considering the large area 
which is opened up in the major medi- 
cal and comprehensive fields, the con- 
clusion must be reached, at least at the 
present time, that contract language and 
administration is fairly tight,” he com- 
mented. 


classroom basis for 
In the last eight weeks the trainees 
work in each department of the com- 
pany in an effort to see in action some 
of the things they have learned in the 
classroom. 

“We devoted an hour and a half each 
day during classroom. periods to per- 
suasive speaking, a most popular sub- 
ject of the day. 

“Several times we have had outside 
people in to talk to the group. For ex- 
ample, the head of the group depart- 
ment of one of the large national bro- 
kerage houses told our trainees what 
a broker likes to see in a Group man. 
Another day a labor leader, trustee of 
one of the large trusted union plans, 
was guest speaker. Another time we 
invited a management consultant. 

“Just after the 12-week classroom 
work, the class spent two weeks with 
our St. Louis group sales office. Activi- 
ties consisted of sales and service calls 
with experienced men—discussion of 
such items as human relations in selling, 
practice at role playing and proposal 
delivery. The group also visited some 
of our most interesting cases.” 


Incentive Bonus Arrangement 


Mr. Paris then explained General 
American’s incentive bonus arrangement 
for its district group managers, pointing 
out that “we wanted a bonus arrange- 
ment which would give credit to the 
size of the group case and the type of 
business written. Credit was given to 
each case by deriving the company’s 
schedule of bonus dollars from a stand- 
ard decrimental commission scale.” 

Regarding type of business written, 
the company gives varying credits for 
new Group life, revised Group life, new 
casualty and revised casualty. Mr. Paris 
declared that all the company’s district 
managers and assistant district man- 
agers participate in the bonus arrange- 
ment on an office basis. 

“One of the primary responsibilities 
of our group men is to work closely with 
our field associates in a program of de- 
velopment and training. We feel that 
these people are our best source of pros- 
pects.” 

Agency meetings conducted by Gen- 
eral American’s group field men are 
paying good dividends. Last year, the 
company showed a 40% increase in new 
cases, an indication that its integrated 
program is paying off. 


Concerned Over Some Merchandising 
Trends 


In closing Mr. Paris mentioned sev- 
eral trends that are causing concern to 
his company. He said: “It seems to me 
that in our mad drive for volume we 
have gotten away from the selling of 
benefits and service. Retention seems 
to be our product—and quite often our 
product is unrealistic. We complain 
about Blue Cross claims of non-profit 
operation. Whether we like it or not 
we are getting to be just as non-profit, 
but we are not permitted to bring it 
about. When we don’t make a profit it’s 
poor management. 

“We seem to be on a major medical 
binge. Its original concept was that 
it solved our disability problems. What 
will be the result of our departure from 
this original concept with 100% area— 
$10,000 maximum on small cases? I 
wonder if our fine sales organizations 
in their push for business really give 
the customer the ‘Facts of Life’ on ma- 
jor medical. How many A. & H. sales 
people point out the dangers in this 
coverage and the need for careful con- 
trol? I wonder if our group men tell 
the prospect the full story about the 
reserve requirement on this type of 
business—that possibly he could have 
no claims for a year and we would still 
set aside a sizable chunk of his monev. 
Wouldn’t we be better off if we told 
all the facts ?” 
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Moreen Gives HIC Progress in Telling 
A. & H, Story to Doctors, Hospitals 


In a fine presentation of the organi- 
zation objectives and programs of the 
Health Howard A. 
Moreen, vice president, Group division, 
Aetna Life and HIC chairman, declared 
last week in Chicago that “if the insur- 
be effective in its 
of strengthening medical 


Insurance Council, 


ance business is to 
program 
hospital relations, it must reach down 
through the state and county societies 
and associations to the individual doctor 


and 


and hospital administrator.” 
the annual 
ance Forum of Health 
ciation of America last week in Chicago, 
Mr. Moreen the 
recognition of need 
he reported that it has established com- 
mittees of insurance representatives in 
each state to meet and work with medi- 
cal and hospital groups at the local level. 

“We want personally to reach thou- 
sands of doctors and hospital adminis- 
trators in their home towns,” he said. 
“We want to create opportunities to get 
the insurance viewpoint across. We want 
to create a mechanism for friendly dis- 
cussions of mutual problems. The only 
way this can be done is by the Council’s 
efforts being multiplied through the use 
of state committees.” 

Terming activity at the state level an 
“ambitious program” in_ scope, Mr. 
Moreen pointed out that progress is 
dependent upon the “assistance and ef- 
forts of many knowledgeable insurance 
people.” Urging the audience to support 
the state program, Mr. Moreen added: 

“Success holds many bright and prom- 
ising rewards: Better medical care and 
a more effective means of financing it 


Addressing Group Insur- 


Insurance Asso- 
indicated Council’s 


the present when 


er 


for the American people—free practice 
of medicine for the doctors, and for us 
in the insurance business, not only 
greater health insurance sales, but a 
worthwhile and lasting contribution to- 
ward the best possible health care.” 

In citing over-all objectives of the 
Health Insurance Council, Mr. Moreen 
noted that the organization was formed 
more than ten years ago to promote 
“an atmosphere of trust and cooperation” 
between insurance companies and_ the 
providers of medical services. The Coun- 
cil, he said, comprises eight insurance 
associations, and serves as a_ central 
source of information and assistance to 
the health care field on all aspects of 
accident and health insurance. 

To better describe the Council’s modus 
operandi Mr. Moreen utilized as visual 
aids a set of color slides. The slides illus- 
trated pictorially the various Council 
projects, each of which were outlined 
briefly by the speaker. These included 
the annual survey of voluntary health 
insurance coverage; the development of 





standardized claim forms for use by 
physicians and hospitals; the hospital 
admissions program wherein patients 


may use their insurance benefits as a 
credit against the hospital bill; and book- 
lets and bulletins on various aspects of 
health insurance coverage. 


N. Y. BOARD LOSSES DROP 

There were 1,555 claims for $3,056,186 
assigned in January to the committee 
on losses and adjustments of the New 
York Board of Fire Underwriters com- 
pared with 1,005 losses for $3,263,424 in 
the same month last year. Secretary 
E. C. Niver states that while there was 
a 55% increase in number of claims the 
dollar amount declined 6.35%. 


Future of Health Insurance 


(Continued from Page 40) 


all signs point to a steady further in- 
crease with no limit in sight.” 

Concluding his speech Mr. Hansen 
commented: “For anyone to estimate the 
ultimate cost of a national health service 
is like estimating how high is up. The 
state hospital service in Canada _ will 
cost very much more than the highest 
estimates of the government’s experts. 

“For all practical purposes hospital 
care will disappear from health insur- 
ance costs, and the compelling force of 
ever rising costs for state hospital serv- 
ice will have its influence in medical 
care costs. 

“Tf through private health insurance 
we remove for most of the entire popula- 
tion all cost to the patient at the point 
of service, we will expose them as in- 
sureds and the companies as insurers to 
much the same operation of Parkinson’s 
Law as is inescapable in state medicine. 
Unless we adhere quite strictly to the 
principle of some significant cost to the 
patient at the point of service, the future 
trend of health insurance costs will not 
differ fundamentally from the trend we 
can predict with near certainty in a 
socialized health service.” 


HIAA Admits Three Cos. 


Three more companies—Occidental Life, 
Central Standard and Southwestern Life 
of Dallas—were approved for member- 
ship in the Health Insurance Association 
of America at its board of directors’ 
meeting in Chicago February 18. This 
brings HIAA’s total membership to 267 
companies. 


NAMED FIELD SUPERVISORS 

Five field supervisors have been ap- 
pointed by The Travelers for casualty, 
fidelity and surety lines. They are: 
Charles R. Cade, San Francisco; George 
H. Fleming, Seattle; Stephen R. Coffey, 
Baltimore; Paul E. Jensen, Hartford; 
and James P. Lawless, Cleveland. 














Cody on Better Evaluation 


(Continued from Page 40) 


fees have been contributing factors. 
Apparently credits given for low age 
and low salary have been too large. A 
notable shortcoming in this respect is the 
strange failure to recognize that although 
non-maternity claims are lower on 
younger age groups, maternity benefits 
are naturally more significant as such 
ages,” concluded Mr. Cody. 


Need to Reflect Rising Costs in 
Premiums 

“It is possible that hospitals have 
nearly caught up with the level of in- 
flationary rise which has characterized 
our economy for some years and that the 
trend upward will be slower hereafter. 
It is a matter of opinion as to when the 
balance will be accomplished. In the 
meantime, it appears to me that insur- 
ance companies in fairness to all their 
policyholders and as sensible creatures 
of economics will continue to take steps 
from time to time to reflect in their 
premium rates the continued rise in 
costs. 

“There are other measures which we 
in the insurance business can take to 
control rising premium rates reflecting 
rising medical costs. These measures,” 
he explained, “are in the area of educa- 
tion of the public and the hospital and 
medical profession as to the true nature 
of insurance and in the area of resist- 
ance to unreasonable charges and un- 
necessary services as they sporadically 
appear.” 


New A. & H. Association 

The first meeting of Fox Valley Ac- 
cident & Health Underwriters Associa- 
tion was held last week in St. Charles, 
Illinois. Principal speaker at the meeting 
was Jay DeYoung, a_ controller of 
IAAHU, who presented’ sales _ ideas 
gleaned from his 30 years work in insur- 
ance. The formal charter ceremony of 
the Association will be held April 10. 


Sl 


The above picture of personalities at the Annual Group Insurance Forum of Health Insurance Association of America were taken by Guy Fergason, Chicago personnel specialist. 


Top row, left to right—John P. Hanna, HIAA general counsel; Robert R. Neal, HIAA general manager; 


Armand Sommer, vice president, Continental Casualty; H. E. 


Bliss, Group 


underwriting manager, Employers Mutual of Wausau, Wis.; L. M. Cathles, Jr., Aetna Life; Gordon M. Farquhar, secretary, Group division, Aetna Life; A B. Halverson, second V.P., Occidental 


Life; Loring P. Gillespie, Group manager, Fireman’s Fund; Carl R. Ashman, second V.P. & Actuary, Lincoln National; O. C. 
V.P., North American Reassurance; 
Donald Cody, V.P., New York Life; 

Second row, left to right—Roy A. MacDonald, managing director, Life 
Paul Singer, chief actuary, Continental Casualty; Serg Bushong, American United; Marvin Vande 
Moines; Lee Wilks, second V.P., Lincoln National; Fred Clark, Lincoln National; W. E. Stovall, Gulf Life, Jacksonville; Thomas Evans, Life of Virginia; E. M. 


Syracuse; John R. Ward, 
Reinsurance; 


and Walter Brodley, all of Nationwide Insurance. 


First row, left to right—J. Henry Smith, underwriting V.P., Equitable Life Assurance Society and HIAA president; 
Joseph F. Follmann, Jr., HIAA director of information and research; Paul Watt, president, Washington National; E. E. 
George N. Watson, Group V.P., Crown Life of Toronto; Milton Chauner and Edmund L, G, Zalinski, vice presidents, Life Insurance Co. of North America. 


C. A. DiFalco 


Stefan Hansen, secretary, 


special Group representative, 7 
reat-West Life; Herbert J. Stark, actuary, Metropolitan Life; Arthur M. Browning, Group V.P., New York Life. 
C. O. Pauley, retired; James R. Williams, V.P., of Health Insurance Institute; 


Office Management Association; n 
Lune, Group manager, Inter-State Assurance; Robert Larson, — dep’t., Bankers Life, Des 
r 


North American Reassurance; 


Yuerhs, individual A. & H. claims supervisor, Farmers & Traders, 
Paul V. Miller, 


assistant secretary, Employers 


ickson, James Dougherty 


C. Manton Eddy, vice president-secretary, Connecticut General Life; 
Brill, senior V.P., General American; W. J. Kerrman, Washington National; 
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